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“Everything’s so beautifully white up here!” 


“Yes, white as the 


that fine shoemakers are using for next 


summer’s smartest shoes.” 


Peerless Kid - Evanette Suede + Cara + Brogandi 


in Summer White and Colors 


JOHN R. EVANS & COMPANY, Camden, New Jersey 
Est. 1857 








wan Lou Sastey 
is thei patent heaton shoes 





Youngsters have always wanted the smoothest, shiniest 
patent leather shoes to show off on Easter. Colonial 
Patent looks finest and wears longest, never losing its 
good shape and smartness. Colonial Patent makes a hit 
with manufacturers, too, because it’s easy to work and 
economical. Get your shoes in the Easter parade by using 
fine quality Colonial Patent leather. 


Potton lenial for the best patent leather 


COLONIAL TANNING COMPANY, Ine., Boston 11, Massachusetts 
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F 
AMOUS PARTNERSHIPS IN HISTORY 













2. 
ROMEO 


On our list of partnerships 
There’s one we can’t forget.-- 
Those two immortal lovers, 
Romeo and Juliet 









William Shakespeare's classic 
Helps us understand . .- 

Success will come to those who work 
Together, hand-in-hand. 













The KUSHINS-DEALER PART 
orking together 0 achieve 


this voluntary agreement, K 








two parties w 
provisions of 
Kushins dealers cooperate to pro 
with the finest quality work shoes and boots. 


Kushins Inc. is the West's lat 


shoes and boots . .- footwear that is 
value. These are the products which 
to supply their customers with the finest WO 


be made for the prices at which t 


















Learn how you can 
KUSHINS-DEALER PARTNERSHIP A 


Representative for details, ot write Kushins 









Kaskins, inc. 


SANTA ROSA, CALIFORNIA 


MANUFACTURE 
- R OF WORK 
SHOES AND BOOTS AS STURDY AS T 
HE REDWOOD 
$s 


NERSHIP is a modern example of 
a common g04 
ushins Inc. and 
vide active men in every W 


gest manufacturer © 


unsurpass 
make it possible for 
rk shoes and boots that can 


hey are sold. 


benefit from the provisions of 
GREEMENT. Ask yout Kushins 








|. Through the 
hundreds of 
alk ot life 


the 


f men’s work 


ed for comfort, weat and 
Kushins dealers 


the famous 


Inc., Santa Rosa, Calitornia. 


Sauta Kosa Grand 


WORK SHOES AND BOOTS 


CALOTAN 


+ WOR 
K SHOES AND SPORTSMEN’S BOOTS 


‘CAL-O-PEDIC 


2 SCIENTIFIC SHOES 
FOR MEN WITH PROBLEM FEET 
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Fashion editors, store stylists, lead- 
ing retailers and makers of better 
shoes all proclaim a record season 


for whites this year. 


Prepare now 
to get your share 
of this record 

white shoe business. 


The greatly needed 
pairage is in 

dressy WHITE shoes. 
Sound planning 
includes specifying 
the outstanding 
white leathers — 
LEVOR’S “WHITEST WHITES.” 


BRO 


GLAZED & FLEXY KID 


TAN-ART 
G. LEVOR & CO., INC. SUEDE KID 


Tanners since 1876 


GLOVERSVILLE N.Y. 





seventeen 





to help you 


build shoe volume .. . 























FULL-COLOR, FULL-PAGE Ads in the April Issues of 
GLAMOUR and SEVENTEEN 


Build YOUR business by promoting colorful, 
durable, profitable NORZON. And be certain 


NORZON, the shoe material that looks and 
feels like suede, will be your biggest profit- 


maker for Spring! 

6 million readers, including many of your best 
customers, will see our full-color ads. Inspired 
by the idea of matching glorious NORZON 
colors to every costume, they will want NOR- 
ZON casuals and dressy shoes in greater 
volume than ever before. 


it’s genuine NORZON, the shoe material that 
outwears suede leather by actual test. 
Manufacturers: Look for the NORZON trade- 
mark stamped on the back of every yard. 
Retailers: Look for the name stamped in the 
sock lining of every shoe! 





NOTHING takes the place of SUEDE except “NORZON” 





38 NORZON is the registered trademark of Behr-Manning 
Corporation to designate its electrocoated pile fabrics. 


HILLIPS-PREMIER CORPORATION 


64 SOUTH STREET, BOSTON 11, MASS. HAncock 6-3350 





NORZON 
is distributed solely by 





Write now for 
“SKY ROCKETING 
TO SUCCESS", 
our big new brochure 
of Spring and Summer 
NORZON styles. 
We'll send newest 
color samples, too! 
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CABANA CASUALS 


with Walk-Over’s famous precision fit 


“Why can’t we have fun shoes that don’t look and feel like 
old bedroom slippers after a few wearings?” the ladies asked. 











“You can,” said the Walk-Over designers...and gave them 
Cabana* Casuals. 

The Loop Ghillie Sling shown here is just one of this 
handsome new family of gay, easy-going shoes that really 
fit, give the famous Walk-Over comfort and long, long 
durability! With Wedge or Dutchboy heels. Cabana Casuals 
retail at $12.95. *® 


75 years of fine shoe craftsmanship, 1874-1949, 
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YOUR BOYS’ SHOE BUSINESS TODAY 
IS YOUR FUTURE MEN’S SHOE BUSINESS 





Ww 


wow GERBER 


YOU SELL ALL YOUTHS 1212-3.  BOYS1-6 BIG BOYS61/2-1] 





| T is not difficult to account for the sustained business growth enjoyed by Gerberich 
dealers. They start their boy customers off at 4 or 5 years of age with a Youths size run, 
12%-3 made over lasts suitable for real boys’ shces and styled the way these young 
fellows want them. Because Gerberich-Payne makes Boys’ Shoes exclusively, they regard 
this early size run, not as a nuisance, but as a logical base upon which to build customers 
for their dealers who will be carried through Boys, 1-6 and Big Boys 612-11 and ultimately 
into their men’s departments. 


OFFICES: NEW YORK, MAR- 
F R B F R e H ae BRIDGE BUILDING, ROOM 
405 * LOS ANGELES, 219 
WEST 7th STREET, HAAS 
BUILDING, ROOM 919 ¢ 
PHILADELPHIA, LAFAYETTE 
BUILDING, ROOM 1025 
» MOUNT JOY - PENNSYLVANIA 


HOW’S YOUR B.S.B. ° REMEMBER IT’S YOUR F.M.B. ° ASK YOUR GERBERICH SALESMAN 
6 
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No. 12237 — Soft 
Black Calf Gore Pump, 
15/8 Cuban Heel, 
Featherweight Con- 
struction, 199 Last, 
AAAA to D. . $7.35 
No. 42237 as 12237 
only all Admiral Blue 
MO s..6 Scere $7.50 


IN STOCK NOW! 





% 


orthopedic features and Drew's 
outstanding craftsmanship combine to give 
you an unparalleled range of fitting 
control over more types of 


healthy as well as problem feet. 





SCULPTURED TO FIT YOUR a A J lide lo es Toot Fe 2 


The variations and characteristics of 
Drew’s ANKLE-FIT LASTS, patterns 
coordinated size-for-size and width-for- 
width to EACH individual last design, 


Drew's great combination of exclusive 





STRAP 






No. 12197 — Light- 
weight Black Calf 
Gore Pump, 13/8 Cu- 
ban Heel, Feather- 
weight Construction, 
196 Last, AAAA to 
_ 2 er eee ar $7.35 


IN STOCK NOW! 


RIO 


No. 11208 — Fine 
Black Kid Open Toe 
Tie, 16/8 Cuban 
Heel, Arch Rest Welt 
Construction, 094 
Last, AAAAA to 
_ eae oe ae $7.65 
No. 41208 as above 
only all Admiral Bive 
ee $7.65 


IN STOCK NOW! 
































Drew's exclusive reduced heel measurements with shorter backparts for better 
heel and ankle fit, the Vita-Pedic metatarsal cushions placed between the insole 
and outsole for comfortable arch uplift, special tempered steel shank properly 
placed for balanced foot function, and an exclusive cupped heel seat with 
scaphoid cradling to give heel comfort and support against foot pronation. 


THE IRVING DREW CORPORATION -+- LANCASTER, OHIO 


NEW YORK OFFICE, 746 MARBRIDGE BLDG. ALSO MAKERS OF DR. HISS’' BALANCED SHOES 





a 
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NEW LOW PRICES 
on All of Dioree’s 


Libel 


Ankle Display Forms 
just-in time for 
Your 
Spring Windows 


IMPORTANT Ze) eg 


There is NO CHANGE in Pierce's soe gs acs 
famous Quality or Materials... HEB HEIGHTS — High, Medium, College, Play 


Shoe, Flat 


1 — World's MOST COMPLETE | RANGE of Shoe Forms : STYLES — Toe Peep, Regular, Streamline, Low 
/ Ankle 


2 — Unique FLEXIBLE-FITTING — No distortion of your shoes COLORS — Flesh, Transparent, Pearlescent 
3 — Lightweight STRENGTH — Your shoes won't tip over 
4 — Non-Static DUST RESISTANT 


All Styles available in Non-Inflammable type material, if desired 
N) =» | Dim LO) DY. Gl 5 ©) tan OY -\ RO) C7 


Get 7 

wae U.N. PLERCE COMPANY assacuruserr 
4 Ay, — nnn (Pn IV | MASSACHUSETTS 
ae 


Specialties for THE ENTIRE SHOE INDUSTRY Since 1872 
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DEPEND ON FLEX STEP FOR 
















¥ Fy 
i] : 
3 

ee % MARGY 
uty ik Blue suede-blue kip trim 
ii : ‘ 74 Black suede-black patent trim 
eee} t i Green suede-green kip trim 
Tike ¢ } Grey suede-gun metal trim 
HIE ok : S & M widths 
[i : i High & Cuban Heels 
th ee ee 450 
ret ¥ ‘. Net 
dlp Bo | 
fia 4 ib | 
BLES 





FLEX STEP SHOE CORPORATION 


KRISCHER, ROGERS AND FISCHER 
Women’s Dress, Sport and Casual Shoes 
20 N. Fourth Street, Philadelphia 6, Pa. 








* Reg. U.S. Pat. Off. 
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#88 
mar UNOS 
haalty CALE Leather 


FEATURED IN 


IIs WALKER 







MADE IN THE U.S.A. 


y 
J. P. SMITH SHOE CO. 


CHICAGO, tit. 





THE OHIO LEATHER COMPANY 
GIRARD OHIO 
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HOW JOHNSON-STEPHENS & SHINKLE USE CUSHION CORK 


* 


aan in a NS i me aS 





to add extra resilience to their Rhythm Step “Roadway” 


The diagram above shows how Johnson- 

Stephens & Shinkle of St. Louis use Cushion 
Cork to add extra resilience to their Rhythm Step 
“Roadway” shoe. A half-platform of Armstrong's 
Cushion Cork is joined to a wood wedge heel. This 
unit then is covered and attached to the insole and 
upper. Finally, the sole is attached. 

The Cushion Cork platform used in the Rhythm 
Step is a full quarter-inch thick. It gives this shoe far 
greater resilience and flexibility than would be pos- 
sible with a conventional platform material. 


ARMSTRONG’S SHOE 


BOX TOE MATERIALS + FLEXICORK ~- FILLERS - CUSHION CORK ++ CORK COMPOSITION 
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The Cushion Cork built into Rhythm Step shoes 
is a combination of springy cork particles and a 
sponged binder. This produces a material that flexes 
readily, yet supports the foot gently and firmly. It 
also helps insulate against heat, cold, and dampness. 

Your customers will enjoy the extra comfort of 
shoes built with Cushion Cork. Write today for a 
complete list of nationally known shoes that use this 
patented material. Armstrong Cork Com- ‘ 
pany, Shoe Products Department, 9602 
Arch Street, Lancaster, Pennsylvania. 





CUSHION CORK AND FLEXICORK ARE REGISTERED TRADE-MARKS. 


PRODUCTS 





Who want to take 
advantage of an 


opportunity while 


Tate dilele alive) 
loudest. 


Over 1060 Health Spot Shoe Shops all over America 











The Health Spot Shoe Compan . 
seeks Men who know Fittin a. Write Us! there is o continuous HEALTH SPOT 
ijneiaaaiad need for men to man Health Spot Shoe SHOE COMPANY 
Shops. It is a growing, going operation. 
te stele and “ ward e successful shoe Be a part of it. Write us to explain the OCONOMOWOC 
business featuring America’s most com- Health Spot Plan and how it can make WISCONSIN 
plete line of corrective shoes for men, your future secure. 








women and children. The Health Spot 
Plan is a stable, profitable business, not The Health Spot Orthopedic Institute trains qualified shoe fitters to suc- 
subject to fad, fashion, or seasonal cessfully merchandise Health Spot Shoes. This training is available without 
markdowns. As a Health Spot retailer, charge. Write for Details. 

you have the benefit of experienced we Se Oe os OS eS 

counsel on bookkeeping, expense con- ‘ j 

trol, inventory control . . . following 
proved methods of successful shoe 
store management. You have your own 
business, yet yours is an integral part 
of a nationwide merchandising pro- 
gram geared to the needs of 7 out of 
10 who need foot comfort. You are 
backed by the facilities of 3 coordi- 
nated shoe factories and the established 
reputation of 25 years. How does this 
compare with your present set-up? 
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a. “VEPTOUGH FOR: | 
Read WHY Vul-Cork Soles H CRIMES MORE WEAR 


¢ REPEAT-SALES RECORD 











Have Built Outstanding . =e 














” : a, Consecutive Years re : 
; Says Filling Station Attendant ° Farmer calls Vul-Cork “4 Farm ' 
rr “The Vul-Cork Sole does not soak up oil as 8 Sole e“Those Vul-Cork Soles are really a farm 

other soles do, and wear and stand up better sole, they wear farther than any sole I’ve ever 
than any sole I’ve ever used. They keep their worn, they grip on roofs and climbing so you 
shape well too — don’t bulge or get ragged.” don’t slip, they’re really water-proof, and the 

farm acids that ruin other soles don’t seem to 
Says a Large Express Company ° affect Vul-Corks the slightest, and I never had 
“The employees using Vul-Cork Soles report that anything on my feet so good to keep out cold 
they have proven valuable as a protection and heat.” 


against sliding and slipping on car doorsills, wet ss AMilkman Praises Vul- Cork Insul- 
cement, modern platforms and car Boors GES ation © “I deliver milk for the....--- Milk 
Co., and I was out in all kinds of weather. They 
are the best soles I ever wore for comfort in 
winter and for being cool in summer.” 


ats 
a "4 About Comfortan Airline Company 
a= e sa . iz 
a4 About Wearing Qualities a Rail- Tyee says*” chief praise for the soles is that 


as AnElectrical Manufacturer Doesn't 
U Pull His Punches in Speaking ° 


“They are the best non-skid soles we ever had.” 


Far road Company says ° “These soles are they are not soft and springy as crepe, and yet 

very good, lasting three times longer than ordi- they are easier on the feet.” 
Send for li nary soles under the same working conditions.” —. A Coke Manufacturing Firm Adds 
ist of Manufact “Flexible... .- Excellent, easy on our feet and 


Specify whether int eress 


urers who feature V. : 
in Work Shoes, Boys’ ed ul-Cork Styles. shock absorbing.” 












L 
- Shoes, OOK FOR THIS LABEL 
Women’s Sport 
= ALWAYS ON THE SHANK 














IF IT ISN'T LAB 
ELED VUL-C 
WITH -CORK .. . IT 
VUL-CORK'S UNIQUE “FLOATI ca gy PROCESSED 


//c CAMBRIDGE RUBBER COMPANY « :::::°* 


mene - 
—— -——=— = 
4 
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NEW LOW PRICE MAKES THEM <= 












3 Colors 


NEUTRAL FLESH 
CREOLE 
WHITE PEARL 


a SHOE DISPLAY -musr: : 
UNIVERSAL 


AMERICA'S BEST 
SHOE FORM 


Now $1.25 


3 HEEL 


HEIGHTS 


PER PAIR 





UNIVERSAL FORMS are made of 
SAME sturdy, non-fading plas- 
tic acetate material and have the 
same patent lip-sealing feature to 
prevent breakage, stand hard 


“MEDIUM 


abuse. 


UNIVERSAL FORMS have SAME 
non-flammable features and are 
approved by Fire Insurance Un- 
LOW 


derwriters as being perfectly safe 
from fire hazard. 


At last, every shoe store in 
America can use genuine 
UNIVERSAL FORMS— 
America’s Best Shoe Forms. 


Packed 24 pairs to the case. Slight additional 
charge for less than case quantities. When order- 





ing, specify colors and heel heights. 


When you see your UNIVERSAL FORMS you'll agree “there never were FINER Shoe Forms at a FAIRER price." 


lJ N : VE R SA l FORM CORPORATION 
30 EAST 20TH ST. 
NEW YORK, N. Y. 
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It saves cost in the factory and insures greater 
safety for the wearer through more dependable 
and permanent attachment. 


Again a 
Revolutionary 
Achievement from 


Our Engineering 
Staff 


The @me() 


Wood Heel Screw 
Inserting Machine 


The machine inserts a permanent screw in one simple, quick operation. Automatic hold-down clamp 
takes shoes of all sizes without adjustments. It holds the heel securely in place with a gradual application 
of 300 to 500 pounds of air pressure. Then the screw is inserted. Thumb screw adjustment takes care 
of all heel heights up to 24/8. Any operator can process from 1000 to 1400 pairs of shoes in an eight 
hour day. Get ail the facts about this efficient new Compo machine. 





COMPO SHOE MACHINERY CORPORATION 


150 Causeway Street, Boston, Massachusetts 








FOR AUTUMN. 49 FOOTWEAR 
WALDORF ASTORIA 
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Style No. 542 
MARSHALL LAST 
Custom Bootmaker Finished 
6 


Commonwealth Shoe & Leather Co. 
Whitman, Massachusetts 


A 


/ | The rich lustre of Rueping’'s 
Tomahawk takes on a new tone of 
beauty and distinction — in 
the hands of Bostonian craftsmen. 


CHERRYTON 6 , | A versatile aniline leather — Tomahawk 
Color No. 2 is preferred by the makers of America's 
finest shoes. Sample books at your request. 


FRED RUEPING LEATHER CO., FOND DU LAC, WISCONSIN, U.S.A. 
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High tashion 


KEEPS ‘‘STEADY COMPANY"’ WITH 


Tandrite Calf 


A first breath of Spring !— 
on the Lee last, with 18/8 heel. 
Hubschman’s #972 Town Brown Calf 
by 
FOX SHOE MANUFACTURING CORP. 
New York 3, N.Y. 











...1ts outstanding Quality, 
Uniform Color and Fine 
Finish interpret true beauty 
and enduring charm. 
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Wash 


Hush 





Wush 


Hsh 


ak 


Wushe INC. EVERETT 49, MASS. 


Mash : Drop us a line —our salesman will call, - 





ATTENTION wes 10 






a J 


. SCVCNLCEN.. 


NATIONAL ADVERTISING THAT INVITES FASHION 
CONSCIOUS WOMEN TO YOUR STORE 


Fashion Craft National advertising in SEVENTEEN is designed to create consumer demand 
for Fashion Craft Shoes. Fashion Craft dealers from coast to coast will support this 
National advertising with attractive newspaper ads publicizing their smart styling, 
quality leathers and outstanding values. They'll use the compelling window 
displays, counter signs, mat service and other point-of-sale material that 
is furnished them to tell their local audience where Fashion 
Craft Shoes can be bought. Look into it's possibil- 
ities for your store. Fashion Craft Shoes 
“ are sold on a franchise basis. 
Write us today and we'll tell 
you if a franchise is open 
in your town. 









TO RETAIL PROFITABLY 


Fashion Craft $695 
Some Styles Slightly Higher 


Fashion Craft Casuals 
$595 to $695 


METROPOLITAN SHOE co. Division of Craddock-Terry Shoe Corporation Lynchburg, Virginia 


20 
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CORRAL CI AOR OT ON 








N ow it is the pastel tones, singly, in pairs or groups, that are con- 


versationally and factually making current footwear history. Allied 
Kid Company believes in colors, makes an extensive line in suede 
kid, glazed kid and maracain for shoes, bags and accessories. But, the 
company program does not stop here. Provided for retailer and man- 


ae ufacturer are the additional services of color 






combination suggestions, ready to wear facts 


and figures, and promotional themes and aids. 


PASTEL COLORS 


¥ SUEDE AND GLAZED KID STANDARD DIVISION 


5 


» 
MARACAIN AND GLAZED KID NEW CASTLE DIVISION 


\ 


ALLIED KID COMPANY 


BOSTON ° NEW YORK ° WILMINGTON ° PHILADELPHIA ° CAMDEN 
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shoes sell easier 


with soles by 









































































































































































































































































































































































































































Founded 1837 


Rajah SOLES 


Fine Soles for Fine Shoes 


ALFRED HALE RUBBER COMPANY. NORTH QUINCY 71, MASS 


YORKTOWN ADVERTISING 


IS NOW AS BIG AS LIFE | 


A Big League Advertising 
Program Tied in with 

an Intensive Retail 
Selling Program! 


w 


“Yorktown 


ADVERTISED IN LEFE Style No. 


6200 
one of 38 
Yorktown 


Hitch on to the | | : 4 In-Stock styles. 
YORKTOWN | 
Bandwagon 


This is more than an 

advertising campaign — 

it’s an intensive merchan- 

dising plan that will extend 

into every store carrying 

Yorktown Shoes. With selectivity the keynote to today’s 
buying, no line is more responsive to such a promotional 
program. Fortify your stock with the Yorktown in-stock line — 
it will make money for you! 


CALIFORNIA WAREHOUSE IN STOCK - to retail for $7.95 - $10.95 


write for catalog or for salesman to call 


GARDINER SHOE CO., Inc. 


FACTORY AND IN-STOCK DEPARTMENT, GARDINER, MAINE. 
Boston Office: 210 Lincoln St., Tel. Liberty 2-7960 
New York Office: H. J. Erwood, 280 Lafayette St., Tel. WOrth 4-8045 
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A NEW MILLER MONEY- MAKER 
.. the Ski Boot Tree! 


Here’s a natural for tie-in sales... 
sell Miller Ski Boot Trees with 
every pair of ski boots. 

Skiers value their shoes and their 
feet. They'll appreciate the oppor- 
tunity of getting a good ski boot 
tree. If you're selling ski boots, 
don’t fail to take advantage of this 


easy extra sale. Write for com- 


plete information on Miller Ski 


Boot Trees today! 


Miller Ski Boot Trees have the same 
durable construction as regular Pack 
Flat Miller Trees. Each size tree is easily 
adjustable to several shoe sizes—auto- 
matically adjusts for width. Attractive 


walnut finish on fine grained hardwood. 








Now’s the Time to Re-order 
MILLER TREES 
FOR STREET SHOES 


For added profits remem- 
ber — “Money Grows 
on Miller Trees.” 

Order today! 








O. A. MILLER TREEING MACHINE COMPANY 


Branch of United Shoe Machinery Corporation 
PLYMOUTH, NEW HAMPSHIRE 
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SNe IR IR NE ICN eS 


Yes, it's easy to look like a big girl... here are 
college style shoes for Pigtail size feet. The whole gang 
will be wearing 'em...and you? 
; - — a en 7 
cities aii Sizes 12*2 to 3 in all; also, sizes 82 to 12 in Dipper, Zig-zag 
and Twin Strap. $5.95-$6.95. prices slightly higher Denver west 


‘\ SANDLER 


OF BOSTON 


*Original designs, U. S. Pat. Off. 
write if your dealer does not have these shoes 


ONE OF A SERIES OF SANDLER OF BOSTON NATIONAL ADVERTISEMENTS 





Here are 43 ways to lend a New Style note 


United Fancy Eyelets can be the “tremendous trifles” 
that lift a shoe out of the commonplace and provide 
a smart accessory at relatively low cost. Eyelets like 
these can be the minor change that makes a major 
difference in appearance . . . and sales. 


Any of these novelty designs can be provided in 
brass, nickel, copper or colored finishes. Actual sizes 
are shown. Your eyelet machinery can be modified 
readily to feed any style. Ask the United Representa- 
tive about these and other eyelets for special uses. 


United Shoe Machinery Corporation 
BOSTON, MASSACHUSETTS 


i 
| 
: 
i 
‘ 
! 
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SD RED IRER Bt 


fy —————— 


i 


" \& on THE BACK 
(March issue), 


and reache 


this helps fa 
more profitabl 


COVER OF PARE 


this ad appeors i on , 
| 1,460,490 readers. Advertising like 
s ' ' 


NTs’ MAGAZINE 


n full color 


ants build toward © 


-sighted merch a 
a with LITTLE YANKEE sh 














“I don’t play ‘blind man’s buff when 
buying shoes for my children. I make 
sure to look for the Little Yankee 
name and trademark.” 





Far-sighted mothers choose 


because they are 


designed to keep little feet normal 


Wise parents know that badly constructed, ill-fitting 
children’s shoes can cause foot ailments which undermine 
health. That is why more and more of them are choosing 
smart, sturdy, top-quality LITTLE YANKEE SHOES, which 
follow the normal shape of the growing foot and give 
proper support and balance. LITTLE YANKEES embody the 
skill, craftsmanship, fine materials and beauty of design 
which have earned for them nation-wide recognition and 


acceptance. Expertly fitted at better stores everywhere. 


“GREAT SHOES FOR LITTLE AMERICANS”’ 


The Yankee Shoemakers + Division of Sam Smith Shoe Corporation, Newmarket, N. H. 
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Ut OM 
PROMOTIONS FOR 
old look...new look!) = cpring HAVE THE 


= ve 
MAUITC shoe gi 
a<' What jooks! Atk-O- 
What line: apes 


tirel 

omfort and 

you dream-co oan eee a 
-e construction features 

eis no breaking in' 


-and your feet" shape 


o-MAGK today 


Make a date with sin 
SHOES Dramatic, aggressive, consistent 

with PATENTED WANDS saan ~s ... ATR-O-MAGIC’s concentrated 
>, Spring advertising looks to your 

future boldly, confidently. Alert 
buyers everywhere are merchan- 





dising their major selling events 
around our profit-packed promo- 


tions. Discover what they can do 


for you! Write for your copy of 
the new Spring & Summer Style 
Catalog... just out! 





* faq UULE 


Styles illustrated: 


No. 6102 (above), 
face 80m No. 6087 (below) 
Write for FREE e1¢ BOOKLET. 

with 





S4-page MA 


MARION SHOE DIVISION 309 W. 2nd Street, Marion, Indiana 
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SEND FOR NEW 1949 CATALOG All backed by the greatest national magazine advertising 
The finest line in Ripon's 70 campaign in Ripon history! 
year history is illustrated in full 
color in this new 1949 catalog. 
Send for your copy now! 











H. R. Kesner, Display Mgr. J. E. Hirshfeld, Display Mgr. M. J. Nedzbala, Display Mgr. Harry Jamieson, Display Mgr. Ben Gladstein, Display Mgr. 
of Miles Shoes says: of A. S. Beck reports: of G. R. Kinney Co. says: of Berland Stores says: Stuart Brooks-Arthur Kent: 


“*Your forms are durable and “Your display forms shape the ‘“Best shoe forms in the in- “They're all you claimed! ‘Frankel Plastic Forms make 
flexible. Our losses due to shoes becutifully, hold their dustry. They fit better! They They're so easy to use and our displays of RED CROSS 
breakage and fading have color, are sturdy enough to look better! They wecar better! they certainly form the win- Shoes look terrific! They fit 
been greatly decreased."’ stand up for years.’ Yet they cost less!'’ dow shoes beautifully."’ high ankle straps beautifully."* 


a “FRANKEL’S Shoe Display Forms 
are the FINEST Ever Produced!” 


... say leading shoe retailers 









ue 


NOW IN STOCK FOR *°725 
IMMEDIATE DELIVERY -=:=-- 


























\ a a 

F R .. aa 4 E L P L A ST i Cc Ss © FRANKEL PLASTIC CORP., 493 - 7th Ave.,New York 18 
; 4 “ Please ship __-_-_-_-___ prs. of Display Forms. rs 

4 prs. No. 33, Flat. prs. No. 55, Medium. § 

e 7 * ° e 

World’s Largest Makers of Plastic Shoe Display Forms : pee, te. 77, High. TRMENETFOR LY. « 
Division of Frankel Display Fixture Co. — Established 1888 ° Store Name ° 

e Address. e 

493 Seventh Ave., New York 18, N.Y. neil : 

Jack D. Shenker, Sales Manager, Shoe Display Form Division @eShip via Order No eae 
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FRANKEL is first again! 


The World’s Largest Maker of Plastic Shoe Display Forms 


Presents, for the first time ... our new Juniorettes* 


CHILDREN S Plastic Shoe Forms 


Sensationally Low-priced! 


SIZE 7 ¢ SIZE 10 05 SIZE 13 ] 5 
INFANT’S CHILD'S eel MISS’ He on iti: 
PR. PR. PR. 





SIZE 13, $1.15 PR. ~ ‘SIZE 10, $1.05 PR. SIZE 7, 95¢ PR. 


FRANKEL DOES IT AGAIN! Here are the finest children’s forms form every pair of children’s display shoes . . . give your 
ever produced — identical in quality and service features windows greater selling appeal. They're flame-proof! 
to the FRANKEL women’s forms that have won the en- Many times stronger! Perfect-fitting! Beautiful permanent 


thusiastic okay of top shoe retailers. Now you can afford to finish . . . will give many years of service. 


* TRADE MARK 
®@eeeeeeceeoooonoeeoeoeeceeeeeeeeeeeeee 
ee 

















F RAN KE L (S\) Pp LA ST i CS : FRANKEL PLASTIC CORP., 493 - 7th Ave., New York 18 
e Please ship _._ prs. of Display Forms. 
. ———_-prs. size 7, Infants’. ____prs. size 10, Child’s. 
World’s Largest Makers of Plastic Shoe Display Forms © ——Pre. size 13, Miss’. TERMS: NET, F.O.B, NL Y. 
Division of Frankel Display Fixture Co. — Established 1888 oe 
493 Seventh Ave., New York 18, N.Y. 5 aati 
Jack D. Shenker, Sales Manager, Shoe Display Form Division ee Ship via Order No eo 
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is the big word ... for Kleinert’s “Sportimers! 


Please all your customers all summer long—with Kleinert’s Sportimers. 


You can offer our famous playshoes in. . . 


@ A sweeping variety of styles 
e@ A handsome array of fabrics 
e A wide choice of beautiful colers 


@ A complete price range from $2.95 to $5.95 


Here on this page are six different types — just to give you an idea of 
what we mean by variety. And there are a lot more where these 
came from! Several styles are available in children’s and misses’ sizes. 


Delivery date—February 25th! 





#4600 — PROMENADE SANDAL. Classic sandal. #4601 — TERRACE SANDAL. Open mesh cotton #4604—MONTEREY CLOG. Multicolored Mexi- 


Fine-grade knitted cotton vamp. Elasticized novelty vamp. Elasticized quarter. Gabardine can motif embroidered on natural tan jute. 
quarter. White, red, blue, green, yellow, insole. Natural crepe rubber outsole. Red One-piece fine cork clog with sole. Light- 
shrimp, black and white. Sizes: 4-9 medium. and white; black and white. Sizes: 49 me- _ weight; resilient. In natural only. Sizes: 4-9 
To retail for only $2.95. dium. To retail for only $3.50. medium. To retail for only $5.95. 





#4606—PLAZA. Cotton casual. Elastic insert | 4607—PATIO PUMP. Imported Guatemalan | +4608—BOULEVARD. Cotton casual. Matching 
at back. Felt platform. Natural crepe rubber hand-woven striped fabric. Natural crepe side gores give ease of fit. Felt platform. 
sole. White, red, blue, pink, black, yellow. rubber sole. Patio colors on red, white, black Natural crepe rubber outsole. White, red, 


Sizes: 4-9 medium; 5-9 narrow. To retail backgrounds. Sizes: 4-9 medium; 5-9 narrow. blue, black, yellow. Sizes: 4-9 medium. To 
for only $4.50. To retail for only $4.95. retail for only $3.95. 
* 
IT PAYS TO SHOW @ 
THE NAME THEY KNOW! Zz 


485 Fifth Avenue, 
New York 17, N.Y. *® 
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New! —brand new! —two-eyelet ties of supple, hand- 


stained calf: glove leather lined throughout — and with the famous built-in Arch Preserver comfort 


Cf “gC a Gt 
construction. For spring —they’re lhe .o ae Shings OW » Soel! 








IN STOCK 
for immediate delivery 


#240 the DREXEL. 


This style is featured 
in Holiday & Time 

——— p Magazine April 8— 

April 15— May 6. 


eo reerererete 





E. T. WRIGHT & COMPANY, INC., ROCKLAND, MASSACHUSETTS 
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WHAT ARE CORD-ON-END SOLES? 


Genuine Gro-Cord cord-on-end 
soles are made of tough, natural 
rubber with stout cords, which 
are ON END, that is, the ends 
of the cords take the wear. 
These cords are closely 
spaced and, together with 

the rubber in which 

they are embedded, 

make the longest 

wearing sole, and 

are non-slipping. 


Style 1002 ... Brown 
(non-marking) 
Style 1001 . . . Black 


Style 1542 ... Brown 
(non-marking) 
Style 1541 . . . Black 


c} LoRiole) tome 40):1:14 aa on 
LIMA, OHIO 


Made of Du Pont Neo- 
prene with stout cords, 
this Neo-Cord sole is 
non-slipping, ideal for 
wear on oil, grease, 
gasoline, caustic, and 
acid covered floors. 
They resist heat to a 
remarkable degree, 
and are long wearing 
and comfortable. 


Tough, natural rub- 
ber impregnated 
with genuine cork. 
This sole is water- 
proof, will not pick 
up metal chips, is 
shock absorbing 
and resists slipping. 
Really comfortable 
and outwears 


leather. 








BUY 
CHILDREN’S 
SHOES with 


SOLES 


Y SUPPLYING tougher and safer foot- 
wear for the Mother’s youngsters, the 
i retailer gains the patronage of the whole 
family. There is no easier, surer way to 
become shoe headquarters for the family 
than to make it possible for them... 
fathers, sons and husbands... to get 
genuine cord-on-end, GRO-CORD, soled 
footwear in your store. 
Leading manufacturers supply a variety 
of styles with these famous soles. It will 
y boost sales . . . and profits .. . if you stock 
| them regularly. 








SL EEE, MES 


2 TIMES BEST BY ACTUAL TEST 
(Leather) 





GRO-CORD 


An Attractive Display Board to 
Help You Sell More Shoes 


First choice of thou- 
sands for golf, 
boating, general 
sports and hunting 
boots. Center sec- 
tions of heel and 
sole of genuine 
cord-on-end, won't 
slip, won't mark 
floors. They have 
the smooth edge of 
a dress sole... 
and almost never 
wear out! 






















This space saving dis- 
play board allows you 
to mount one of your 
shoes in it .. . it has 
eye appeal and will be 
of real value in your 
store. They are done 
in two and three col- 
ors, and yours will be 
sent to you, free of 
charge. Boards avail- 
able for GRO-CORD, 
NEO-CORD or GRO- 
CORK. 







Exelusive manufacturers of 
Official Bey Seout Seles 


Score? 


CORD ON END 















































GRO-CORD RUBBER CO 
: LIMA, OHIO 
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HERE'S WHY! 


Heavy chrome 
splash protector en- 
circles shoes and 
reduces secondary 
radiation to a neg- 
ligible amount. 





Permanently 
= mounted image 
screen prevents 
possibility of x-ray 
leak. 





1 mm _=saluminum 
x-ray filter beneath 
wearing surface of 
footboard. 


Unisteel ‘‘Ray-tite’’ 
™ safety construction 
confines rays to 
tube enclosure and 
image screen. 





The New 
Adrian “Spe- 
cial” is thor- 
oughly tested 
at our factory, 
using the 
latest scientific 
All machines must 


ray detecting instruments. I 
prove to be within the stray radiation recom- 
mendations of the American Standards Indus- 
trial Code and absolutely safe before shipping. 


SAFETY 1S ENGINEERED 
AND BUILT RIGHT INTO THE 
“ven ADRIAN “SPECIAL” 


Its Safety is due to the special design of the 
“Ray-tite” unisteel tube container . . . permanently 
mounted screen . . . heavy chrome splash protector 
at foot opening . . . Selektor control with button 
lock. These exclusive safety features mean “built- 
in safety” for clerk and customer. The Adrian 
“Special” safety construction is the result of thirty 
years’ experience in the manu- 
facture of x-ray shoe fitting 
equipment. 


y" 


Reports by physicists 
prove Adrian’s 
safety. 


X-RAY 


COMPANY 
Orgimalors of X-Ray Shoe Filling 


2507 S. HOWELL AVE. MILWAUKEE 7, WIS. 
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HORA SESE lett STEM 





ROGERS BROS. 
ee 







CUBAN HEEL 






HIGH HEEL 








HIGH HEEL 





SMARTLY STYLED IN THESE 


SLING PUMP SPARKLING SPRING COLORS 









HIGH HEELS 
Ress — BLACK GREEN .. BLUE .. BLACK . .. GREY .. WHITE 
R68s4 — KELLY GREEN * 
R6856 — W 
Ré8s8 — ADMIRAL BLUE 
ae N 0) Ri d 0) N} 
Ré851 — BLACK 
R6853 — GREY 
R68S5 — KELLY GREEN 
R6857 — WHITE 
R6859 — ADMIRAL BLUE 
SANDAL *Norzon is the registered trade mark of Behr-Manning Corp. 
HIGH HEELS to designate its electroplated pile fabrics. Distributed exclu- 
R6860 — BLACK sively by Phillips Premier Corp. of Bostor:. 
R6862 — GREY 
Rb6864 — ie GREEN 
R6866 — W 
anaes ‘atin 
R6861 — BLACK HIGH GRADE ALL LEATHER SOLES 
Raaus — KELLY. GREEN Y2 INCH PLATFORMS 
R6867 — W FULL FAILLE LINING 
‘emhonie DELIVERY FASHION RIGHT NAILHEADS 


Delivery on White Shoes will be 

2 weeks after receipt of order 
M WIDTHS 3/7 4/8 41,/9 5/9 
36 and 18 pair lots. Net 30 days F.O.B. 
Boston 

watch for your catalog of 

Rogers Bros. complete Spring line 


ROGERS BROS. SHOES 
216 LINCOLN STREET BOSTON, MASS. 
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Attention: Mr. Posternak and all other retailers 





Our play shoes are ready now. Be sure to note 
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Everybody’s sleeping on air in foam rubber mattresses, sitting 
on air in foam rubber cushions, and now walking on air in 
Foamtreads, the shoes with ‘“Bubble-Soles.” 


Retailers by the thousand are cashing in on Foamtreads’ “Bubble-Soles” that walk on air. This 


unique, profit-plus feature gives comfort never before offered by any shoe. Women can walk on air 

all day and never feel tired. Foamtreds are perfect work shoes, play shoes, street shoes, beach shoes. 
“THEY'RE SELLING! Where bubbles go, profits follow. Be sure to get your share. Write. 
WELLCO SHOE CORPORATION, Waynesville, N.C. 


. 

3 Trade Mark Reg.U.S.Pat. Of. 
Pat.Nos.1955720and 2168243. 
Other Pats. Pénd. 

Foreign Pats. 


“*Foamette”’ 
beach shoe 

Seen in Charm, May 
$1.95-$2.25 retail 








Foamtread 
for professional women 
Seen in Glamour, April 


About $5.95 retail 

















Time Your 












FOAMTREAD 

Promotions _ 
With These A a Lae 
Full-Page, 4-Colo r $2.95-$3.50 retail 


National Advertisements... 


**Foamette”’ 
beach shoe 
Seen in Charm, May 


$2.95-$3.45 retail 











March—-SEVENTEEN Apti/—GLAMOUR 
Aprii—MADEMOISELLE May—CHARM 


Slightly higher west of the Rockies 
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Out of the West comes authentic Indian 
Moccasins styled and made in California. 
Featuring genuine rawhide hand lacing 
and constructed of one piece California 
saddle leather, these Moccasins are built 
for comfortable, active sport wear. 


Priced RIGHT, Moccasins by Guild sell themselves and 
will do an outstanding repeat sale for your store. 


A. APACHE . . Comes in Ox-Blood, C. CANOE MOC ... Comes in In- 
Indian Tan, Natural, Brown & dian Tan & Natural. 6 to 12 
Black. 6 to 12 in half sizes. in half sizes. Moided heavy 
Crepe sole to retail about 10 oz. leather without addi- 
$6.95. Camper sole to retail tional sole. To retail about 
about $5.50. $5.95. 

PINTO BOY . . Comes in Nat- . PATHFINDER . . Comes in Ox- 
ural only with genuine Pony Blood, Indian Ton, Natural. 6 
trim. 6 to 12 in half. sizes. to 12 in half sizes. Crepe sole 
Camper sole to retail about to retail about $7.50. Camper 
$6.95. sole to retail about $5.95. 


GUILD SHOE MFRS. 


316 Omar e Los Angeles 13, California 
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DEMAND PERFORMANCE! 











Retailers from coast to coast are demand- 
ing more and more FRENCH MODERNS! 7 | 
Because the quality is better than evgr f 
before . . . and these beautifully ed 
shoes meet your customers’ deman r SS 


a better shoe at a popular price! 






FREDLEY 
Black or Bive 
Leather 


To Retail $5.95 — $6.95 














In-Stock Service 


TWINKLE 
Blue Leather 
Black or Suncopper Suede 


LUCKY 
Black Patent, 
Black Suede, 
Red or Green Kid, 
Contrasting piping 





DEMURE 
Black Patent, 
Black, Blue or 
Green Suede 











+t 


FRENCH MODERNS 


WENDY Manufacturers and Distributors 

Blue, Green or 

Suncopper Suede D. MYERS & SONS, Inc. 

Also Available— 

Hi Heel Sling Pump Est. 1910 

iene tame BALTIMORE 18, MARYLAND 
S$ 5%/9 M 4/10 Mats available on all shoes illustrated 


SHOW ROOMS: BOSTON e ST.LOUIS e¢ DALLAS e PITTSBURGH e¢ CHARLOTTE ¢ SAN JUAN, PUERTO RICO © HAVANA, CUBA 
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DEALERS ACCLAIM IT 





for building baby shoe business 





. a” * . 
sed quite 2 Definitely is a good sales help” gnd_it 
Baby Shoe Bor has es “dren ... Mr. Frank Mora Jr., pay 10S OTe 
“The t nm am ents e ; 17 South Osceola Avenue, helpful in fi ; 
ae = Ralph L- K \ ure ‘ eet Clearwater, Fla. Far. Kilt ste Plains Rd. 
oe : cos 398 whi 
Paulson $ : wis .Y. 
on%, 
S riful disploy oe, in fi 
au > + in fitting” 
"" mokes — aia, iny '° oOmars = = 4 — $s. Comars, 
a Herm olumbus, Ga. os Angeles, Col, ormont St., 
opPpe: f 





ca: 3 


eV OSNE 


SCIEMTIFIC 








Photographed in the beautiful, modern new Trynin-Pollins Shoe Store, 
185-22 Horace Harding Boulevard, Flushing, L. I. 


Here’s why Dr. Posner's Baby Shoe Bar is being _Fitting—lets you study the fit of the child’s shoe 
acclaimed by almost every retailer who's in- under actual weight-bearing! It’s a seating 
stalled it! It’s perfectly planned to increase unit, a permanent display, and it holds 370 
baby shoe volume! It means Eye-Level Platform pairs of shoes (on sectional shelving in rear)! 


See it at our New York showrooms—or write for further details! 


Dr. A. POSNER SHOES, Inc. 


Executive Offices: 101 West 31st Street, New York 1, N. Y. 


Sales Offices: Chicago Merchandise Mart, Room 1046 ° Pacific Coast: Haas Bidg., Suite 1002, Los Angeles, Cal. 
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There are no other shoes in the 






URGE =e oer 
es Small -Ccnsdnoet-ectcneauiii teens. 
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Alt White for Men in White 





Mblicom fase é oth 


To tack snare and fod ees, 9905 Fo 51385 








world like these --- 
They qive you the easiest step youll ewer take! 


The Patented Jarman 


“Million-Aire"” 









March is Million - Aire Menta! 


Jarman dealers all over America are ed cushion 


getting set to make March a record- 


breaking volume month in sales of take! Yes. 


Jarman’s super-comfortable ‘Million- month. and 


Aire” styles. They will have a_per- 


fectly timed kickoff with a “Million- *Million-Aire” 


Aire” double page spread in full color There's 


days. 
in the March 5th issue of The Saturday 


Evening Post. It’s one of the biggest 


sno s ’ s 
hoe ads ever used to promote a brand ik col. 


or style. It will sell Jarman “Million- 


spots. folders. 








Aires” to men in your town and every 
town in the nation. There are no other 


shoes in the world like Jarman “Mil- 


PRS AeA RE ad 9 8, 






lion-Aires,” with their famous. patent- 





insole construction. 
give you the easiest step youll ever 
March 
dealers 
method of publicity to put across the 
story during those 31] 
a complete set of “Mil- 
lion-Aire” advertising and promotion- 
al materials. including window displays 
newspaper 


post 


Tels mie) mid 










See oy er th cei 





SE BRS. es Pips 













They highly polished window shoes for each 
stvle—everything a dealer needs for a 
is ‘“Million-Aire™ 


will 


full scale all-out sales drive to swell his 


use every volume and increase his profits. For 


further information on Jarman’s gi- 


gantic “Million-Aire” promotion. the 
great new line of styles for spring and 
Jarman’s complete promotional plan to 


back up these styles and move them 


rapidly from dealers shelves, write to- 


mats. radio 


"$95 lo 5]995 


SOME STYLES HIGHER 


JARMAN SHOE COMPANY 
NASHVILLE, TENNESSEE 


DIVISION OF GENERAL SHOE CORPORATION 


cards, special 





















































































































PRIM has lowered the gangplank and set 
the stage for the season's gayest. most colorful 
hosiery promotion. Feature attraction is a 

galaxy of smart shades, keyed to the return of 


yesteryear’s elegance to today’s styles. 
e 


PRIM HOSIERY, INC., CHESTER, ILL. e CHICAGO OFFICE: 300 W. ADAMS 
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ine 
and her shoes were num - ber ni 


f Lo q 
she's not lost - - 


r - ever - * 


gone fo 


let's cash in on Clementine! 


beautiful casuals 
for women with wide feet 


to retail at $6.95 








Hs ; 


Every city and town (including yours) has its share of Clementines. 


The Lord gave them wide feet . . . and at the same time gave you a wide- 


open opportunity for extra shoe sales. 
Up to now, you haven't been able to do much about it 


. But now — now you can sell them cause Desco’s making casuals in three 


widths . . . low, wide, and handsome. 


Special lasts, special comfort construction features, and special sizing tech- 
niques are all skillfully combined with a fashion footwear approach delightful 


to a damsel’s eyes. 
A few Desco dealers have sales tested them and pronounced them a success. 


Well, what are we waiting for? 


SIZE STORY: Now available in full 
and half sizes, 4 to 11, in medium, 


se sh tt lets g pee 


SHOE CORPORATION 
% Subsidiaries: REX SHOE CORP. © WING-STEP SHOE 
CORP.. 47 WEST 34th STREET @© MARBRIDGE BLDG. © NEW 
YORK |, N. Y. @ CHICAGO, REPUBLIC BLDG. e LOS ANGELES, 
HAAS BLDG. 


Factories: LONG ISLAND CITY, N. Y. © WEBSTER 
MASS. © EXETER, PA. 
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Shoe Sole 


NATIONAL ASSOCIATION OF CHIROPODISTS 
Dr. WILLIAM Jj. STICKEL. EXECUTIVE SECRETARY 
3500 14TH STREET NorTHWEST ; 
WASHINGTON 10, D. C- 


—_—_— 


EDITOR JOURNAL oF THE NATIONAL ASSOCIATION oF CHIROPODISTS 


September 6, 1948 


To: The Goodyear Tire and Rubber Company» Ince 
akron 16, Ohio 


Attention: Sales Research Department 


Gentlemen: 


attached is ovr report on the project entitled “Effects 
on Feet Following the Use of Neolite and Leather Shoe Soles" 
which was conducted under the auspices of the Clinical Re~- 

search Division of the National association of Chiropodists - 


a summary of our findings 4s as follows: 


1. Following ® thorough foot examination of 
the subjects who completed the walking 
tests on A % 


reveal any ill effects as the result of 
participation in the project. 


2. None of the subjects complained of foot 
4n or aiscomfort which could be attri- 

buted to the shoe soles while the tests 
were in progress or Zymediately following 
their. completion. 


3. Based upon our examinations of the six 
participants wno walked* approximate 
300 miles during the month © 





in Washington, D. Ce, WO are of the opinion 
that no harmful effects to their feet oc- 
curred from the wearing of Neolite oF 
leather soles; nor were there any aiscernivle 
aifferences between the effects of the two 
types of shoe soles on the feet. 


+ astmporten by Dr- E S- ‘grubb of the 
University of Maryland who supervised 
the actual walking tests. 


4. several foot conditions observed on the 
rticipants during the tests were caused 
vy functional factors rather than the ad- 


verse effects of the shoe soles. 
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and FOOT Health 


The National Association of Chiropodists 
has issued a report on a recent walking test to as- 
certain the comparative effects on feet of NEOLITE 
and leather soles. 


This test was made through actual wear expe- 
rience, under the most severe conditions, and under 
supervision of persons of unquestioned integrity. 

Each person taking part in the test was fitted 
with a pair of shoes having a leather sole on one 
and NEOLITE on the other. 


These persons spent the month of August. 1948, 
walking over concrete and gravel surfaces in Wash- 






The complete report prepared by the Na- 
tional Association of Chiropodists contains many 
facts of interest to all persons whose job it is to 
select shoe soles. 


The report shows clearly that NEOLITE Soles are 
fully as healthful to the feet as leather soles. 


« « we are of the opinion 
that no harmful effects to their feet oc- 
curred from the wearing of Neolite or 

leather soles, nor were there any discernible 
differences between the effects of the two 
types of shoe soles on the feet. 


ington, D. C. They began walking only a few miles 
each day and gradually built up to 20 miles per day. 
It was the hottest month of the year, with the tem- 
perature ranging from 120° to 135° in the sun and 
from 90° to 105° in the shade where the walking was 
done. At the finish, most of the walkers had rolled 
up a total of 308 miles. 


The feet of each participant were examined 
before. during and after the test by chiropodists 
selected by the National Association of Chiropodists. 


At the end of the test, the Clinical Research 
Division of the Association concluded: 











It also reveals a great deal of other helpful in- 
formation which should be weighed in the selection 
of soling materials. 

Your Goodyear Shoe Products Representative 
will be glad to show you the detailed report of this 
walking test at your convenience. 


NEOLITE SOLES 


NEOLITE T. M.——THE GOODYEAR TIRE & RUBBER COMPANY 


by GOODS SYEAR 


’e think you'll like ‘The Greatest Story sal er Told.” Every Sunday— ABC Network 
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RAND advertising sells your customers 
in their favorite magazines! 


| ao i ESQUIRE... when he’s looking at the 
Re 


latest style trends in clothes... and RAND shoes! 






























LIFE ... when he’s in a “picture-looking’, 
mood . . . and sees pictures of RAND shoes! 


TIM E ... when he’s serious about everything 
including the new RAND shoes he’s going to buy! 


POST. . . when he wants variety and sees the 
many new RAND shoes from which to choose! 


NEWSWEEK . .. when he wants to 


be up-to-the-minute about everything including the 
new RAND shoe styles! 


Rand’s new 1949 advertising program is a power-house! Big ads 
... colorful ads . . . reach out and sell your customers in these five 
mass circulation magazines. Here’s a program that is timed to give 
you sales help when you need it! Rand furnishes you with a com- 
plete tie-in package of window and store display material that 
brings this big national campaign to your store’s local level. Rand 
shoe advertising brings *em in . . . Rand shoe quality keeps them 
coming back for more and more! 


. . . this sound selling theme will be re- 
peated in ads and at fitting stools all over 
the nation during 1949. It’s designed to 
help Rand dealers double their sales... 
double their profits! Watch for it! 


Roberts, Johnson & Rand 


Div. of International Shoe Company e St. Louis 3, Mo, 


48 Boot and Shoe Recorder 











Serine ints Serine 
$2 











2 ~. <q PETER PAN 

> A twin-buckled san- 
dal with t-strap for 
added touch of 
smartness. Available 
in brown, white or 
red leather; black, 
green, or blue ruffy. 
AAA to C widths, sizes 
3¥2 to 10. 
Retails for..... $6.95 


Also available in 
crepe soles to retail 
COR Give veceuys $7.95 








PRISCILLA 

A smarly styled step- 
in with hand pol- 
ished metal buckle. 
Comes in red leather, 
black, green, blue, 
gray with nickel 
buckle, suntan copper 
ruffy with gold buckle. 
AAA to C widths, sizes 
3% to 10. 


Retails for..... $6.95 


"Round and ‘round the country echo the 
same happy tidings from Golo dealers . . . 
“record-breaking sales” . . . “sensational” . . . 
“complete sell-out.” Now Golo swings into Spring 
_with a new line of welt casuals . . . certain to keep 
Golo in the lead . . . featuring Priscilla and Peter Pan 
... two high-steppers from the galaxy of Golo hits! Like all 
other Golos, these are smartly styled, constructed to insure 
Goodyear welt comfort, fit and wear, with the low price tag that 
fits them into every woman's budget! 


Display the Golo of Dunmore line . . . let it put Famous bwilt-in quality fea- 
Z ' tured in 20 fast-selling styles, 
new Spring into your Spring sales! all superb Goodyear welts 


with channelled flexible 
leather insoles. 


uly OF DUNMORE « Division of Golo Footwear Corp.. 


. FACTORY: Golo Park, Dunmore, Pa. SALES OFFICE: 129 Duane St., N.Y. 13, N_Y. 





February 15, 1949 





4a $3.95 


retail 


| The Heaviest Advertised 
Moccasin in America 





HUSKIES DIVISION, HUSSCO SHOE CO. 
HONESDALE, PENNSYLVANIA 
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THIS PICTURE OF A SHOE STORE in Har- 
lingen, Texas, shows how “open vision” 
design—in which an attractive interior is 
utilized as a powerful display feature— 
gives a store attractiveness, smartness 
and sales appeal. “Pittsburgh” modern- 
ization should not be regarded as an 
expense—but, when adequately plan- 
ned, as an investment that brings worth- 
while returns. Architect: W. Emil Forman, 
St. Louis, Mo. 








wk whorw itr pay + = 


a front that people can see through 


@ At least that’s been proved in retail selling—to 
the advantage of merchants all over the country. 
And shoe merchants who have transformed their 
stores with modern “open vision” designs—in which 
the entire store interior becomes, in fact, an eye- 
catghing, impressive and sales-producing display— 
have increased their list of customers; boosted their 
sales and profits. They’ve found by doing a thorough 
remodeling job—no half-way measures!—that this 
has been a real investment in the future of their 
business. ‘ 

You, too, can achieve the same results. Why not 
plan now to remodel your shoe store with Pittsburgh 
Glass and Pittco Store Front Metal? 

Talk over your needs with your architect. He’s 
thoroughly familiar with Pittsburgh Products. And 
he will see to it that you get a well-planned, econom- 


“PITTSBURGH” 


ical design. We'll be glad to cooperate with both 
of you in every way. Also, if you wish, you can ar- 
range for convenient terms through the Pittsburgh 
Time Payment Plan. 

Meanwhile, get your free copy of our fully illus- 
trated book, “Modern Ways for Modern Days.” It 
contains scores of examples of “Pittsburgh” modern- 
ization jobs. Just fill in and return the coupon below. 


Pittsburgh Plate Glass Company 
2086-9 Grant Building, Pittsburgh 19, Pa. 


r 
! Without obligation on my part. please send me a FREE copy of 
| your hook, ““Modern Ways for Modern Days.” 
! 


Ss ot FS 


PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS 


G 


PITTSBURGH an on 


GLASS 


COMPANY 
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The revived use of buttons in shoe styling 4 t ti 
gains impetus. And how much more satisfactory 

it is to mount these buttons on straps of 

SHUGOR as ornaments, and rely on the 

SHUGOR underneath to provide easy, firm, self- © 
adjusting fit. SHUGOR straps fit snugly — always. 

So decorate with buttons, and lett SHUGOR 


assure fit and comfort. © 


THOMAS TAYLOR & SONS, inc. 


HUDSON, MASSACHUSETTS ) 
Copr. 1949, Thomas Taylor & Sons, Inc. 
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When | bought this 


pair of shoes for 
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OLE COMPANY 

MASSACHUSETTS 

PIONEERS OF QUALITY AND SPECIALISTS IN 

THE PRODUCTION oF FINE SOLE MATERIALS FOR THIRTY- SEVEN YEARS 


AVON §& 
AVON - 








display shoes with longer-wearing 


AVONITE SOLES 


TRADE MARK REG. 


this way, because ( 











=» _ PARENTS 


t 





Slomak jai cy, This National Advertising will pay off for you 
¢ Lally. if when you let people know that you have shoes 


with the longer-wearing Avonite Soles that are 


not on all shoes, just the best ones. 


AVON SOLE COMPANY « Avon, Massachusetts 


PIONEERS OF QUALITY AND SPECIALISTS IN THE PRODUCTION OF FINE SOLE MATERIALS FOR THIRTY-SEVEN YEARS 


“\ CENTURY 
OF PROGRESS” 





—Yes. sir, there was gold in them thar hills. 


—aAnd there was also gold in the other resources 
discovered and developed in this country: 


—TIn the Northwest: Timber 

—In the Middlewest: Wheat 

—In the South: Cotton 

—In Texas: Oil—Black Gold, they called it. 


—There seemed to be no end to fertile Mother 
Nature’s gifts. 


—Those mysterious and powerful forces of steam, 
electricity and mechanics were conquered like 
bucking broncos. 

—A century ago, many new horizons were opening. 

—But today, even greater ones are ahead: 


—Jet-planes whizzing around the earth at incredi- 
ble speeds. 


—World-wide television reducing the world to the 
size of a family portrait. 


_—Atomic power-plants operated by energy you 


could hold in the palm of your hand. 





—Electronic calculating machines that can solve | 
complicated mathematical problem: in the time | 
it takes to flip a switch. 


—These are just a few of the wonders that will 
be commonplace in the years ahead. . 


—Yes, many changes have taken place since 1849, 
but with them all, only one remains unchanged 


today, and more than likely in 2049—MAN! 





FOR ALL CHILDREN 6 MONTHS TO 4 YEARS 


S16. [een B VAISEY -BRISTOL SHOE COMPANY, INC. 2 


ROCHESTER 3, NEW YORK 


MONETT, MISSOUR ° SKOWHEGAN, MAINE 


President | . et ae pal 
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As advertised in MADEMOISELLE March issue 


Only one of the fastest selling line 
of casual footwear in America. 


Write for our full line catalog. 


rallwasll YT 
SKOOTERS 


to MADE IN CALIFORNIA 


VOGUE SHOE, Inc., 3616 SOUTH SAN PEDRO STREET © LOS ANGELES 11 
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Since 1945, chain stores have regained a good part of the ground they 
lost during the war, according to the latest survey of the Department of Com- 
merce. Although retail sales both for chain and independent stores have greatly 
expanded from 1945 through 1948, the survey shows that the increase has been 
more marked for chains in most lines of trade. 


In the past three years, chain shoe stores have shown a steady 
recovery in their relative position. The percentage of chain to total sales has 
risen from about 47 per cent in 1945 to about 52 per cent in the last half of 
1948—-though still short of the 56 per cent reached prior to the war. 


Sales of chain shoe stores and total retail shoe sales, presented in 
the study, are as follows: 


























1946 1947 1948 

(Millions of Dollars) 
Chain stores and mail order houses 705 766 780 
Total shoe sales, retail stores 1,459 1,533 1,500 


The study, reported in the January issue of the Survey of Current 
Business, estimates that all chains account for about a fifth of total retail 
activity, and in 1948 their sales amounted to 27.8 billion dollars. 


Generally speaking, independents as a whole have not been keeping up 
with the chains in the postwar period in spite of the considerable increase in 
the number of independent stores that occurred in every line of trade, according 
to the survey. During this period, on the other hand, the number of chain 
stores changed very little in most lines of trade, and actually declined in the 
grocery field. 


The advances of the chains cannot be explained completely by their 
greater scale of operations, say the Commerce Department experts. Data by size 
of store indicate that individual chain stores of given size showed greater 
improvement than independent outlets of comparable size, except in the shoe and 
drug lines. 


The largest chains have reversed the wartime situation, which saw them 
falling behind in competition with other chain stores, and in the years since 
the end of the war have rung up more substantial sales increases than the 
smaller chains. This contrasts with the picture among the independent stores, 
where in 1947—-the only year for which information is available—the small 
independents did better than the large ones in almost every kind of business. 


e @.¢@ @4 @ 


The National Bureau of Standards, in cooperation with industry, has 
worked out a simplified practice recomnendation covering cut tacks and small cut 
nails, which includes a shoe finders list. The recommendation establishes lists 
of types, sizes, finishes and package sizes as a standard of practice for the 
industry. Included in the shoe finders list are the following: tacks and 
nails, cobblers, extra iron clinching, hungarian nails, channel nails, heel 
nails, hand shoe tacks and hob nails...Watch for a strong move in Congress to 
enact legislation which would divorce manufacturing and distribution functions 
of large firms. Aimed primarily at the tire and oil industries, its effects 
would be widespread if enacted...German imports of hides and skins during the 
first 10 months of 1948 amounted to a total of $12,063,010. These imports were 
paid for with funds realized from the sale of German exports which are super- 
vised by military government officials. 
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Here’s one you can merchandise for all its cash 
value... and that’s plenty! Concealed elastic gore 
hugs the instep, adds a dressy touch to an easy 
over-all impression. Wonderfully pliable... 


boldly stitched . .. smart in any company. A best 





snug-fit | a cash-’n-casual attraction! 


seller in the new group of Freeman casual styles 
... and priced to reach a broad segment of your 
trade. If you haven’t stocked this pacemaker 
(Style No. 5014) or seen the entire group of 


cash-’n-casual attractions, contact us at once. 


FREEMAN SHOE CORPORATION e GENERAL OFFICES, BELOIT, WISCONSIN 





To retail 


at $995 


Ms a FRE EMAN Shoe 


THE FOOTWEAR OF SUCCESSFUL MEN 
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- 


others probably for the groceries | | 
Ne 


of bargain prices —<-E 





We even know guys who like the i. ushering service, 


We find the real fan goes to see a good show! : 








9.95 10.95 * Dealers Everywhere 
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NAZAR PANOSIAN, owner of 
Panosian’s Family Shoe Store, El- 
mira, New York, says: 


“Every kind of shoe store faces 
many problems in 1949. Planning 
is necessary, but more difficult than 
usual because we don’t know what 
to expect. It is quite possible that 
we shall have deflation, though prob- 
ably not much of it this year. Shoe 
prices appear to be near their top. 
How much they will go down is any- 
body’s guess. Because of this level- 
ing-off process we are going to con- 
trol inventories more carefully than 








in recent years. We expect sales this 
year to be about the same or a trifle 
less than less year. 

“Our type of operation is in good 
position to meet any reasonable 
changes in consumer buying trends 
or economic conditions. Although 
we think of our business as a neigh- 
borhood shoe store, in reality it is 
in a secondary business section— 
enly a few blocks from the main 
We have the ad- 


vantage of running a friendly, in- 


business street. 


timate store which is easily accessi- 
ble to downtown shoppers. Low 
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overhead, operation of a repair shop 
and a good reputation of long stand- 
ing may be counted on to help us 
in any period of slack business.” 


* * * 


DR. DAVID ESROV, manager of 
Dr. David’s Shoe Store in Plymouth, 


Pa., says: 





“Proper fitting is the most im- 
portant phase of shoe retailing. You 
might say this is a logical viewpoint 
for a chiropodist, such as I am, to 
take. Let us say that my scientific 
training in that line has made me 
aware of the need for good fit: also 
conscious of the large proportion 
of people who suffer from foot 
troubles. 

“There is a forced sale of shoes 
by sizes in altogether too many 
stores. Customers themselves are in- 
clined to buy by size instead of se- 
lecting shoes which actually fit them. 
Nine out of ten customers have a 
style in mind when they come into 
a store. However, most people are 
sensible enough to compromise on 
something close to the wanted style. 
if it appears more suitable. 

“We have found that our empha- 
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sis on fit has been a powerful factor 
in selling customers who would 
otherwise go to Wilkes-Barre, a few 
miles away. We offer them the ad- 
vantage of a choice from eight price 
groups of women’s orthopedic shoes. 
This is a broader selection than can 
be found in many stores much larg- 
er than ours. 

“Customers are generally loyal to 
a store where they receive compe- 
tent, personalized service. There is 
no service more personal than pains- 
taking, conscientious fitting.” 





* * * 
ouT 
\ Benes? 








HAROLD CONNETT, president of 
the Surpass Leather Company, in an 
address before the Canadian Shoe 
Retailers Association, said: 

“It seems to me that a brief sur- 
vey of our domestic situation would 
not be out of order. Willy-nilly you 
cannot help but be affected in some 
appreciable degree by the tides in 
the United States economy. 

“On the assumption that the so- 
called ‘cold war’ will continue and 
that no ‘shooting war’ will develop, 
I might even indulge in a little rash 
forecasting. I recall that for some 
time after V-J Day, while I was still 
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in government service, | was fre- 
quently asked whether or not there 
would be a hide and skin shortage 
that would really drive prices up. 
The answer to this one was quite 
simple. After every major war it 
has always occurred. This time 
would be no exception, particularly 
when it was apparent that the U. S. 
shoe industry was planning substan- 
tially increased production, that the 
public was anxious to revert to 
leather shoes and that other nations 
were naturally anxious to rehabili- 
tate. What happened? Civilian shoe 
production in the U. S. reached 
528,963,000 pairs compared to a 
prewar average of about 400.000.- 
000 and hides reached a peak of 
about 38¢ in November 1947, with 


calf skins at astronomical levels. 





At this time, I had the temerity in 
my ‘swan song’ speech as retiring 
President of the Tanners’ Council 
of America, to suggest that the 
honeymoon was over. As a matter 
of fact, the reaction was almost 
brutal. In a few months, calf skins 
had plummeted and hides were 
around 24¢. The early months of 
1948 definitely marked the end of 
the complete seller's market for 
leather and shoes in the United 
States. We have had to face, and are 
still facing this cold reality. These 
readjustments are never pleasant but 
they are inevitable and in the long 
run, healthy. 

“In the meantime, the tanning in- 
dustry in the United States, by and 
large, is steering a dangerous course 
between Scylla and Charybdis. On 
one side is the ever growing pres- 
sure for lower prices and on the 
other, high labor costs and an arti- 
ficially high level for many raw ma- 
terials. I would like to mention here 
that while tanners in the U. S. are 
solidly behind the Marshall Plan, 


62 


they are not happy in seeing E.R.P. 
collars being spent by other coun- 
tries to purchase in the markets of 
the world, hides and skins at the 
substantially higher price than we 
can pay in the U. S. The grumbling 
becomes a little louder when it is 
realized that instances 
these hides and skins are not being 
diverted promptly to the channels 
for which they were intended but 
being maintained in inventory either 
as hides or leather as a hedge 


in certain 


against currency depreciations. . . 
While you can hardly be expected 
to shed crocodile tears about the 
troubles of the United States tan- 
ners you do, I know, realize that 
the tanning industry will not go on 
indefinitely making leather at a 
loss—for that is what it is probably 
facing.” 


* * * 


|T HAS BEEN some time since 
weve heard from Vic Jensen, “the 
Hussling Shoeman” of Queensland, 
Australia. That’s why we were glad 
to get his recent letter, wherein he 
gives some pertinent and interesting 
slants on the shoe business in the 
“Land Down Under.” He says: 
“Retail shopping hours may be of 
interest. Under the 40 hour ar- 
rangement, we open each morning 
at 8:15 A. M. and close at 4:40. On 
Saturday mornings we open at 8:45 


A. M. and close at 11:30 A. M. We 
manage, somehow to get through. 
In Sydney and Melbourne they open 
about 9:00 A. M. and close a little 
later, which I believe is better. In 
Brisbane the hours have been ar- 
ranged to suit the schedule of trams 
and buses. 

“We, in Australia, are still very 
much in short supply of ladies’ 
fashion shoes. Our recent 40 hour 
week legislation, plus labor short- 
age, has made big inroads on the 
Australian manufacturers’ pairage 
production. Many factories are still 
employing green labor. Factories 
have also been sadly hit in their 
closing rooms for want of female 
labor. Kindred manufacturers offer 
great incentive amenities which 
have attracted many of the women 
folk away from the shoe trade. 
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These worries all help to retard the 
output of footwear. Quite recently 
the Arbitration Court has allowed 
the manufacturers to pay incentive 
pay in hopes of speeding up produc- 
tion generally. I trust it will prove 
successful.” 
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“Don't look so surprised! You should see the sweater she knitted me." 
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THIS CASUAL TREND: 





TRADE REVOLUTION OR ? 
NEW SALES OPPORTUNITY 


SHOE men, retailers as well as 
manufacturers, are deeply _inter- 
ested in the development of casual 
shoes and the growth in sales of 
this class of footwear. Will their 
growth in pairage prove to be as 
revolutionary a development as that 
experienced when cemented sole 
shoes were introduced? Both types 
of shoes involve a change in the 
method of shoemaking. Casuals 
have their root mainly in the slip- 
lasted method of shoemaking, just 
as cemented shoes had as their 
principal feature the new method of 
sole attachment. 

Retailers well remember the intro- 
duction of these casual types during 
the second World War. Consumer 
acceptance then was based on de- 
mands far different from the reasons 
for their acceptance in 1949. The 
market at that time required shoes 
made of materials which were not 
restricted and which were available 
for mass consumption. Manufac- 
turers supplied the trade with these 
shoes even though they were not re- 
garded as satisfactory. Some re- 
tailers claimed that the shoes were 
defective because inferior leather 
substitute materials were used; other 
shoe men felt that good fitting shoes 
must be assembled and moulded on 
the last and that any change from 
this long established method would 
result in poor fitting shoes. Regard- 
ing the availability of shoes today, 
many shoe buyers find no difficulty 
in placing their requirements. Fac- 
tories are looking for business and 
are willing and able to supply them. 
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by LOUIS G. FEMAN 





LOUIS G. FEMAN 





EDITOR'S NOTE 


Because of his broad viewpoint 
and the unusual opportunity he has 
had to observe shoe trade develop- 
ment, both manufacturing and re- 
tail, BOOT AND SHOE RECORDER 
asked Louis Feman to write this ar- 
ticle. He has been an occasional 
contributor and a frequent source 
of editorial inspiration for a num- 
ber of years—first when he was en- 
gaged in the teaching and super- 
vision of shoe courses in New York's 
Needle Trades High School, later 
when he had charge of certain 
phases of planning for one of Amer- 
ica's great shoe manufacturing con- 
cerns, now as director of Shoe 
Manufacturers’ Advisory Service, 
which deals primarily with problems 
of production and distribution. 

Opinions expressed in this article 
are Dr. Feman's and do not neces- 
sarily express the views of the 
RECORDER. Comments from our 


readers will be welcome. 





Why, then, all the excitement 
about casuals? 


Today, it is the consumer who is 
increasing her demands for casual 
shoes. She has asked for casuals, 
bought them and now wants lots 
more. The industry is heeding her 
call and a great many women’s shoe 
manufacturers have prepared for 
the production of a line of casual 
shoes for the coming season. Con- 
sumer acceptance of the sliplasted 
casual is disturbing some segments 
of the industry, for they look upon 
it as a development which they feel 
may ultimately upset the normal 
patterns of trade operation. 

If you would ask a last manufac- 
turer, he would tell you that the slip- 
lasted method of shoemaking re- 
quires fewer lasts than“do other 
methods. The shoes do not stay on 
the last for a long period of time. 
The process requires no tacking on 
the last, no pounding nor shaping to 
the last. All these operations cut 
down the useful life of the last. In 
sliplasted shoes the widths and sizes 
are not as important as in conven- 
tional shoes. Any large increase in 
the manufacture of this type of 
shoe will result in fewer lasts being 
purchased for shoe manufacturing. 
The cost of a pair of lasts for the 
new process is less because the 
last does not require the parts and 
trimmings needed for a pair of 
orthodox lasts. Last manufacturers 
have been studying the effect of 

[TURN TO PAGE 108, PLEASE] 
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Sales Will Probably Exceed ‘48 
CARL CAMPBELL, Marshall Field, Chicago 
(ASUALS will be highly important this Spring and 
Summer. There will undoubtedly be just as many sold 
this year and probably more than in 1948, for casuals 
are definitely a vital part of the regular shoe business. 
They will be bought by all ages except the teen-agers. 
_ The latter are buying the more highly styled shoes and 

the loafer types and very few buy casuals. 

e older women and more conservative women 
buyers re responsible for the rising casual sales. 
Both price and Comfort are the chief influences. A good 
many women buy them because they are comfortable 
Price is also a factor. It is highly possible 
sales of casuals will be affected by the ch 


manufacturers are producing 
swing away from some cas 


Will Buy Them 


Y S. ROLFE 
er, Dalsimer’s, Philadelphia 


fmg has been added to their acknowledged comfort, 
they will attract new followers. Undoubtedly price has 
been a contributing factor to their popularity, but good 
quality casuals will sell in higher-priced lines as well. 

Casuals will affect the sale of other dress types in 
heel heights 14/8 to 18/8. Girls and women will buy 
them from 8/8 flats to 18/8 heel heights for utility 
casual and dress wear. Casuals can be defined to fit 
the personal need. Flat heels to include loafers, ox- 
fords and straps as well as dressy types in suede and 
leathers. Wedge types in higher heels can also be in- 
cluded as casuals. We believe about 60 per cent of 
casuals will be sold to girls and young women under 
28. About 25 per cent to women between 28 and 40, 
and 15 per cent over 40. 
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Banner Year for Casual Shoes 
FRANK D. HARDY, Merchandise Manager, Fyfe’s, Detroit 


SPRING and summer of 1949 will be a banner year 
for casuals and play shoes. These types will start to sell 
earlier in the season than they have in the past, with 
T-straps and two-strap sandals leading the field. The 
comfort of these shoes is a major reason for their popu- 
larity, coupled with their versatility to complement a 
variety of costumes. Today casuals can be made in so 
many different color combinations and worn with so 
many types of sportswear and casual clothes that prac- 
tically every woman finds she has a need for one or 
two more pairs. 

We predict that $6.95 will be the most popular price 
line after $4.95. For June and July play shoe selling 
there will be several types of fabrics retailing at $3.95 
that are bound to be good values. 

Beige tones and Sun Copper will be very popular .. . 
with green and multicolors in the fore, also. We pre- 
dict the purchase of casuals will replace other types 
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A Round-Up of Trade Opinion Regarding Sales 


Probabilities for Spring and Summer with Merchant Views as to the Place 


of the Casual Shoe in the Future Pattern of Shoe Retailing. 


as Seen by Shoe Retailers 


; by 30 per cent. This will not neceg ; les- 


/sen the volume of other types but wil eality, in- 






crease the over-all volume and prof e retail shoe 


trade. 


ST ee 


\'c_foreseentine fe ng’ percentages in casual shoe 


25 per cent—to women under 28 

65 per cent—to women 28 to 40 

10 per cent—to women over 40 

Heel heights in dressy casual types should not be 
higher than a 16/8 wedge. 
than a 12/8 wedge. 

We believe white dress shoes will sell equally as well 
as last year and, in some instances, better. Linens and 
shantungs that can be tinted will be No. 1 leaders in 
white shoes. Natural linen and tan calf will star in spec- 
tator types. 


In play shoes, no higher 


Expects Over-All Sales Increase 
GERALD WOLPIN, Alexander's, New York 


M ORE casual shoes will be sold this coming Spring 
and Summer than in the corresponding seasons of 1948 
for several reasons. Price is one reason; general con- 
sumer acceptance of their comfort and their styling are 
other reasons for their anticipated popularity. Con- 
sumer liking for the fashion that casual shoes represent 
is still another explanation of their wide acceptance. 
Any shoe that goes with a costume and complements 
it is fashion, and casual shoes qualify. 

There can be no hard and fast definition of a casual 
shoe as to construction or styling. A low heel, soft shoe 
in black suede may be a casual shoe to one customer 
and a dressy shoe to another, depending on how each 
customer regards it and with what clothes she wears it. 
The really tall girl often wears such a shoe for dress, 
where an older, and not such a tall woman, would con- 
sider it only for casual wear. 

There is no age limit on casual shoes; all ages wear 
them, sometimes even a really old woman, but probably 
close to 50 per cent of them are sold to girls under 28. 
Women buy them for style, comfort and price. The heel 
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height should never go above 15/8, seldom over 13/8. 
The great majority sold are between 8/8 and 12/8. 

We anticipate and are planning and purchasing for a 
25 per cent increase in our total shoe sales in all cate- 
gories. And we feel that casual shoes will contribute a 
larger percentage this year as compared with last. How- 
ever, we recognize that the casual shoe sale does not 
always bring extra business, because it often replaces 
the sale of a dress or sport shoe that otherwise would 
have been bought. It does help us, however, to continue 
to sell more pairs of shoes by finding new and more 
interesting ways to increase consumer acceptance. 

Because of the fact that we can fit more feet with a 
smaller size range, we can have a better turnover in 
selling casual shoes. Best selling styles are softies and 
tricky patterns, especially strap patterns. These will sell 
with closed backs and toes, as well as with open ones, 
provided they are sufficiently opened up elsewhere. In 
our promotional efforts to feature casual shoes, we have 
found it advantageous to pick out the most desirable 
styles and concentrate on those few each season. 


Profits Wiil Be Generally Less 
PARK DOWD, Bullock’s, Los Angeles 


WE believe the following answers summarize the story 
as to casuals: 

1. More casual shoes will be sold this year because 
of a larger selection and lower price lines. 

2. Sandals will be the most favored types. 

3. Age groups of between 20 and 40 will buy the 
most casuals. 

4. Comfort and price in colorful footwear will most 
generally motivate the purchase. 

5. 60 per cent of the purchases will probably be re- 
placement of other casuals while 40 per cent will replace 
walking type shoes. 

6. Casuals will have a definite effect of lessening sales 
on regular conservative walking type shoes up to 18/8 
heel heights. Profits will generally be less because of 
less markup on casuals and necessarily larger mark- 
downs because of the large color range. 

[TURN TO PAGE 106, PLEASE] 








IS A STYLE story 


Many Types, Many Patterns, Many Treat- 






ments, Pretty, Feminine and Smart, Offer 






Fine Opportunity for Dramatic Promotions 


of White Shoes. 








by ELEANOR M. RUTTY 







Strapless dress of dotted Swiss, with a wide 
band of white lace in the skirt and a nar- 
rower band around the top. Note the new 
ankle length. Triangular ruffled shawl is of 


matching dotted Swiss. 








Left to right: White suede combined with white mesh in 
dainty, many-purpose Summer dress sandal. Decorative 
lattice treatment, lacy effect in dressy white sandal on 
platform. Multicolor trimming on white open-shank 
pump. High-riding white suede stepin. Elasticizing of 
upper half of vamp suggested for better fit. 








Left to right: Youthful, square toe flat, adaptable to two- 
tone treatment as well as all-over white. Classic tip and | 
foxing and built-up leather heel on V-throat spectator 
strap. Soft toe newest treatment. Plain closed pump light- 


THERE are many reasons, style reasons, why white 
shoes should sell well this year. Not for years have there 
been so many and such attractive, salable shoes in white 
leathers. Given half a chance they will sell themselves 
right out of your store. But it is your job to give them 
that half chance. 

Why not pick two white shoes—two shoes with real 
style selling points—and put every promotional medium 
you have behind them? Show them in your advertise- 
ments. Feature them in your window and show case dis- 
plays. Dramatize them with white accessories and with 
the smartest clothes that you can find, in both white and 
light Summer colors. Make them the most striking, style- 
ful shoes in your department or in your store in the 
weeks following your Easter promotions. (Easter comes 
late, April 17, remember.) Then, when you feel that you 
have given sufficient attention to these two styles, take 
one or two others and do the same thing with them. It is 
by picking what one store calls “feature” shoes that some 
very smart merchandisers have been able to keep their 
figures well up during a period when other stores have 
found the going less easy. 

When you get right down to fundamentals, there is 
nothing so lovely and so really smart and flattering as 
white: white on the head, at the throat, at the wrists, at 
the feet, not to mention white blouses, dresses and coats. 
Why do pearl necklaces and earrings never lose their 
style and charm appeal? And why are such touches of 
white on piqué collars and cuffs perennially popular? 
The answer is easy; they are becoming and they are 
smart. 

When white shoes are as beautifully styled as they are 
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ened with opened-up vamp. Adaptable to use of contrast- 
ing leather surfaces or single or multicolor contrast in 
lattice work decoration. 


this year and when white and light, pale colors in clothes. 
for everything from casual to evening costumes, are so 
important, your job of selling white shoes as high 
fashion should be easy. The first thing you have to do is 
to sell yourself on your shoes by picking a style and 
studying it from every possible angle. To what kind of 
woman will this shoe appeal? Why will she like it? Is it 
smart? Is it flattering? Will it fill a particular need? 
Will it be comfortable on her feet? 

Remember, white shoes are made in all types and 
styles. They can be casual, as we have shown elsewhere 
in this issue, or tailored or very dressy. They can be 
all-over white or spectators or trimmed with fine touches 
of one or more contrasting colors. Nothing is prettier 
than a delicate, opened-up white shoe for Summer even- 
ing wear, or more dramatic than a white shoe with 
contrasting trimming cleverly applied, or more exactly 
style-right than the spectator with tailored clothes. 

On this last-mentioned shoe, both manufacturers and 
retailers expect good business. Newest angle is the 
classic tip and foxing treatment with a soft toe. Some ad- 
vocate the built-up leather heel, with or without a welt 
sole. Others continue to feel that the lighter spectator is 
to be preferred and some style-minded merchants con- 
sider that the spectator will sell best with a sling back. 
while others want the vamp interest of the shell sil- 
houette. 

The choice is yours as to all these treatments and as 
to the total number of patterns you buy and the way you 
promote and sell them. The shoes are available and they 
have never been better styled. What are you going to do 
with them? 








um of upper and 
tgned platform or 
epe sole. 


oe pump with plung- 
roat line to stock 
sell in many sizes, 
and colors, in- 
white. 













Raffia for pretty, Sum- 
mery sandals, in multicol- 
ors or solid color with 
multicolor trimming. 


Soft toe ghillie, smart cas- 
ual for your older cus- 
tomer, especially in spec- 
tator combinations, white 
with tan or navy. 





ic type of casual san- 
y in. soft sturdy leath- 
eige, tan, navy, red. 

i anes and white. 
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Just what is, or is not, a casual shoe still seems to stump 
















many of the experts, but what makes it click is no mystery 
at ail. Three selling appeals tell the tale: comfort, style and 
price. If the shoe has these, there is a strong probability 
that it will fit into the generally accepted description of a 
casual shoe—a low heel, light. flexible shoe with broad 
tread, soft cushioned sole, soft upper: smartly, often youth- 
fully, styled; made to sell at prices, preferably, in the under 
$10.95 range. 

There is another angle to consider in defining the casual 
shoe, however, that takes into consideration the kind of 
clothes with which it is worn and the kind of customer who 
wears it. To quote from one style authority in the manufac- 
turing field: “Casuals range from the real casual type to 
casuals that are worn with everything from play clothes to 
tailored dresses and dressy wear. In some cases it seems 
to depend more on the age group wearing the shoes, and 
the color and material the shoes are made of, rather than 
the actual pattern.” 

Another expert has this to say. this time from the re- 











tailer’s point of view: “There can be no hard and fast 
definition of a casual shoe. If a customer buys a certain 
shoe to wear as a casual shoe, then it is a casual for her. 
Another customer may buy the same shoe and for her it 
may serve as a dressy shoe.” Illustrating his point with a 
pair of low wedge heel black suede sandals. he pointed out 







that many tall girls buy such shoes to wear with dressy 






clothes, while someone else, probably less tall and some- 








what older, would consider such a style suitable only for 
casual wear. 
The question of age groups does enter, in a certain way, 








into the merchandising and selling of these shoes. All ages 
are buying them, grandmas, as well as teen-agers, but more 
of the under-30 group are admittedly in the market for 










them than the over-40 category. Older women, it has been 
noted, have bought casual shoes in the past two or three 
years because of their comfori features. To them that is the 







first and most important consideration. Bear that fact in 
mind when merchandising, promoting and selling your 
[TURN TO PAGE 92. PLEASE | 







Important asymmetric s 
strap pattern designed for i 
fit and flattery. 














Left: White pique sun 
dress with stole, dotted 
and striped in vivid col- 
ors, suitable for many in- 
formal occasions. 







Youthful soft toe strdp ~ 
pattern to play acfoss’the / 
board in materials and y 
colors, including white. 







And These Two Promotion Points, Com- 
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fort and Style, Are Slated to Make Spring 








and Summer 1949 a Bigger Year Than ) a ile. 
1948 for Casual Shoes. . 







Flattering cross ankle 
strap, wearable with Sum- 
mer day and evening 

cottons and linens. 
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COLOR: 


FESTIVE NOTE 
In SUMMER STYLES 





To most women, wearing color is part of the fun of 
clothes, but choosing the right color for the costume and 
the occasion takes time and thought, not to speak of good 
taste. One of the nice things about Summer is that more 
colors and combinations are permissible and look right 
in light materials under brilliant sunshine. So, our ad- 





vice is, let yourself go a little on color. Don’t buy many 
styles and don’t experiment on too many novelty pat- 
terns but have a few good styles and have sizes—we can’t 
stress that point too strongly. Play a simple pump or a 
strap pattern across the board in a range of colors on 
two or three heel heights, in linens and shantungs, as well 

[TURN TO PAGE 92, PLEASE] 

















Natural colored pure silk 
shanitung costume by 
Larry Aldrich. Shantung, 
one of the season’s most 
important fabrics in 
clothes, is used in a wide 
color range in_ shoes. 
Photograph courtesy of 

The New York Times. 


Plain pump on medium 
heel, very pretty in leath- 
er or linen, pastel or 
white to be dyed to match 
a costume. Also smart in 
shantung versions. 


Dressy draped sandal in 
two colors, brilliant or 
delicate pastel tones. 


Two colors in high-riding 
medium heel stepin and 
two contrasting leather 
surfaces. Elasticizing for 
perfect fit suggested for 


Left — Multicolor on flat 
upper half of vamp. 


wedge for the tall girl 
who wants low heels in 
all her shoes. 


Low heel Theo tie, 

equally smart in leather 
or fabric or, possibly, 
straw. Very smart in one 
of the new light beiges in 
leather or natural color 
linen or shantung. 





HIGHLIGHTS 
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The SPRING Hosiery Market 


Industry Concentrates on Construction and Color, 


with Emphasis on Fit, New Shoe Silhouettes and 


Colors, and Trends in Ready-to-Wear. 


by ELEANOR M. RUTTY 


Popular shell pump and stocking 

designed with minimized toe rein- 

forcement to meet the lower shoe 

outline. Drawing shows Demi-toe 
from Hanes Hosiery. 


MAKERS of women’s fine hosiery have developed a 
strong two-fold selling program for the Spring and 
Summer seasons. Realizing that new colors are not suffi- 
cient to sell a line, and that it is color interest and right- 
ness plus fit that bring in the business, they are empha- 
sizing new foot constructions, more exact leg propor- 
tions and longer wear. One manufacturer has even de- 
veloped a “Plasticizing” process which “sheathes the 
nylon” in such a way as to make it much more snag- 
resistant, thus giving the stocking longer life. 

The trends in colors have been based on ready-to-wear 
and shoe tones. The new note is toward lighter, mistier 
shades to go with the new light shoe and ready-to-wear 
colors. Having especially in mind the new leather color, 
Bamboo, one mill has introduced Sunbeam. All the 
beiges, the neutrals and straw tones in shoes have had an 
influence on styling hosiery colors. For example, there 
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is a Tawny Gold, designed for both beige and old and 
new gold tones in shoes. There are also Daydream, 
Golden Beige and Chatter in this group. 

The feeling for subtle, misty tones is seen in a col- 
lection of shades with a taupe cast. The following is a 
partial list of such stocking colors brought out by leading 
hosiery mills in their Spring lines: Dusk, Temptation, 
Bewitching, Willow, Taupe Tone, Tawny, Brown Orchid, 
Tropic Blush, Mother of Pearl; also with a taupe cast, 
Mirage, Murmur, Alamo, Empire, Taupetone and 

[TURN TO PAGE 118, PLEASE] 
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(JNSPECTACULAR in its rise, leisure or cas- 
ual shoe selling last year leveled off to a sizable 
and healthy portion of men’s style shoe selling. 

Unlike their history in other segments of the 
industry, men’s leisure shoes never became too 
closely identified with any particular type of con- 
struction or materials and, fortunately, their 
acceptance has been in the high and better grades 
first. This year holds every indication of a 
development of volume proportions for them in 
middle-of-the-road price ranges. 

With its advent on the fashion scene, men’s 
shoe retailers instantly realized the desirability 
of the leisure shoe as a new promotional type. 
Ample justification of it existed in the ac- 
ceptance by men of colorful casual sport clothes. 

The chief drawback as a promotional item lay 
in the fact that some retailers unwisely promoted 
it not as an extra pair item, but as an all-purpose 
Summer shoe. 


Below: Heavy plantation crepe contributes a rugged 
look to these light flexible leisure shoes, Air-O-Magic 
Division, Daly Brothers. 


SVEW 


HORIZONS 
MEN'S 


Left: Two interesting patterns from Casuals, Inc. The 

upper shoe combines natural linen with brown calf- 

skin and employs a gored strap for better throat 

fitting. The lower pattern combines sand and tan 
calfskin with a short sabot strap. 


Below: Three patterns in the popular slip-on casual family 
from Stacy-Adams illustrating graphically the bootmaker in- 
fluence on leisure shoes. 


Below: Two patterns from Curtis Shoe Co., showing develop- 
ment of the moccasin front. The strap jodhpur treatment with 
laced front is an innovation. 
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SHOES 


Right: Variety is the keynote in leisure shoes. Left: 
Laced forepart and blucher oxford in smoked elk 
with wrapped around crepe welt and crepe bottom, 
both Mansfield shoes from Commonwealth. and tan 
calf with smoked elk, a strap pattern by Freeman. 


Men’s Leisure Shoe Selling Has Had an 


Unspectacular But Healthy Growth. Spring 


and Summer Hold Every Indication for 


Even Greater Volume for These Shoes 


Left: The Norwegian moccasin front slip-on has 

left its mark on leisure shoe styling. Three inter- 

pretations left to right: two Whippet by E. T. 

Wright and a gored strap front from Freeman 
Shoe Company. 


by JOHN REILLY 


Below: Two interesting developments of the run- 
around pattern by C. H. Alden combining white 
Below: Two 1949 Winthrop’s In-N-Outer’s. These styles too, buck and alligator and nylon mesh with tan calf. 


have a heavier look yet retain their basic light-weight appeal. 
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Te first obstacle to overcome in 
selling the true purpose of the casual 
shoe was its name. To the consumer 
the name “casual” was at best a loose 
term. Retailers wisely switched to the 
name “leisure,” which instantly placed 
this desirable type in the “away from 
business” and “strictly for relaxation” 
category. Once the name was adopted 
and the purpose of the leisure shoe 
had been defined, its promotional 
possibilities blossomed forth remark- 
ably. Retailers who put their heart 
into its promotion found it was pos- 
sible to sell several pairs of leisure 
shoes simply on the basis of pattern 
and color variations. 


Below: Interest is concentrated in 
the vamp -and foreparts of these 
three leisure shoes. Patterns at 
left are from Walk-Over, George 
E. Keith Co., two patterns at right, 
Casuals, Inc. 








Development in Men’s Leisure Shoes Was a 
Fortunate One Embracing Many Types of 
Constructions and Utilizing a Variety of 


Substantial Quality Materials. 


Left: Laced effects are important in 
leisure shoes. Extreme left: Strap pat- 
tern from Stone-Tarlow; blucher and slip- 
on versions, Ward Hill, Knipe Brothers. 


Below: Three interpretations of the Norwegian and strap 
moccasin. Patterns left to right from French, Shriner 


& Urner, E, E. Taylor, A. G. Spalding from B. A. Corbin. 


ant 


Their unusual pattern and color styling and 
their comfort give leisure shoes their chief appeal. 
The man, who during the day must pound pave- 
men‘s in conventional type shoes, finds a natural 
attraction in their “different look” and the re- 
freshing variety of their colors and the materials 
from which they are made. 

“Comfort” sells leisure shoes. but it is truly 
“comfort,” not softness. Most men like sub- 
stantial shoes which, perhaps, accounts for the 
fact that even though there is great variety in pat- 
terns, weights and general appearance of leisure 
shoes, most of them are sound, substantial foot- 
wear. 

Practically every type of construction and 
every weight and finish of leathers which have 
found acceptance in more conventional men’s 
street and country shoes have been successfully 
employed in leisure shoemaking. Exactly the 
[TURN TO PAGE 116D, PLEASE; 















Ankle strap sandal of red fabric with 
gold trim. Matching drawstring hand- 
bag, styled by Ruby. Both from Skippy. 


Adaptations of Adult Patterns, Materials and Colors 
Prevail in Lines of Summer Casuals for Juvenile Cus- 
tomers. Plenty of Color, Both High and Pastel Shades, 
Will Make Sales of These Shoes Easier Next Season. 


SUMMER 
CASUALS 
vor one YOUNGER SET... 


by ANNE R. DAVID 


Left to right: Very open barefoot sandal; 

Play-Gays from Swan. Ankle strap sandal 

on a wedge with laced vamp; Prima. 

Bronze, used in an extremely open bare- 

foot pattern; Nazarro. Closed toe sandal 

with lattice work on vamp; Sportster Jr. 
Debs from Sandler. 


in youthful patterns. Thus high shades and 
pastel shades, multicolors and metallics 
take their place beside suede and smooth 
surfaces, leathers and Summery fabrics in 
the 1949 casual picture. 

The barefoot sandal has long been a 
classic in this casual category. What makes 
it especially new this season is its appear- 
ance in gold, copper or gunmetal fin- 
ished leather. The ballerina is fast 

[TURN TO PAGE 116A, PLEASE] 


|T is not surprising that the tremendous popularity of 
casual shoes for men and women has been reflected in 
footwear for the juvenile customer. Young people are 
extremely style-minded these days, and shoe manufac- 
turers have been quick to develop adaptations of adult 
styles which are suited to growing feet. 


Summer casuals in the children’s, misses’ and growing 
girls’ size ranges offer plenty of variety. One of the prime 
selling factors is the use of grown-up colors and materials 


Clockwise, starting lower left: T-strap 
with closed toe, open heel; Phyl-Flex 
Juniors from Phyllis. Faded blue denim 
in open shell pattern; Cobblers. Navy 
suede sabot strap with back tab; Holly- 
wood Skooters from Vogue. Green 
double-strap sandal with interesting vamp 
treatment; Sandal-Craft. Saddle leather 
sandal with Donald Duck design; Sport- 
ing Shoe Co. 
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BoRROWING dramatic effects from Hollywood pre- 
miers, Boldrick’s Fine Shoes of San Diego presented 
their new store to the public recently with a fanfare 
of page ads, two orchestras, and a fashion show which 
was broadcast over a local station. 

Listed as having the 11th largest percentage allotted 
to advertising of all the retail shoe businesses in the 
United States, Boldrick’s hit San Diego with the town’s 
largest individual shoe store ad. This was a double 
truck ad which was run one day in each of the three 
leading San Diego papers and one day in the Shopping 
News. In their program, Boldrick’s have a set percent- 
age for advertising. Sometimes advertising runs a little 


76 


















x” 
ma 


UT a ae 
' 










' 
a | 


Br peep 


Bt! 
4 
ee : 
a 
i. 
- 
x, 
ooo ie 





TT: 
us oe bt 


aa 


a? 


5 


= shire 
R om .- 
SS) 
a Bal & on 
Ris &~ 
7 > 


[ag 
J 
cee 
aia 
f 


‘ 


ARE 
cn! ape 


Sb pe 
ya 


a 


+ 


/ f 
Re 


’ 
/ 
~e oa * iby 


see s 
Behl 











The new Boldrick’s has a figured carpet which blends with upholstered chairs of 
alternating gold and deep wine. The store is L-shaped, with two entrances on 


different streets. 


Shoe Store Borrows 


One of the ads which was used to 

herald the reopening. Here the ap- 

peal is to complete coverage of the 
various lines carried by the store. 


heavy for the first part of the season, but after things 
get rolling, smaller ads are run in order to avoid going 
over the budget. Since they do spend a great deal of 
money with all the various newspapers, Boldrick’s get 
a lot of free publicity. 

Boldrick’s have long since found it advisable and 
profitable to use the services of an agency—Martha’s— 
in preparing and placing all of their advertising copy. 
These ads have the professional touch that comes only 
from having such an agency do the job. This store feels 
that all of this publicity and advertising is a terrific 
build-up and will carry weight for a long time; there- 
fore, a well planned program of advertising more than 
pays for itself. 

The Boldrick’s store did not confine its face lifting 
to the interior, but remodeled the entire exterior too. 
In order to draw a crowd into the store to view its new 
modernistic appearance, Boldrick’s presented a fashion 
show in which 12 professional models, two teen-age 
models, and three child models displayed the new 
shoes. The orchestras played downstairs and the music 
emanated from loud-speakers on both floors and one 
outside the store so that the crowds at the doors could 
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get the feel of the showing. Each model showed five 
different styles of shoes with different changes of cos- 
tume. 

Contrasting with the completely modern mood of the 
store and the show was Barbara Allen Williams who 
supplied a bit of comedy by modeling three complete 
euthentic wardrobes in the 1890 fashion. She modeled 
nigh shoes with very long pointed toes and spool heels. 
also some of the first low-cut pumps. 

One whole display window is devoted to old-fash- 
ioned high shoes of the 1890 era. This display. besides 
being of great interest to customers. shows the influence 
of the “90’s on modern footwear. In fact. in the fashion 
show. Boldrick’s introduced to San Diego three acces- 
sories which transform one pair of basic shoes into three 
high fashion shoes with the 1890 influence. One is a 
criss-cross ankle strap, another is a large cut steel 
buckle, and the other is the new spat. 

In order to achieve an “all new” appearance. every 
employee wore new clothes and shoes at the opening. 
An arrangement was made with a clothing house where- 
by the employees got discounts on new outfits, and Bold- 
rick’s made shoe purchases easy for the men and women 
participating. 





At the formal opening and style show the store was filled 
with women interested in the new shoe styles modeled 
with matching outfits. 


siery section; and Miss Moureen Page. in charge of 
the cashiers. 
Commenting on the physical aspects of the new store. 


Hollywood Technique for Reopening 


Dramatic Effects, Straight from Movieland, Were Used 
by Boldrick’s in San Diego, California, to Introduce 
Their Newly Remodeled Store to the Buying Public 


Boldrick’s has grown to such an extent that the store 
now has 62 employees on the payroll—a far cry from 
its humble start 37 years ago. G. Andrew Smith is gen- 
eral manager. The department managers are as follows: 
Dave Devin, assistant to Mr. Smith, in charge of the 
main floor; Thomas Burford, in charge of slippers. 
casuals, and low heel dress shoes in the downstairs shop: 
Millard Lachman, Mr. Burford’s assistant: Ben Finley. 
with 35 years of experience with Boldrick’s, head of 


children’s department; Miss May Adamson, in charge 
of the handbag department: Miss Ann Eichbaum, Miss 
Adamson’s assistant: Miss Lola Washam, head of ho- 













Mr. Smith said: 

“We have installed in the store new modernistic 
shadowboxes of light wood that matches the wood in 
our new fixtures. The shadow boxes are on a clock 
control and go off automatically at 10 P.M. This light- 
ing illuminates the inside displays and makes it possible 
for the passer-by to see them through the doors. Our 
windows and neon signs are also on an automatic clock 
that turns them on every morning at 8 and off at 10:30 
at night. 

“The new enlarged hosiery department is directly in- 

[TURN TO PAGE 110, PLEASE] 


The remodeled exte- 
rior is simple and dis- 
tinctive. Windows are 
flush with the street 
and are surro . 
black marble and glass 
to display the shoes 
to greater advantage. 








H ditoria 


alone 


Break-Even Point and Profits 


“IF PROFITS go out the window,” warns Henry Tay- 
lor, renowned radio commentator and business writer, 
“a depression comes in the door . . . Based on the reali- 
ties of this inflationary period, average corporate profits 
across our country are not only not too high, they are 
too low—too low to support the capital needs, inventory 
costs both in dollars and volume, tax liabilities and con- 
current business risks.” 

If that statement is descriptive of the situation rela- 
tive to average corporate profits, how much more true 
must it be of the large group of relatively small cor- 
porations and individually owned business enterprises 
that constitute the rank and file of those engaged in 
retail trade. For them, as for many of the larger cor- 
porations, the problem that is causing most concern at 
the present time is the high break-even point we hear 
so much about, and that in turn is the direct result of 
sharply increased costs of business operation. 

Essentially, the problem of the break-even point is the 
same old problem that has faced every business since 
the dawn of the profit system, namely the problem of 
how to make both ends meet, plus a reasonable profit 
at the end of the year. It has assumed a more serious 
aspect in the past year or two due to the inflationary 
cycle and the steady rise in practically all of the items 
that enter into the cost of business operation. Mounting 
payrolls, high taxation, soaring costs of necessary store 
improvements and upkeep have all been superimposed 
on the increased cost of merchandise on today’s market. 


Retail prices necessarily had to be raised to enable 
merchants to keep abreast of rising costs. But eventu- 
ally prices reached a point that provoked consumer 
resistance. Now many retailers have come to a realiza- 
tion that the break-even point has to be pegged where 
it is and gradually lowered if possible to a point that 
will make it possible for them to maintain their profit 
margins. 

This, in brief, is the story of the price and profit 
squeeze that we are experiencing today in the retail shoe 
business. It accounts for the high degree of caution 
that we have been witnessing over the past year and 
for the increasing tendency of buyers to hesitate and 
mark time. The retailer does not fail to recognize that 
there are normal risks which must be taken in every 
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business enterprise. But he feels in many instances 
that his high break-even point on the one hand and the 
attitude of his customers on the other have created a 
situation that plainly calls for caution. 

It isn’t only at the retail level, however, that high 
costs have taken a strangle hold on business. Many a 
manufacturer finds himself faced with the same difh- 
culty of breaking even plus a profit. He encounters 
price resistance from retail buyers while his own costs 
are firmly pegged at a high point due to conditions in 
the leather market plus high wage rates. Prices of the 
raw materials from which leather is made are fixed in 
a world market and the world market is hungry for 
hides. Massachusetts manufacturers were recently able 
to stabilize wage rates in a contract covering the im- 
portant North Shore area. It is to be hoped that manu- 
facturers in other producing centers will be able to follow 
their example. 


WHILE there ars still inflationary factors to be reck- 
oned with, present indications, as we interpret them, 
point to at least a temporary swing in the opposite 
direction. Living costs have shown a definite decline in 
recent months and this fact puts employers in a stronger 
position to bargain advantageously with labor. Business 
in general seems convinced of the necessity of lowering 


costs. 

There are two ways in which the operating costs of 
a business can be reduced, at least in some degree. One 
is by watching every item of expenditure, and by intro- 
ducing economies and efficiency measures wherever pos- 
sible all along the line. In easy times expenses tend to 
creep up; when business eases off management must 
check up. The other way is by an intensive effort to 
increase sales, thereby spreading the overhead and many 
of the operating costs over a wider base. In that way 
unit costs are brought down. 

From the broad standpoint of the nation’s economic 
welfare and continued prosperity, a sharp fall in prices 
would be undesirable. Equally undesirable would be 
a precipitate drop in wage rates, with its inevitable 
repercussions on purchasing power. The best way to 
avoid both is to apply the brakes gradually but firmly 
to rising costs of business operation, while striving con- 
sistently and intelligently to sell more pairs of shoes. 
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advertised in 


VOGUE 

rates wove JOURNAL 
MADEMOISELLE 
woar's rons COMPANION 
GOOD HOUSEKEEPING 


the established brand 


is the one in demand. 


the one it pays to feature 


ys 
ARCH PRESERVER 


Shoe 


THE SELBY SHOE CO. 
PORTSMOUTH, OHIO 


ARCH PRESERVER 
ACTIVE MODERNS 
TRU-POISE 
STYL-EEZ 

EASY GOERS 

TOWN WALKER 
PHYSICAL CULTURE 
GROUND GRIPPER 
CANTILEVER 


New York Offices: 3120 EMPIRE STATE BUILDING (Arch Preserver « Styl-EEZ + Easy Goers + Tru-Poise) 
926 MARBRIDGE BUILDING (Physical Culture - Town Walker - Ground Gripper - Cantilever) 
Los Angeles Office: 816 HAAS BUILDING 
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cost EE 
12/3/45 © 7/89/0011 121514 15 16/17 18 09 2021 22,254 25,26 27 28.2930 


HIS STOCK OUR STOCK 
RE NO NO. 
19__ __|NSTOCK} ORDERED 


‘ 


RECEIVED 


FEBRUARY 
MARCH 
APRIL 
MAY 
JUNE 
JULY 
AUGUST 


This card enables the 
merchant to tell at a 
glance what shoes are 
on order, what shoes 


1!/—|2]/—/Il3 j—|4/—/|5 |—|6 |—|7 |—| 8 |—[ 9 {| — | 10] —] 11 | — [12 | — ] 13] — 


DESCRIPTION 


have been received 
and what hes been 
sold. It alse offers a 
comparison of this 
year’s sales with those 
of last year. 


by 
EDWARD 
ROSE 


Installing an Inventory System— 


In Which Joseph Learns More About the Mechanics of a Perpetual 


Inventory System Which Is at Once Simple to Use and Complete in 


Its Coverage. 


“THIS inventory card.” Mr. Hultz said, “is the main- 
stay of our system. We use a card for each different 
number in the store. At the top are spaces for manu- 
facturer’s name. his stock number. our stock number, 
cost price, and retail price. All these are to be filled in 
when the shoes are ordered. 

“On the next line we have a space for the year, shoes 
on hand, shoes ordered, shoes received. and the 31 days 
of the month. And at the end of the line is a space for 
the total sales this year and last year.” 

“Why last year?” Joseph asked. 

“For comparison. We want to know if we are going 
ahead or not. With this type of record we will know 
if the shoe is selling poorly or well and can buy or not 
buy accordingly. Now underneath are the 12 months of 
the year. And below we have the sizes, running across 
from 1 to 131% and the widths along the side of the 
sheet. AAAA to E. At the bottom of the page is a space 
for a description of the shoe. All right so far?” 

“All right so far.” 

“Good. We will continue. Suppose you have ordered 
an infants’ white high shoe, stock number 1000. You 
will write the description of the shoe and all pertinent 
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information in the spaces on the card. You ordered the 
shoes January 15th. so in the “Ordered” column next to 
August you write in one of those spaces the total num- 
ber of pairs ordered.” 

“There's four spaces in the ‘Ordered’ column.” Joseph 
remarked. 

“Right, so that if you order sizes once a week. you 
can put down the four orders of the month separately. 
You will also notice that there are four spaces in the 
‘Received’ column, too. For the same reason.” 

“What if there are five weeks to a month?” Joseph 
asked, tongue in cheek. 

“Hm!” 
please. We will proceed. You will put dots in the neces- 
sary space for each size you order. For instance, if you 
have ordered two pairs size 6C, two dots go into that 
section.” He looked at Joseph with a challenging eye. 
“Any comments?” 

“No,” Joseph said meekly. 

“All right!” Hultz bristled. “We will proceed. With 
this card you will always know what is on order, how 
many pairs, and what sizes. You will have no excuse 

[TURN TO PAGE 114, PLEASE] 


Hultz said sarcastically. “No wise cracks. 
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Darex 
goodyear 


is helping make welt 
shoes at a price that 


people will pay! 


Vide shoe merchants have sold more than 300 








million pairs of shoes with Darex Welting to satisfied 
customers .. . Today, Darex Welting is helping to 
produce men’s and women’s Goodyear Welt shoes 


that are priced to meet modest budgets. 


SHOE MANUFACTURERS: Investigate Darex Goodyear Welting. Available in 
1 9 and 1/12 inch thicknesses. Black, White, Army Russet and Natural 
Colors. Widths, Bevels, Grooves to fit your needs. Spools or hanks. 


It finishes like leather! 


DEWEY ano ALMY CHEMICAL COMPANY 


*T. M. REG. U.S. PAT. OFF. CAMBRIDGE 40, MASS. MONTREAL 32, CANADA 
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by EDWARD SPASEK 


FREE ENTERPRISE is under fire 
from all sides these days. but one 
recent counterattack — by 
against charges of price conspiracy 
merits consideration. 


business 


Speaking be- 
tore a Senate Trade Policies Com- 
mittee last November. John M. Han- 
cock stated. “(It’s been said) where 
competitors sell at about the same 
prices the result is the 
though there had been a conspiracy 
and that there must be some illegality. 
Any such theory is not only a calum- 
ny on American business. it is also 
a conclusion contrary to fact. It as- 
~umes without realism that the lower 
price level is produced by collusion.” 
Mr. Hancock pointed out. “Apparent- 
ly. a seller now: is (1) guilty of col- 
lusion if he sells at the same price 
as competitors, in recognition of the 
fact that consumers in a free market 
will refuse to pay more to one seller 
than to another for virtually the same 
thing: is (2) guilty of profiteering if 
he raises his price to avoid the charge 
of collusion: and is (3) guilty of 
‘cut-throat competition’ if he lowers 
his price to avoid the charge of col- 
lusion.” 


same as 


* * * 


EIGHT MILLION dollars for toupees 
have just been spent by the English 
government for bald-headed patients. 


We can imagine the headlines of 
newspapers in opposition to this 
spending: “Government Spends Eight 
Million on Wigs to Warm Cold Pates” 
or “Toupees to Cover Tattered Tops 
to the Tune of Eight Million.” We 
can also imagine a speaker for the 
opposition harrumphing in the House 
of Commons: “Gentlemen, the spend- 
ing of eight million dollars for wigs 
is most outrageous. Toupees. indeed! 
While hundreds of our people run 
around with drafts in their pants. 
we spend eight million to get rid of 
drafts on bald heads. I say. let them 
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Step iv 


Pertinent Paragraphs on Business Progress, 
Shoewise and Otherwise 


wear hets like the rest of us!” And 
another member might jump up and 
say. “Here! Here! Instead of cover- 
ings for bald heads we ought to be 
thinking about coverings for 
feet.” And to that we say 
Here.” too. 


bare 
Here. 


lr YOU haven't already. write the 
Committee of Economic Development 
(CED) for a list of its publications. 
Since it was formed in September 
1942, this committee has made inten- 
sive and thorough studies of econom- 
ics and business, several good ones on 
small businesses have been included. 
The booklet Meeting the Special 
Problems of Small Business is espe- 
cially recommended for its clear and 
interesting analysis of small business. 
The committee is a private. non-profit. 
non-political association with a board 
of trustees composed of some of the 
nation’s leading businessmen. Its ad- 
dress: 444 Madison 
York 22, N: Y. 


* * & 


Women’s SHOE buying habits are 
revealed by Redbook magazine. In 
a study of 2180 Redbook women read- 
ers conducted in April, 1948, several 
interesting shoe buying habits were 
noted. Results indicated that as the 
age of women increases, they make 
less frequent shoe purchases. Pur- 
chase of shoes for street and general 
wear tends to increase with age, while 
the purchase of sports shoes tends to 
decrease as age increases. A larger 
proportion of married women and 
widows bought street and general 
wear shoes than was the case with 
single women. Conversely, a larger 
proportion of single women bought 
shoes for daytime dress wear than did 
married women and widows. 59.7 
per cent of the respondents paid $10 
or less for their last pair of shoes. 
women. while purchasins 


Avenue. New 


Younger 


more shoes than older women, tend to 
pay lower prices. 58.8 per cent of 
the women said they purchased their 
shoes at shoe stores, and 38.1 per cent 
said they purchased their shoes at de- 
partment stores. “Comfort” is men- 
tioned by 76.8 per cent as the number 
one reason for selecting shoes. and 
56.8 per cent mentioned style next. 
(nother question revealed that com- 
fort is by far the chief factor in pur- 
chasing street and general shoes. 
while style is the main reason for 
buying daytime dress shoes. although 
comfort is a close second reason. 71.1 
per cent of the women said _ they 
didn’t buy shoes to go with a bought 
or made new dress or suit. 


* * sf 


THROW AWAY your shoes and go 
barefoot if you want to be healthy: 
says Charley Haase who hasn't owned 
a pair of shoes since 1912, according 
to a United Press release. He says 
he hasn't had a cold in years, even 
though he goes barefoot. come rain 
er snow. Charley says he swore off 
shoes after working for three years 
in a marble-cutting factory. He got 
dust in his lungs and started going 
barefoot to let the dust work out 
through his feet. The treatment 
proved so satisfactory that Charley 
adopted it permanently. Mebbe so. 
but we'd like to see -Charley after he 
took a ride on a New York subway 


around 5 P.M.! 


* * * 


Tip FOR shoe salesman .. . “Don't 

sell shoes. Sell foot comfort and the 

pleasure of walking in open air.” 
+e + 


WE AIN’T got troubles .. . A recent 
issue of United States News and 
World Report points out that there is 
a slump in spending for luxuries. 
that the demand is off for everything 

[TURN 10 PAGE 132. PLEASE] 
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Perfect balance of the Queen Quality line (a type and style for every 





age, every taste, every occasion) plus the multitude of other advan- 





tages that Queen Quality assures its dealers, makes Queen Quality 





one of the most sought after lines in the women’s shoe field. 





Among these all important advantages are: 





@ A name nationally recognized and nationally 
advertised for over 50 years. 







@ A reputation for quality shoe making that 
assures full value in every pair. 





@ Styleful, perfectly fitting footwear that means 
profitable repeat business. 


@ A new addition to the Queen Quality line—Queen Casuals 
to retail at the popular price of $7.95. 








@ A complete in-stock service with its many 
# attendant advantages. 






@ The backing, know-how and resources of the 
world’s largest shoe manufacturer. 










Queen Quality dealers recognize and value these advantages. They 
know how important they are to a profitable operation. The Queen 









Quality line may be open in your 
city. Why not drop us a line and 







let our representative explain in de- 
tail what The Perfectly Balanced ... 5 
All-Advantage Line can mean to you. es 

To Retail at $10.95 - $11.95 


Some Styles $12.95 


Also Queen Casuals $7.95 




















QUEEN QUALITY SHOE COMPANY DIV: 





INTERNATIONAL SHOE COMPANY ¢ ST. LOUIS, MO. J 
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Entrance of the new Massagic Chicago store is a study in black and plate glass. The wide 
vestibule affords an opportunity to display a large number of styles in the two deep windows. 
Center door is of glass. affording a view into the store from the street. 


New Men's Store 
Designed for Efficiency 


View of the store 


from the front entrance 


showing the accessories section at the right 
and open stock shelving on the left. Unusual 
hand painted wall draperies are used at the rear. 


OUTSTANDING innovations in mens merchandising 
methods and distinctive design have been incorporated 
into Chicago's new exclusive men’s shoe store, Massagic 
Shoes at 224 South Wabash Avenue. Wevenberg shoes 
are featured. 

The new store. which comprises a selling area of 4900 
square feet was planned to gain the greatest possible 
efficiency for selling, display and storage. One side of 
the store is given over io display and the other to open 
shelf stock. The right wall is covered with rich walnut 
paneling. Murals of the seven Weyenberg plants deco- 
rate the areas between shadow type display boxes. These 
display cases are decorated with padded green leather 
to match that used on the upholstery of the chairs. A 
hand-painted drapery made up of a totem pole design 
sets off the back section of the store as a distinctive area. 
The left wall of the store is devoted entirely to open 
shelving. 

Just behind these open shelves is a special stockroom 
with space for 5400 pairs of shoes. This stockroom has 
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four entrances from the sales floor, so that it may be en- 
tered quickly and easily. This area is kept stocked, so 
that all sizes will be available at all times. The balcony 
section of the store, which at present is concealed by a 
false ceiling, is used for reserve stock. with a total ca- 
pacity of 40,000 pairs. A dumbwaiter between floors 
make rapid restocking simple and quick. 

The accessories department is located at the right of 
the entrance. Slippers, garters. belts. shoe trees. bill 
folds and other accessories are stocked here. Open shelv- 
ing provides space for 1200 pairs of hose. One complete 
glass shoe case is devoted to displays of assembled acces- 
sories. including scuffs, all types of slippers and socks. 

The store is owned and operated by A. A. Lifschultz 
and M. Melman, who also have another Massagic Shee 
shop in the La Salle Hotel. now entering its twelfth vear. 
Mr. Lifschultz and and Mr. Melman also own a family 
shoe store, known as Temple shoes, at 63rd and Kedzie. 


Chicago, which has been in business since 1929. 
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Teen-agers in every community are turning 
more and more to JOLENE Hollywood- 
Inspired Shoes. These fashion-conscious, 
budget-minded girls love JOLENE’s up- 
to-the-minute Hollywood styles. 


JOLENE aational advertising reaches millions 
of young women... your potential customers... 
make the teen-age mass-market YOUR market; 
feature JOLENE Hollywood-Inspired Shoes. 








SHOE COMPANY 


1126 JACKSON PLACE 
sT. LOUIS 





Shoes in the News 





it a recent Dublin style show, these two designs by Clarks 

Ireland, Limited, of Dundalk, Eire, received favorable atten- 

tion. The buckled boot is made of Colonial Silka Suede, in 

Pink Beige. The pump is of Avocado Green Silka Suede, with 

touches of darker green for contrast. An interesting point is 

in the sock lining stamp, which says “American Fittings.” 
+ * * 


Nor just any shoe is going to bring business into your 
store or department. Even such a popu’ar type as a casual 
shoe in a smart youthful pattern will bring more sales if it 





with hand-lacing and Foam- 
tread, foam rubber, soles. 

Available in a range of pop- 
| ular colors. From Wellco. 


| ey 
} Emily,’ two-strap sandal 








is backed up by individualized styling and a special con- 
struction that adds lightness and comfort. These are the 
things that add promotion possibilities to the shoes in your 
store. 

* * & 
§ HOES for indoor leisure wear call for special styling if 
the retailer is to have consistently good business in hi- 





“The Elf,” designed by Dave 
Evins and made by Daniel 
Green, smart and easy on 
the foot. The upper is of 
fine wool felt, complete non- 
conductor of heat and cold. 
and the sole of piano felt. 











| 
& J 





slipper department. This footwear must give more sense of 
ease and comfort than a pair of old shoes or else the average 
[TURN TO PAGE 112, PLEASE] 
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4 @ All over America this spring modern “Forty-Niners” will make a “‘bold rush” for Fortune's 


hefty new “Boldies.’” Smartly styled of rich, plump leathers and with extra thick soles ‘Boldies” are specially 


designed by Fortune to emphasize the popular bold look . . . to capture the young men’s trade — your most profit- 
able shoe market. The bold rush for these brawny styles will start among style-wise young men everywhere 
when Fortune’s full page, full color ad featuring “Boldies’’ appears in Collier's February 26 issue .. . when 


Fortune dealers tie in with the Collier's ad by picturing “Boldies”’ in their local newspaper ads and by trimming their 
windows with the traffic stopping “Boldies” window panel and “Boldies”’ styles. For complete information on the 
Fortune plan to promote “‘Boldies,” write: Richland-Davidson Shoe Company 


Division General Shoe Corporation. Nashville, Tennessee ag 


TO RETAIL AT 


$8 to $Q% 
most styles 
Osotune 


SHOES FOR MEN 


























SPEAKING 
OF 


UNIFORMITy 





makes you 
think of 


once 
insoles 








“Like peas in a pod” only begins to describe the uniformity of shoe-making 
characteristics offered you by Onco—and assured by strict laboratory controls. 





Other advantages include economy . . . stronger internal ply strength . . . marked 
resistance to wear —not to overlook the comfort and flexibility that turns customers into friends. 





For the manufacture of top quality, high grade or popular priced shoes, 













Onco is the smart choice in today’s market. Once you specify Onco— you'll specify it again. 





ONCO S BASE 


for sock Linings and Heel Pads — 





ONCO PLUMPER STOCK for backing 
and reinforcement purposes—all are 












products of 


BROWN COMPANY 
500 FIFTH AVENUE 
NEW YORK 18, N.Y. 


yeiliry 





Vis 
COMFOR 


es 





ONE-COMPANY CONTROL FROM RAW MATERIAL TO FINISHED PRODUCT 





















This... 


SAYS FHS FOuUSGER FET 


ts what we want : 


Heea the voice of the 


industry’s best customers -— the high school, 







college, business girl group. Here’s what 






they are voting for this Spring -This smart, 
low-heel, low-throat PAMPER PUMP. 


The wanted short vamp in welt construc- 








tion on a last that holds on comfortably. 






Two patterns in smooth or suede leathers — 






in green, red, blue, brown, 


black, gray. To retail at 






i = za 


OTHER STYLES 





THIS SPRING 










WRAPPED CREPE WELTS 


CLASSIC Wrapped-Crepe welts in 


suede and smooth leathers, in a 








variety of colors and combinations. 


To retail at @ 


aim ~HUISKAMP BROTHERS CO.  KEOKUK, IOWA 


Lynbrook, L. I, N. Y. 

Bs Ms TE oso. in. 0. 50s in Se 550 Sherlock Bldg. 
Portland, Ore. 

HARRY BERKOWITZ................. 406 Haas Bidg. 
los Angeles, Calif. 

Bs Wes MR si o50\0 SS ode eee jan Farnam, Neb. 
D: FM 6s heey vacexeey 3113 Harriet St. 
Minneapolis, Minn. 

Ss RE iis cicunwccacoess 434 Walker Ave. 
Memphis, Tenn. 
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the only real ARCH SUPPORT CASUALS 
e IN STOCK APR. 15 


WHITE ELK 








TEDDY 
6823-1 White elk in stock 
1823-2 Black suede, make-up, 39 days’ delivery 
FRITZIE 
6721-1 White elk in stock 
& : 1721-2 Block suede, make-up, 30 days’ delivery 







ROMAINE 


6512-1 White elk in stock 
1512-2 Black suede, make-up, 30 days’ delivery 


Breatu-TaKinc in their daring conception, 
these “gems” are not alone the only real casual 
arch support shoes, but are being accepted on 
sight from coast to coast. 


— “Cork-Cushioned” from heel to toe—nationally advertised. 
[| | | @ AAA, AA, B,C, D. Sizes 2 to 10. 
d 


RNAI Py AY G35 


{hCM 
SUPPORT SHOES 
























went OR REFUND 
SS >> 
* Guaranteed by @ 
Good Housekeeping 
F 


0, ww 
74S apventisty THES 














Sales Representatives: 
BEN SAMELSON, 1202 Haas Bidg. JOHN H. BOYLE, Merchandise Mart, 
Les Calif. 


Life-Guard Shoes in Stock: 





Angeles, 21 West Main St., Oklahoma City, Okla. - r 
California, Washington, Oregon Texas, Oklahoma, Arkansas, DIA-TRED SHOE CO. 
B. R. BOYLE, 900 6th Ave = aii , 139 Duane St. 
Red Oak, lowe ——. New York City, N.Y.  ) 
—_ a Nebraska, Utah, Western Pa., Western N. Y. for New England States 
— AL. A. EPSTEIN, Box 217, Austell, Go. Pennsylvania, New York 
PHILIP STERN, 4239 College Ave. Georgia, Florida, South Carolina M lend 
India is, Ind. Louisiana, North Carolina, Alabama. aryian 
Indiana, Illinois Tennessee 
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KIDDIE SANDALS 


Have a built-in 
POINT 
of SALE! 


-> a“ 























HAVE LEATHER 
COVERED SPONGE 
RUBBER CUSHION 


x DURABLE ... High grade elk finish cowhide uppers. Chrome retan 
leather soles. Goodyear stitched. 


* EASY TO STOCK... Adjustable vamp, fits all feet with one width. 


* VARIETY ... Open or closed back in Brown, White, Red, Beige, 
Sizes 4-12. 


* AVAILABLE ... We are prepared to ship from stock. 


Nationally advertised SUN-SAN Sandals are sold from 
coast to coast. Dealers are assisted by point of sale 
advertising material. 


STURDY ENOUGH TO PLAY IN... ATTRACTIVE ENOUGH TO “GO PLACES” IN. 


HOY SHOE CO., 1128 Locust St., St. Louis, Mo. 
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YOU CAN EXPECT STEADY PROFITS WITH 


PRIMA 


DANCE FOOTWEAR 


The only line with Parent's seal of approval! 


Here’s the shoes that practically walk out of your store by 


ats? 
=e 


themselves. They're your “‘bread-and-butter” styles that <.«- 
are the same year after year. Never a mark-down needed ‘yyy Ae 
with these steady sellers—and for a traffic builder, there’s 

none better! They offer a minimum investment with 


satisfactory profit, due to our large 
in-stock department. 








World's largest 
dance footwear 
manufacturer 
and 
distributor! 





ACROBALLET SANDAL 








ADVANCED PLEATED-TOE BALLET 








Soft toe ballet in black or white cclt, unlined, 
with soft non-skid pearl split sole. Style 10, 
$1.90. Style 10X, same as Style 10 with lighter 
weight construction, and packed in kraft en- 
velopes instead of boxes, $1.80. Style 12, same 
as Style 10 only lined, $2.15. Full sole student 








Soft, split elk sandal in 
fawn, black, white, red or 
green suede. Style 1, 
$ .75. Style 8C, same as 
Style 1 with6-iron natural 
crepe rubber sole, $1.25. 


ballet (not illustrated) in black or white colt, 
unlined, with soft non-skid pearl split sole. 
Style 11, $1.90. Style 11X, same as Style 11 
with lighter weight construction, and packed 
in kraft envelopes instead of boxes, $1.80. 
Sizes small 8 to large 3 furnished with 38° 
elastic goring across instep at no extra charge 
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a THEO TAP TIE 











Theo tap tie with improved ‘‘Feather-flex” 
construction, Prima over-the-toe, profes- 
sional-type “Master taps” included, un- 
attached. In black patent or white leather. 
Style 17—Child’s, 52/12, M width, $2.50. 
Misses’, 1242/3, A & C widths, $2.75. 
Girl's, 3'2/9, AA & B widths, $3.00. 
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for our new, FREE 
catalog of PRIMA 
dance footwear! 


HANDMADE 


HARD TOE BALLET 








PRIMA. Ine. 


705 Ann Street 
Columbus 6, Ohio 


18, $4.00. 


Hard toe ballet in pink satin, with new “Feather- 
flex” construction; no breaking in required. Style 


HAND-LASTED 


There is a service charge of 15c per pair on orders for less than 12 


pairs of a style. Terms—net 30 days. 


“Smart and Easy” 
Sells the Casual Shoe 


[CONTINUED FROM PAGE 69] 


women’s casual shoes this coming 
Spring and Summer. It will help to 
guide you in choosing patterns, colors, 
materials and heel heights for your 
older customer so that she can have a 
shoe that is not only comfortable but 
smart in a dignified, suitable pattern 
and color. There are plenty of such 
styles available in the casual shoe 
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COMMENDED 


PARENTS 
MAGALINE 


market in soft constructions, less 
opened-up patterns, on 12/8 to 14/8 
heels, more comfortable for her usually 
than flat heels. 

For your young customer—young 
and more daring in taste, if not in 
years—you can let yourself go with 
novelty patterns and colors; patterns 
ranging from the most open laced or 
thong sandals to closed, soft toe, little 
girl’s strap shoes and colors in every 
shade in the rainbow, plus more besides. 
Gold there is, too, and a new gold shot 
through with green especially designed 
for the new iridescent cottons and 


named for them “iridescent gold.” 
Types and styles, colors and materials, 
are more varied than ever before. The 
problem is not how to find attractive, 
smart casual shoes, but how to pick a 
smal] number that will be just the right 
ones for you to stock in a range of sizes 
and to promote with every medium at 
your disposal. A few carefully chosen 
styles in a wide range of sizes, colors 
and, possibly, materials, that’s the mer- 
chandising idea that is keeping smart 
retailers up front in this competitive 
year of 1949. The shoes and then the 
advertising, display and fashion pro- 
motion to bring your prospective cus- 
tomers into the store—these are both 
part of the “smart and easy” that sells 
casual shoes. 


Color: Festive Note 
In Summer Styles 
[CONTINUED FROM PAGE 70] 


as leather. Then you’ve got something; 
something to promote and something tc 
fit the greatest number of feet. 

There’s plenty of choice in both colors 
and materials in this season’s warm 
weather shoes. So many, that there is 
danger of confusion. As we have viewed 
the lines in recent weeks the two 
types—pastels and brilliant shades— 
have both looked more interesting and 
style-right than they did two or three 
months ago. Then, the delicate pinks, 
blues, mauves and yellows looked almost 
too light, both alone and in combina- 
tions. Now, with the whole fashion pic- 
ture in clothes for Spring showing a 
strong trend toward these pale shades, 
these shoes look very lovely and style- 
right. In the brilliant colors, the favor- 
ite combination is expected once more to 
be royal blue, red, yellow and bright 
green. Sometimes the yellow is omitted 
but, since it is considered to be impor- 
tant as a single color, it will probably 
be more often included. Orange and 
turquoise are two new “hot” shades to 
watch. These brilliant shoe colors can 
add a vivid touch to the whites, naturals 
and pale, pale shades destined to be so 
popular in Summer clothes. And, re- 
member, handbags and accessories are 
available to match. 


Chicago Shoe Traveler 
Committees Appointed 


CHICAGO.—AI] committee members of 
the Shoe Travelers’ Association of Chi- 
cago for 1949 have been appointed, Jack 
Walsh, president, announces. 

U. K. Allen, Ira Mack, and Billy 
Hubbard make up the entertainment 
committee; William Stamm heads the 
Welfare committee; and John Ruck- 
man, Insurance. Norman N. Souther 
is chairman of the Employment com- 
mittee. Serving on the Publicity com- 
mittee are Grayce Mattes, B. C. Bowen, 
and John F. Cook; and on Membership, 
Bob Newell and Paul Darrah. 
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For casual smartness, for easy-going 
comfort, for long wear, there’s no more 
favored leisure shoe on the market 

than Winthrop’s In-’n-Outer. Shown here 
are but three popular patterns. These 
numbers and the complete In-’n-Outer 
line represent a tremendous potential for 
extra-pair sales and extra-dollar profits 

in the leisure months ahead . .. make 
sure your stocks are complete. 


Styles shown are in stock $ ) . 


for zmmediate delivery. 





WINTHROP SHOE COMPANY « DIV: INTERNATIONAL SHOE CO. « SAINT LOUIS 
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A First Sale... 
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brings years of PROFIT. felt lale Toe 


the sensational new growth 
register packed with Trimfoot 


2 





ng Shoes, brings your customers 
; ; back for size changes more § 
: When a mother buys her first Trimfoot often. For the first time, it en- : 
x Shoes she buys more than a pair of shoes. | ables mothers to see, in their 
Sie: 4 own homes, when children’s P 
i She buys a continuing solution to her prob- shoes are outgrown and no * 
I lem of caring for her child’s foot health longer safe to wear. 
- throughout the growing years. - 
5 i me early... bs ey et : 
: Mothers learn the Trimfoot name early Ww at otters you: : 
* remember it... know it stands for good, . 
a reasonably priced shoes made especially 1. The largest pre-sold wane market. - 
i : : k f 2. Real value at modest price. : 
: for children... and continue to ask for 3. Recognized health features (Cuddle-Back Heel, Extra Toe : 
= “Trimfoot.” Room). : 
‘ 4. Accurate fit with the Brannock Device. 
: ssformation? Wri 
3 Want more é jon ? Write for photolog. 5. Exclusive Tell-Tale-Toe service. ¢ 
% TRIMFOOT COMPANY, TRIMFOOT TERRACE 6. A consistently advertised name. 
% FARMINGTON, MISSOURI 7. Material to tie in profitably with Trimfoot promotion. z 
% # 
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BOSTON STORES CONTINUE 
CLEARANCES 


CLEAR cold weather on the last Sat- 
urday in January following a full 
week of rain and slushy snow brought 
retail buyers into downtown Boston’s 
shoe stores and departments in num- 
bers sufficient to make it the best 
day of the month. Although accurate 
figures were not available in any 
store, most merchants felt that month- 
ly figures, when compiled, would show 
a gain in dollar sales over those of 
last year of between ten and fifteen 
per cent—this despite the fact that 
markdowns taken this year were far 
greater than in 1948. 

Clearance sales, however. are ex- 
pected to continue well into the latter 
part of February, even though they 
may not be advertised heavily. since 
many stores still have over-stocks of 
styles which they feel are obsolete and 
which must be cleared before early 
Spring styles can be pushed aggres- 
sively. 

Illustrating the severity of this Win- 
ter’s markdowns is a recent promo- 
tion in the high-grade shoe shop on 
the fifth floor of the William Filene’s 
Sons Company store. Depart- 
ing sharply from established practice, 
sale shoes were placed on_ tables 
along one department wall, arranged 
by sizes from 4 to 9 and offered at 
prices ranging from $4.95 to $13.95. 
the original prices having been $7.95 
to $28.95. Included were a wide range 
of types and styles, including sandals. 
formal evening footwear, saddle ox- 
fords in brown and white and casu- 
als and dress casuals in suede and 
smooth leathers, reptile and fabric. 

Another high grade store, that of 
the Thayer McNeil Company, on 
Temple Place. continued their half- 
price clearance sale. Patent leather 
sling backs with closed toes, and 
closed heel, open toe pump types, 
also of patent leather, were offered 
at $3.95; other pump types of smooth 
black leather at $4.95; and brown 
calf oxfords at $7.95. In somewhat 
higher grades, sale prices of pump 
and oxford types were offered at from 
$7.95 to $12.95. 

Medium grade stores, generally 
speaking, have been returning gradu- 
ally to their former, and regular, 
price levels insofar as their regular 
lines. are concerned. Richard’s Gold 
Cross Shoe Store on Washington 
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Street. for instance, is selling its 
leather dress-and-street shoes-at-$8.95 
to $10.95 but displayed during the 
last week in January a line of new 
Spring casuals at the low price of 
$2.99. These included well opened 
up patterns in white, green and grey 
lizard and black suede, all with plat- 
form soles. 

On Summer Street. both the Regal 
and Douglas stores offered ballerina 
types in colors, the former at $3.95 
and the latter at $3.99. A line of 
seemingly sturdy walking oxfords in 
brown leather was offered by Doug- 
las at $4.99. 

Worrying the more thoughtful mer- 
chants of the city at this time is the 
fear that the public, because of the 
extended season of clearance sales. 
may have become imbued with the 
idea that shoe prices are on a per- 
manently lower level. They have not 
been able to find out definitely what 
the average woman feels is a fair 
price to pay for shoes and they feel 
that, when the sales are over, there 
may be a revival of consumer resist- 
ance which will necessitate buying 
lower price lines than they normally 
would carry. As one merchant put 
it: 

“The problem we are facing is one 
of balancing stocks against expected 
sales. This has never been easy, of 





SARS FIFTH AVENUE 


exclusive 
RESORT SHOE 
COLLECTIONS 
from 

SFA’s 

famed 

shoe salon 


Pale linens and stepes of 


2 tra? of footsteps Ie the Bgbt 


eather, meshes 


of kid, natural ra®ar 


Shoes for those attending resorts 

were offered in this attractive fash- 

ion by Saks Fifth Avenue, on the spot 
at Miami Beach and Palm Beach. 


course. and it becomes doubly hard 
this year because, to the factors of 
an over-abundance of colors and pat- 
terns in the Spring lines we have 
seen, we must now add the factor 
of price and no one knows just ex- 
actly how influential that price fac- 
tor is going to be.” 
* + # 


ST. LOUIS VIEWS 
CASUALS WITH CAUTION 


Sr. LOUIS retailers say there is a 
danger this Spring in going off the 
deep end on casuals. It’s not that 
they aren't buying this type foot- 
wear. and it’s not that they don’t be- 
lieve the casual movement will make 
even deeper inroads into sales vol- 
ume for 1948. 

“But there is a very positive hazard 
for the shoe merchant.” said the man- 
ager of one of St. Louis’ leading 
downtown shoe stores. “in the great 
variety of casual footwear promoted 
by such a vast number of manufac- 
turers. Obviously, it can’t all catch 
the imagination of today’s smart wo- 
man, and that portion which does not 
is going to take some powerful push- 
ing to move off the shelves.” 

Another leading downtown buyer 
offered similar views. “The market's 
cluttered with cheap casuals,” he de- 
clared. “Where do the manufacturers 
think theyre going to sell all of 
them? Not to me and not to my 
competitors. I would guess.” 

In spite of these chilling words of 
caution however. buyers here agree 
that they anticipate doing a heavier 
business in casuals this Spring than 
last. They feel that the trend to 
casuals for Spring and Summer wear 
long since passed the novelty stage; 
that their popularity is a consumer 
trend which will be with us for many 
years. They thus have bought more 
casuals this year and they will pro- 
mote them more heavily. 

Some of the wariness expressed by 
S. Louis buyers about the casual pic- 
ture for Spring probably should be 
taken with a grain of salt. The 
weather in late January was miser- 
able. Customers who did venture 
out amid the slush and freezing rain 
came into shoe departments with cold 
feet and buying moods of about the 
same temperature. 

As a result sales were down dur- 
ing the last two weeks of the month, 
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making an objective appraisal of the 
approaching Spring season rather dif- 
ficult. One leading buyer said his 
volume was off 20 per cent. And 
a trip through the leading depart- 
ments on a typical dark day here last 
month certainly would confirm it. 
* * * 


CHICAGO RETAILERS 
OPTIMISTIC FOR SPRING 


RETAIL shoe selling in Chicago took 
on a much rosier hue with the ad- 
vance of the New Year. January 
clearance sales were most successful 
in all quarters. with the reduced high- 
er and medium priced shoe selling 


particularly well. Inventories have 


reduced and stocks are in a 
much healthier condition than they 
have been for some months. 

Retailers are now optimistic in 
their outlook for Spring in this area. 
Lack of snow and cold weather has 
kept their sales volume down con- 
siderably. and most of the stores are 
left with almost their entire supply 
of rubbers and galoshes to carry over 
until next year. The mild Winter 
has also cut somewhat into sales of 
sturdy and heavy-type tailored shoes 
for women. However, women bought 
good shoes in the sales, and regular 
types have begun to move again since 
the first of the year. 

Resort and early Spring promo- 
tions interspersed with clearance sales 
have been a bright spot in the local 
shoe picture. Most State Street stores 
have devoted their main windows to 
showings of apparel for Southern 
wear, including a number of high 
colored shoes. A few whites and 
spectators have appeared in the show- 
ings and in fashion shows in the 
stores, but emphasis is on colored 
types. Joseph’s has been running a 
series of windows of colored shoes 
both in multicolors and solid bright 
reds, blues, yellows and greens. as 
“Exotic Shoes.” 

Marshall Field & Co. devoted a 
full-page advertisement to resort and 
cruise footwear. The selection in- 
cluded sandals, pumps, wedgies, with 
a multicolored ghillie tie wedge with 
platform sole, white suede flat with 
gold kid platform and ankle strap. 
purple suede tie with yellow caif 
trim, and a multicolor calf wedge 


been 
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The pump in a large variety of ver- 

sions was the theme of this interest- 

ing presentation by Marshall Field 
in Chicago. 





sandal among those shoes highlighted. 

In current selling, the opera pump 
is still the favored type. with anklets 
also in good demand. Field’s showed 
ten styles of pumps in a large ad- 
vertisement and more in departmental 
display. Advertising copy read, “Last 
year the opera pump became a sen- 
sation. This year the pump takes 
on exciting variations.” Variations 
referred to were those in shape—with 
deep V-throats. rounded baby doll 
lines, narrow toes. and latticed vamps. 
Material innovations include Mexican 
alligator. Calcutta lizard. linen. buck- 
skin and satin. 

Navy looms important in early 
Spring style forecasts and promo- 
tions. Carson, Pirie, Scott & Co. is 
featuring a Spring suit in a greyish 
blue accessorized with navy shoes. 
gloves. bags and hats. Field’s sug- 
gests navy blue underscored with 
black accessories. One of this store's 
recent “in the news in the know 
fashions’’ advertisements stated. 
“Spring will be a chromatic scale of 
blues not just navy, not just 
pastel, but new blues. deep blues. 
beautiful blues, blues with character. 
And you will wear them with black.” 

* +. 2 


SAN FRANCISCO STORES 
HOLD EXTENSIVE SALES 


THE month of January saw San 
Francisco shoe merchants conducting 
some of the most active and drastic 


price reducing sales seen here in 
many years. Usually these clearance 
sales have been confined to broken 
lines. odd lots and novelty numbers. 
but this time the price cuts were 
general. For example. Sommer & 
Kaufmann used large newspaper 
space to advertise cuts of from ten 
to fifty per cent on every pair of 


shoes in stock. Similar reductions 
were made by most of the other lead- 
ing shoe merchants. There was a 
general movement to unload every- 
thing in stock and reduce inventories 
in order to be ready for whatever 
turn the market might take. 

Some stores are planning to follow 
a policy of smaller inventories and 
more frequent turnovers during 1949. 
and taking advantage of changing 
market conditions as the price curve 
turns downward. Many feel that 
there will be a downward trend in 
sales this year. However, the buying 
response to the January sales was ex- 
ceptionally good, a number of store- 
having a surprising increase over Jan- 
uary sales a year ago. The tendency. 
nevertheless, is to proceed with cau- 
tion, waiting to see what effect the 
actions of the new Congress will have 
on business conditions. 

Promotions of new Spring styles 
started the first of February with 
models decorated with studs, bows 
and novelty straps receiving the most 


attention. 
* & & 


TWIN CITY STORES 
STRESS COLOR 
Minneapolis 
STORES are suggesting Spring and 


Summer styles in displays which are 
now tuned to Winter travel and wear 








in Southern resorts. Color promise 
to play a large part in footwear to 
brighten up suits as well as in casu- 
als. The latter are being shown in 
a wide selection of soft comfortable 
styles. Crepe soles are noticeably 
high in favor in offerings of casual 
types. 

Grey appears to be a strong seller 
in dress shoes. These are offered in 
suede and in reptiles. Strongest color 
note for Spring is navy. Window dis- 
plays show complete ensembles of 
navy in suits. hats and shoes with 
matching bags. 

Young-Quinlan is emphasizing that 
today’s shoe is a silhouette, with stress 
placed on graceful line. Both open 
toe and closed. with straps for key- 
note in sandals and pumps, are popu- 
lar. They are offered in black, brown 
or navy calf and in balenciaga or 

[TURN To pace 102, PLease! 
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~— CURTIS 


POW-WOWS! Around town, across country! On campus, 
country lane, city square. “Naturals” . . . with the power-punch 
that sells shoes. Exclusively CURTIS in handsome 
smooth styling, smart sleek lines, beautiful finish. Bold, rugged, 
yet light in weight. Selected fine leathers, and 
CuRTIS’ exclusive construction for comfortable, long wear. 
POW-WOWS! A sales-power trio! Priced right for today, tomorrow! 


INSTOCK—IMMEDIATE DELIVERY 


Curtis Shoe Company, Inc., Marlboro, Mass. 


Copyright 1948, Curtis Shoe Co., Inc. 


Nationally advertised in ESQUIRE 
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IN LEATHER HISTORY 


Character cannot be weighed on a scale; neither can the real value in a piece of 
leather. The Northwestern Leather Company, after fifty years of business life, makes a 


modest and justified claim to a measure of success in the manufacture of fine leathers. 
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Starting with the best materials and facilities available in 1899, under progressive 


leadership, Northwestern has kept pace with modern scientific progress. Two 
requirements have been the basis for Northwestern’s continued success — 
character and capability. These are the necessary qualifications for membership 


in the company, from youngest beginner to president. 


As this milestone is reached, Northwestern moves on to the next half century 
with full confidence and determination to maintain leadership. With a salute to 


the past and a hail to the future, we announce our golden jubilee. 


NORTHWESTERN LEATHER COMPANY 
BOSTON 11, MASSACHUSETTS 


LEATHER § 


'N WEL NORTHWESTERN TANNAGES : 
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Because it provides the utmost in rigidity, 


¢ 
the Vita-Tempered APEX shank with either Vita-Tempered 


two or three ribs is first choice for work STEEL SHANKS 


shoes and other heavier types of footwear. are Tough, Hard, Uniform 


e Fit like master models 
e Clean, ready to use 
fitted to the shoe manufacturer's run of lasts. e Preserve balanced tread 


And, like all United shanks, the APEX is 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 





Style No. 7959, 
Men’s Last, 
Sizes 6 to 12 


Style No. 5959, 
Boys’ Last, 
Sizes 1 to 6 








TWO SALES WITH 


A.SINGLE THOUGHT 
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You can make two sales at a time when you 




















sell Belleville’s ‘look-alikes’ —mmatching pairs 
for father and son. 


You can give both father and son an absolutely 

correct fit, too; because Belleville styles are 

made in two size runs ...and what is especially important, the boys’ (1 to 6) is made over 
separate and distinct lasts from the men’s (6 to 12). 


In Belleville Shoes you'll find proper fit alongside rugged wear ... styled with appeal, ... 
in the $5.50 to $9.95 retail price range. Sell Belleville! May we tell you more? Write: 


BELLEVILLE SHOE MFG. CO., BELLEVILLE, ILLINOIS 
New England Distributor: KREIDER-CREVELING SHOE CO. + 602 Atlantic Avenue + Boston 10, Mass. 


Buyers know: “Belleville Shoes are Honest Shoes” 
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grey suede and on either high or 
Cuban heel. 

Many stores report that sales are 
slow, but others state they are sat- 
isfactory for this season of the year. 
Spring sales have not opened up yet, 
and severely cold weather has kept 
shoppers out of the stores. Clear- 
ance sales are reported as having 
been good. 

Rubber goods and storm shoes have 
been selling well in those stores which 
have a good supply. 

C. M. Stendal had a pre-Spring 
showing of gay casual shoes in a wide 





selection of styles. Spring-grey and 
wheat color were among the colors 
presented. Black suede is also strong 
in casual shoes at this store. Other 
colors offered were green, beige and 
navy. 

Maurice L. Rothschild offered a new 
Spring style in an ankle strap plat- 
form in navy doeskin combined with 
grey lizard, with matching bag. En- 
sembles are promising to be as strong- 
ly promoted this year as last, with 
stores profiting by the two-unit sale. 

* * * 


Saint Paul 
SAINT Paul shoe stores and depart- 


ments are starting their Spring sea- 
son showings with strong promotions 
after clearing out old stock in early 
sales which were received well. 

Schuneman, Inc., played up blue 
opera pumps in an adaptation of the 
popular d’Orsay style by linking them 
with blue accessories in a prominent 
advertisement. 

The Emporium is featuring strong 
advertising in a heavy promotion pro- 
gram, using full-page and half-page 
ads. 

Basement stores are also featuring 
their medium price stocks in adver- 
tisements, appealing to price-consci- 
ous groups. 

Casuals promise to be popular in 
the Spring picture. Stores have good 
stocks in wide varieties of styles and 
in many colors. Black casual shoes 
ere being received well for current 
wear. 

A great variety of Spring styles 
is shown. Black and brown are fa- 
vorite colors for street wear. Black 
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calf is a strong selling number at 
present, with suedes expected to 
swing into first place somewhat later. 

Husch Bros. featured a_ triple- 
strap softie wedge in black suede and 
in black calf. Maurice L. Rothschild 
& Co. caught attention with a large 
sale of men’s shoes to clear stocks in 
readiness for Spring merchandise. 
This was featured as the store’s first 
men’s shoe sale since before the war. 
Grains, calfskins and kid leathers. 
wing tips, straight tips and mocca- 
sin styles in black and in tan were 
included. 

* * # 


LOS ANGELES DEBATES OPEN 
VERSUS CLOSED SHOES 


A RETAILER'S battle between open 
and closed shoes seems to be taking 
place in Los Angeles for the forth- 
coming seasonal promotions. Rather 
than straddle the fence on the ques- 
tion and do a mediocre business, most 
retailers have taken a definite stand 
and are advertising and stocking to 
the hilt the types of shoes they feel 
are best suited to their individual 
stores and clienteles. 

In the $15 and up bracket, a num- 
ber of stores are featuring only closed 
shoes with only a very few standard 
open types for those women who have 
worn them for years and will not 
acquiesce to closed types. In these 
stores, closed shoes are almost ex- 
clusively the only style being shown. 
The extra pair business is planned 
for a few open styles, while the vol- 
ume business is expected in the closed 
patterns. Because a terrific job was 
done in November and December on 
closed shoes. certain retailers expect 
the trend to continue up to Easter 
and even beyond that. 
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MANDEL'S 


Only the illusion of a shoe was this 
one shown dramatically by Mandel's 
in Los Angeles. 


Controversial opinions have been 
expressed by buyers in both the medi- 
um ($10 to $15) and in the popular 
price stores. The medium price stores 
are featuring open toe and heel san- 
dals, and filigree vamps, mostly on 
platforms. Many merchants feel that 
women would welcome a change to 
open shoes in order to inject variety 
in their shoe wardrobes from the clas- 
sic opera pump which is still the big- 
gest single seller in dress shoes. The 
main reasons offered for this desire 
for open shoes were that they are 
more feminine, youthful and high style 
than are the closed types. The consen- 
sus is that the trend is not a question 
of comfort but of looks and fashion- 
rightness. 

In the popular price brackets, the 
feeling is that the demand for the 
coming few months will be over 60 
per cent for open styles in both cas- 
uals and dress types because of the 
freedom afforded the wearer along 
with the fashion angle. One retailer 
even went so far as to say that he 
has noticed women coming into his 
store to purchase open shoes _be- 
cause they could not find the style 
desired in the higher priced stores 
which were concentrating on the 
closed types. 

# * * 


WEATHER RETARDS SPRING 
SALES IN LINCOLN 


CoLp weather cut down sales of 


women’s Spring shoes in Lincoln. 





in January, but 


Neb.. buyers re- 
ported increased volume over the 
same period a year ago in storm foot- 
wear and clearance items, while men’s 
and children’s shoes were said to be 
moving about even with last year. 
All stores queried reported that they 
are planning for an increase over last 
year in Spring volume, with no great- 
er consumer resistance to prices than 
was encountered a year ago. 

Blue. grey and green have been 
the most wanted colors in Spring 
shoes for women, while a buyer whose 
sales have been running nearly 25 
per cent ahead of January 1948 de- 
clared that grey suede has been a 
best-seller. The latter number was 
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Nationally Advertised 


for easier, more profitable sales 





The quality leathers, expert design. honest 
craftsmanship, and exclusive “Mello-Stride” 
feature of the John C. Roberts Shoe are pre- 
sold by dominant national advertising. That’s 
why the John C. Roberts Shoe enjoys ready 
nation-wide acceptance with particular men... 
that’s why it would be an easy. profitable 
seller for you. We'll be happy to tell you what 
you want to know about the John C. Roberts 


Shoe —just ask us 


FRIEDMAN-SHELBY DIVISION « INTERNATIONAL SHOE COMPANY « ST. LOUIS 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Meee “tll tit and Markets 


New England 


For the next six weeks, at least, large numbers of New 
England’s shoe factories will be operating at a higher 
percentage of capacity than at any time during the last few 
months, and several informed trade observers feel that, in- 
sofar as monthly comparisons are concerned, 1949 will be 
better than 1948. 

The spurt in activity is noticeable particularly among 
manufacturers making shoes to sell at up to $5, and almost 
to the same extent among those making style and sport foot- 
wear, the former for women and the latter for misses, at 
retail prices up to $10. Buyers for chains and other volume 
distributors during the closing days of January detailed 
orders which had been on the manufacturers’ books for 
some time and thus cleared the way for this before-Easter 
upsurge. In probably 75 per cent of these detailed orders, 
delivery in sixty days, or less if possible, was specified. 

Leading wholesalers also report an increase in business 
in women’s novelty footwear and in men’s work shoes de- 
signed to sell at popular prices. This increase, it is 
rumored, follows a downward revision of prices in many 
cases. 

Northern New England manufacturers of children’s shoes 
report a demand for sandals and types other than staples. 
The latter are being made for stock, however, in the belief 
that the demand will strengthen not later than March 1. 

Most good grade men’s shoe manufacturers are still some- 
what slow but are doing a better business than they have 
heretofore had. Those with in-stock departments report a 
steady flow of orders. 


Chicago 


Mip.JANUARY found both retailers and manufacturers 
in the Chicago area in a much improved frame of mind and 
much more optimistic and secure as to the outlook for 
Spring business. Retail clearance sales were good in all 
quarters, particularly on reduced medium and higher priced 
shoes. With inventories considerably reduced, retailers have 
been much more open in placing orders or reorders on 
Spring shoes. Salesmen out on their first trips of the year 
have been sending back substantial orders. Attendance at 
the January show of the Shoe Travelers of Chicago was 
the best it has been in some time, and buying was active. 
Buying, however, continues conservative, with retailers 
particular in demanding that they be given a greater range 
of patterns from which to choose, especially in medium and 
lower priced shoes. It is now a well established fact that 
the shoe business has returned to a seasonal operation and 
is no longer a twelve-months’ proposition. Merchants will 
buy shoes as they need them and no more, and on a very 
close margin at that. Retailers are definitely buying for 
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only a few months ahead and are building inventories 
with an eye to each season, clearance sales, and as few 
carry-overs as possible. 

Most manufacturers believe that they have at last found 
their price level and that current prices will remain more 
ot less stable for the next six months. Some factories, which 
raised prices when controls went off, have not yet made a 
complete adjustment in accordance with current buying 
trends. Medium price lines are still in the best position. 

Manufacturers are being called on by the retailer for 
more help with promotional material, particularly for Easter. 
They realize that they must return to the prewar method 
of merchandising by using Easter as a means to sell more 
shoes as well as other apparel. Most factories have in- 
creased their supplies of newspaper mats, advertising sug- 
gestions, radio tie-ins, etc., and several are embarking on 
special Spring cooperative newspaper advertising cam- 
paigns in metropolitan areas. 


St. Louis 


PRODUCERS who needed cutting here early in January 
now find that their number one problem is not business, but 
making good on promised deliveries in time for pre-Easter 
selling. It should be pointed out, however, that St. Louis 
manufacturers anticipated heavy factory schedules concen- 
trated into a short period due to last Fall’s sluggish buying, 
and for that reason expect to solve the delivery problem in 
good order. Meanwhile production during the current 
month is rolling at a near “full blast” tempo. 

Producers of women’s and children’s casuals, according 
to numerous reports, are doing a land office business. And 
manufacturers of conventional types are not complaining. 
Some manufacturers have asked the question, “How severe 
will the lag be after we fill Spring orders?” But most of 
them answer this question in the same breath with the stock 
answer, “That will depend on the success of our dealers 
this Spring.” 

“If we get a good break on the weather this year,” one 
manufacturer said, “retailers should be able to turn their 
stocks promptly and show an increase in both units and 
dollars over last Spring’s business.” He explained the unit 
increase potential as being possible through heavier stock- 
ing of lower priced casual footwear, and the over-all dollar 
volume potential being higher due to greater availability 
of consumer dollars for non-durables this year, following 
the demand slack for some durable goods. 

But regardless of the tempo of Spring business and be- 
yond, manufacturers fee] that seasonal selling and seasonal 
production will necessarily be felt to some degree because 
they are trends of the times. 

On the subject of prices, St. Louis manufacturers see no 
indications on the horizon for possible reductions. The 
leather market appears firm, they point out, and the casual 
shoe is making possible the purchase of an extra pair which 
should build greater volume in the months ahead. 
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Be Their Shoe and Foot 


Adviser! It Pays! 






What too many shoe merchants and their 
fitters overlook is the fact that 90°, of 
the customers they face at the fitting stool 
have a common foot ailment of SOME 
kind! It may be a corn, callous, bunion 
. .. Athlete’s Foot . . . a weak arch con- 
dition—or simply “hard-to-fit’’ feet. 


The point is that these people are 
extremely conscious of their foot troubles 
and are usually glad to see the fitter take 
an interest in their foot and shoe problems. 


The number of “‘double sales” that can 


be made this easy way is amazing. Try it 
yourself and see! 


Feature Scientific, Nationally Advertised 


D© Scholls 


Foot Comfort® Remedies, 
Appliances and Arch Supports 


Everybody knows about and respects 
Dr. Scholl’s Aids for the Feet for their 
superior quality, value and effectiveness. 


The investment they call for is small, 
the profit generous and the turnover 
rapid. If you want to be schooled in the 
work of. Foot Relief, our Educational 
Department will teach it to you at no 
charge whatever. Write for further in- 
formation today! 


THE SCHOLL MFG. CO., Inc. 


Largest Institution of its kind in the world 


213 W. Schiller St., Chicago 10, Ill. 
62 W. 14th St., New York 11, N. Y. 


* Trade Mark Reg. U.S. Pat. Off. 
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EXAMPLE: 70% of your customers 
¢ have weak or fallen 
arches. The symptoms are tired, aching 
feet, rheumatic-like foot and leg pains, 
sore heels, or pains, cramps, callouses on 
bottom of feet. There is a Dr. Scholl 
Foot Comfort* Arch Support to meet 
every kind and de of foot arch 
weakness. Made of all metal, metal and 
leather, all leather, leather and rubber 
and plastic. 


EXAMPLE: 90% of the customers you fit with shoes have either corns, 

* sore toes, tender spots from shoe friction and pressure, or 

callouses, bunions or soft corns between toes. Dr. Scholl’s Zino-pads instantly 

relieve these painful symptoms, while the separate medications included speedily 

remove corns and callouses. These thin, — cushioning, protective, na- 
or 


tionally advertised pads—the largest-selling pads the feet 
in the world—can be sold in quantities in your store. 


EXAM PLE: Dr. Scholl’s Foot Powder has 

* a tremendous sale in shoe stores. 
Wonderfully effective in easing new or tight shoes, 
relieving sore, tender, chafed, hot, perspiring or 
odorous feet and helping destroy foot odor in shoes. 
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7. Casuals can include such fine shoes as the British 
made Brevitts retailing from $19.95 to $22.95 as well 


0 Oo 


as flat softies. Any wedgies up to 18 8 heel can be 


worn with clothes from daytime to evening. The me- 
tallics and satins are right for formal wear. Casual 
sales to girls under 28 should approximate 35 per cent: 
from 28 to 40 about 45 per cent: and over 40 years, 
about 20 per cent. 

The above opinions are essentially our own, gathered 
from past experience and recent conversations with our 
customers. Our crystal ball is always difficult to read as 
the style picture is constantly changing and tomorrow 


may invalidate today’s truths. 


Trade Needs Definition of Term 
CARL BURGSTAHLER. F. E. Foster & Co., Chicago 


BEFORE we say too much about the outlook for cas- 
uals. there should be some satisfactory definition within 
the shoe trade as to what is meant by the term. It is 
certain that what we called casuals a few years ago do 
not come under the classification today. There should 
be a sharp line of distinction drawn between play type 
shoes and the wide range of other styles which are being 
grouped into the so-called casual range. 

More* of the play shoe types will certainly be sold 
this Spring and Summer than last year. These are no 
longer seasonal merchandise, but sell twelve months of 
the year. The new softie and other type shoes designed 
for comfort will help give another boost to this end of 
They are being bought and worn by the 
Although price is somewhat 


the business. 
whole gamut of age range. 
of a factor. women buy them chiefly for their comfort. 
Both the softie type shoes and the play types have 
made some inroads into what used to be called casuals 
—the tailored welts, step-ins, and straps. which are not 
dressy shoes. Their popularity. which is booming just 
now. is not going to have any serious effect on the re- 
tail shoe business. It merely indicates a changing situ- 
ction as to type of shoes in demand and will finally 


settle into some established groove. 


Term Casual Sometimes Misnomer 
LARRY HORAN, J. & J. York 


THE word 


a misnomer. 


Slater. New 


“casual.” as applied to shoes. is frequen‘ly 
The shoe so widely featured today is ac- 
tually a “soft shoe” due to new construction features. 

The casual shoe is strictly tailored — has anything 
from a tiny to a Cuban heel. The soft shoe may be 
either tailored or dressy with practically no heel. 
wedge. Or it may have a low heel. 

We feel that this soft shoe is going to be exceptionally 
It will be 


big in all styles this Spring and Summer. 
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worn by girls and women whenever it adapts itself to 
ihe rest of their wardrobe—from sports to dress. 

It will be important because it gives the kind of free- 
dom women have become accustomed to in their gar- 
Even Mrs. Five-by-Five has stepped out of her 
“orthopedics” into these soft shoes. She likes them be- 
cause they have the proper heel height. they're comfort- 
As to prices—they'll be 


ments. 


able and they're smart looking. 
good in all ranges. Women of all age groups will wear 


them. 


Big Demand for Lower Wedges 
FRANK D. PLUMMER, J. W. Robinson Co., Los Angeles 


§ PRING of 1949 seems to point to more pairs of casual 
shoes than “48, as there has been no indication of slow- 
ing up of demands. The lower wedges will most likely 
have the greatest demand. This type is more in demand 
with the younger groups. Closed and semi-closed shoes 
are popular now, running to the very open patterns for 
Casuals will replace some other types of 
“extra pair.” 

will buy in 


late Spring. 
but are mostly bought for that 
retailer, large and small. 


shoes, 

Most every 
greater amounts than in 1948, offering the customers a 
larger assortment of styles and sizes. This possibly will 
cause some retailers to lose some unit sales in com- 


parison to 1948. 


Greater Casual Volume Than Ever 


GEORGE H. TRENTMAN 


Wm. Eastwood & Son Co., Rochester, N. Y. 


WITH regard to the sale of 


that the growing all-year-round call for casuals indi- 


sasuals this Summer. I feel 


cates a greater volume than ever in this type of footwear 
and I believe that this Spring and Summer will see an 
increasing percentage of the shoes sold in this casual 
category. There is no question but that casuals are 
going to replace a lot of dress shoes and also many in 
the walking shoe types. Casuals can be worn with all 
but the dressiest clothes. They are soft and very com- 
fortable and a new look in the patterns for Spring is 
often achieved with different use of the straps or san- 
dalized vamp designs. The conventional closed toe and 
closed back blucher oxford with platform and wedge 
heel in all colors willl continue to be one of the real 
important shoes. 

I think that price has about the same influence on the 
sale of casuals as it has on the sale of other shoes but 
casuals have to be relatively lower in price than the 
others. In other words. I believe that a woman who is 
accustomed to paying $11.00 or $12.00 for regular shoes 
will pay $7.00 or $8.00 for a pair of casuals. Casuals 
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tuled by 


COMMONWEALTH 


made of 


Vegeleen 


A LEATHE 4 BY For the shoe in demand which 


requires a full-bodied combina- 

YT LY tion tannage, suited for both 

| lined and unlined shoes, Greene- 

| # baum offers VEGELEEN. Its 


translucent, aniline finish brings 


Mansfield 
Thongs 








out the leather’s natural beauty and keeps shoes looking 


new and attractive. It antiques well. 


J. GREENEBAUM TANNING COMPANY 


FOUR TANNERIES IN CHICAGO AND MILWAUKEE 
Main Office: 3057 N. Rockwell St., Chicago. Eastern Office: 129 South St., Boston. Cable Address “Greentree” 
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This Casual Trend; 


the declining consumption of lasts and 
attribute this in no small measure to 
the changes caused by the introduction 
of the new shoe construction methods. 


The wood heel manufacturer has been 
alerted and is watching the ever-in- 
creasing volume of wedge heels. These 
heels can be made of less expensive 
wood than the wood used for higher 
shaped heels. It is not beyond the 
realm of possibility that a wood substi- 
tute can be used because the heel does 
not require the same strength needed 
for the higher shaped heels. Paper 
composition material has already been 
tried. The wedge heel requires less 
sizing, grading and styling than does 
the higher shaped heel. 

The shoe machinery manufacturer 
knows that every increase in the pro- 
duction of sliplasted casual types will 
tend to spell out a reduced production 
of conventional types and thus reduce 
the use of the highly specialized and 
complex machinery needed for the form- 
ing and shaping of shoes which are 
built on the lasts. 

The shoe manufacturer who has made 
both types of shoes knows that slip- 
lasted shoes go through the factory in 
much less time. The investment both 
in machinery and inventory is not as 
great as for regular lasted shoes. The 
variety and type of skilled help needed 
for the sliplasted shoe is not as exten- 
sive. Sliplasted shoemaking requires 
less skilled help and fewer types of 
operators than the present day ma- 
chine-lasted shoes. All of these changes 
add up to the fact that the labor and 
overhead costs for sliplasted shoes are 
less. 

For the retailer and the shoe mer- 
chandiser the effects of a large increase 
in pairage of casuals may not be as 
discernible as in the case of the shoe 
manufacturer or the component parts 
supplier, but its effect is sure to be felt. 
In the case of the retailer, it may have 
deeper implications than those experi- 
enced with the introduction of the ce- 
mented sole. For example, the casual 
shoe is sold as an easy fitting shoe with 
fewer widths and sizes than the regu- 
larly lasted shoes. Casual shoes do not 
require the careful method of shoe fit- 
ting as practiced in most stores today. 
The same wide range of sizes and widths 
is not available for the salesmen’s use. 
As a result of this easy fitting element, 
more possibilities for self-service have 
become apparent. 


Self-Service Shoe Selling 


The industry has long looked upon 
the self-service type of shoe store as 
questionable innovation, since the public 
has been educated that shoes should 
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Trade Revolution or Sales Opportunity ? 
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be fitted accurately, both as to size and 
width, and by a salesman who under- 
stands the relationship of the foot and 
the shoe which is to fit that foot. How- 
ever, within the last few months there 
have been reports of a change in con- 
sumer attitude toward this type of shoe 
store and the public’s acceptance of 
self-service. Operators have indicated 
that consumer resistance has been re- 
duced because of a change in her daily 
shopping habits. She has become ad- 
justed to her own selection and individ- 
ual servicing, especially when she thinks 
that it will result in a saving to her. 

Recently one of the popular New 
York department stores tried this meth- 
od of selling and display for their 
higher priced shoes and found, much to 
their own amazement, that many of the 
customers did not object to this type of 
shoe selling. In this particular case all 
shoes were displayed on a shelf and the 
customer asked the salesperson for the 
shoe by number and size and tried to fit 
the pair by herself, or with the help of 
the clerk, as the occasion warranted. 
More sales per clerk were reported than 
in the case where the salesman made 
the selection for the customer and pro- 
moted the style he recommended. 

Another illustration of the change 
that is now taking place in consumer 
habits of buying at retail is the tremen- 
dous growth and publicity being given 
to the self-service clothing store for 
men and women. Millions of dollars are 
being spent to promote this form of re- 
tailing in order to show the consumers 
that they are able to get more for their 
money. If casual shoes were to be per- 
fected to such a degree as to allow more 
sizes and widths and give a better all- 
around fit, then “Shoeterias” or self- 
service specialty shops might not be too 
far away. 


The New Consumer 


Behind all these changes lie compel- 
ling facts about the new consumer that 
all alert retailers must face. She has 
had her buying habits changed, her 
shopping ideas revised and in conse- 
quence she is expressing herself at the 
market place. 

If we should look for the deeper sig- 
nificance of her demand for casual 
shoes, we find that the consumer (and 
this may apply equally as well for the 
teen-agers, the mother and the business 
woman) has more time. Hours of work 
are shorter, housework is lightened, 
there is more vacation time and more 
holidays, more time to listen to the 
radio, more time to look at television, 
more time for leisure and to take things 
easy. Shoes for these activities must be 
appropriate. She wants more frequent 


changes in her leisure-time wardrobe. 
Each change must give her a refreshed 
feeling, whether she is loafing, playing 
or at school. This new mode of living 
creates greater opportunity for shoe 
promotion. The promotion need not be 
confined to lower priced shoes. Our 
challenge is to get the consumer to be- 
come more shoe conscious. 

There may be some who would define 
a casual shoe in terms of its wardrobe 
use. Others, however, simply call it a 
sliplasted shoe, built with a wedge heel 
and platform in a sandalized pattern. 
Broadly speaking, shoes of the softie 
family, made by the cement process, 
also belong in this category. The softie 
types are usually confined to the higher 
priced brackets. Whatever definition 
one may elect as his own, the casual 
shoe is here. It should be looked upon 
as an opportunity for additional promo- 
tion and increased profit rather than as 
a cause for alarm. 





Sales Tax Proposed 
In New Hampshire 


ConcorpD, N. H.—A general sales tax. 
of one per cent on all retail purchases 
over 24 cents is one of five proposals 
recommended to the Legislature by an 
interim commission which had _ been 
named to study the state’s entire tax 
structure. 

The commission first proposed a gross 
income tax with classifications, but 
stated that should the State Supreme 
Court declare this form of taxation un- 
constitutional, then it would propose 
a one per cent sales tax and one per 
cent net income tax. 

The gross income tax, supported by 
Gov. Sherman Adams in his budget 
message to the Legislature, would tax 
manufacturers, farmers, wholesalers 
and display advertising at the rate of 
one-quarter of one per cent with a 
$1,000 exemption; retailers and ser- 
vices at the rate of one-half of one per 
cent with $3,000 exemption, and all 
others at one per cent with $1,000 ex- 
emption. 


New Store Opened 


LAGRANGE, GA—Harry Caller and 
Jack Moskowitz, who formerly oper- 
ated the Victory Shop at 103 Main 
Street here, have opened one of the 
most modern stores in the Southeast 
called Deb Fashions at 110 Main Street. 
Women’s and children’s shoes and ap- 
parel are carried. These partners also 
operate the Style Shop here and the 
Victory Shop in West Point, Ga. 
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like Clockwork 


From the factory to you --- right over the fitting stool to 
your customers --- the Sir Walter line clicks! To begin 
with, Sir Walter shoes give exceptional value. They're —, 
priced for real volume, yet have the high grade 
appearance, feel and wearing qualities of merchandise 
retailing in a higher bracket. Furthermore, Sir Walter is 
a well-balanced line. Thus you have the opportunity 
to lay in a sound basic stock... and, through our 
precision-geared in-stock service, you can 
build a profitable volume operation without 
increasing your investment. Proof? Take on 
Sir Walter .. . order a good basic stock 
now for late spring and summer business 
... and see what we mean by 
clockwork sales action. 


TO RETAIL 


Tt rol GD 


A FEW STYLES 
SLIGHTLY HIGHER 


also makers of 


Ansican Sey, Shoat 
and 


LION Shoes 


NATIONAL SHOE COMPANY 
Division of Craddock-Terry Shoe Corporation « Lynchburg, Virginia 
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It will pay you to specify 


IMPERIAL 
SLIPPER 


FELT 


Here is a fine slipper felt, known 
and used for a great many years. Just 
see these great features: 

@ Pre-shrunk 

@ A blend of fibres, including the 
finest wools available, to give long- 
wearing quality 


@ Designed to mold easily over the 
last, yet hold its shape in service 


@ Clear, fast dyes 


The best slipper companies in the 


country are using Imperial Slipper 
Felt. Specify it! 


American Felt 


Com 


, TRADE 


These stunning — 
are in fashion today- 
Send for samples: 


Grape Wine 
Sopphire Blue 
May Rose 
Spode Red 


Colleen Green 


Shoe Store Borrows 
Hollywood Technique 
[CONTINUED FROM PAGE 77] 


side to the left of the C Street door. It 
is circular in design with illuminated 
display cases and open glass shelves for 
stock boxes. Indirect light above the 
department makes it stand out from 
any position in the store. 

“Directly in front of the door and a 
little to the right is a large handbag 
and accessory circular island. Lighted 
cases go completely around this depart- 
ment with stock carried in shelves and 
drawers within easy reach of the sales- 
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any 


MARK 






GENERAL OFFICES: GLENVILLE, CONN. 


Engineering and Research Laboratories: Glen- 
ville, Conn. PLANTS: Glenville, Conn.; Franklin, 
Mass.; Newburgh, N. Y.; Detroit, Mich.; Westerly, 
R. 1. SALES OFFICES: New York, Boston, Chicago, 
Detroit, Cleveland, Rochester, Philadelphia, St. 
Louis, Atlanta, Dallas, San Francisco, Los Angeles, 
Portland, Seattle, Montreal. 


people-in that department. A large 
display, 4% feet high, in the center 
shows off the bags to a good advantage. 
The bag department is also visible from 
any point in the store. It is directly in 
front of the cashier’s stand so that the 
shoe salesmen, in bringing up custom- 
ers, can bring them to the bag depart- 
ment for matching bags to the shoes. 
It is the best suggestive selling method 
we know. 

“The inside of the store, ceiling, col- 


umns, and stock shelves have been 
enameled a soft light green which 
blends harmoniously with the new 


figured carpeting on the floor. The fur- 
niture is upholstered in gold and deep 


wine fabric with matching fitting stools. 
The lighting inside the store is all new 
fluorescent. 

“The downstairs has been enlarged 
considerably, and the stairway was 
moved so that it feeds from the center 
of the first floor into the center of the 
downstairs, eliminating the old stair- 
way that was troublesome to find. The 
downstairs has all new carpeting and 
has new modernistic hanging signs 
from the ceiling designating the differ- 
ent departments. 

“A new shoe repair department has 
been added. It is completely enclosed 
under the stairway so there is no noise 
or dust in the other departments. We 
feel that a shoe store of this size needs 
that repair service to make it complete.” 





Parisian Girl Adopts U. S. 
And Shoe Industry 


CASPER, Wy0.—Perhaps the most in- 
teresting personality in local shoe 
circles for 1948 was Penny Goulon, 27, 
of Paris, who arrived in Casper from 
France in November and is now selling 
children’s shoes at Gordon Department 
Store. She came to Casper to visit 
friends, and liked the country so well 
she decided to make it home. 

Born in Versailles, France, Penny, a 
petite and attractive miss, spent four 
and one-half years under German occu- 
pation, and several members of her 
family were punished by the Gestapo 
for belonging to the Free French 
underground. 

Miss Goulon worked in the main 
Army PC on the Champs Elysees dur- 
ing the war, where she became ac- 
quainted with many American soldiers 
including a number from Wyoming. 
She said that high prices in Paris have 
forced many Parisian girls to make 
their own shoes from patterns of their 
own design and color. Uppers are at- 
tached to wooden wedges, and some out- 
standingly stylish results are noted, she 
declared. 

Current cost of a good pair of shoes 
in France, she continued, is around 5000 
francs or $14.80 in American dollars. 
This is much higher than it sounds in 
the United States, she pointed out, be- 
cause the average Parisian makes only 
about 25,000 francs a month, and in- 
flation is higher in France than in this 
country. She was earning the equiva- 
lent of $85 per month before she left 
Paris, but the average girl made $60. 





Shoes For New Year Baby 


MANCHESTER, N. H.—Shoe dealers 
contributed gifts to give a good start 
in life to New Hampshire’s first New 
Year baby, chosen in the annual “Baby 
Derby” sponsored by Manchester mer- 
chants. 

Presents for the tot included a pair 
of shoes from the Sundial Shoe Store 
and a necktie for the child’s father 
from the G. W. Dodge Shoe Co. 
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THE KICK-ABOUT MODEL 
Style 1459 — Turftan Antiqued Glovelk 
GENUINE SHARK TIP 
One Shark Tooth on Every Pair 


LAZY-BONES JUNIORS 

12¥2/3 Chrome Retan Bend Sole 

7/8 Leather Heel and Leather Top Lift 
Widths A-B-C-D Retail Price $5.95 


LAZY-BONES JUNIORS 
8/2/12 Chrome Retan Bend Sole 
Wedge Heels 

Widths A-B-C-D Retail Price $5.45 


LAZY-BONES CRADLESTEPPERS 
512 /8 Van Tan Very Flexible Bend Soles 
Wedge Heels 

Widths B-C-D Retail Price $4.95 
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LAZY - BONES CRADLESTEP- 
PERS and JUNIORS are quality 


shoes made to sell at a fair price. One 
piece tongue and vamp, plus outside 
counterpockets leave the inside smooth 
and comfortable. Soft and flexible —but 
sturdy too. Scuff-proof genuine Shark- 
skin Tips keep LAZY-BONES looking 


better, longer. 
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GENUINE GOODYEAR WELTS © SOFT, SMOOTH, UNLINED WITH OUTSIDE COUNTER POCKET © FLEXIBLE SHANK 
IN STOC I in all sizes and styles to keep you sized up 

for the 4 to 5 time steady turnover. Expert- 
ly made of finest materials tc help young feet grow and develop naturally, 
from cradle to college. 


SELLING NATIONALLY 3 %rnerce 


leading shoe stores and departments. Lazy-Bones mean more profits on a 
minimum inventory. 


WRITE US for further information about Lazy-Bones. If fran- 

chise is available in your grea, our salesman will 

be glad to show you the fitting and merchandising advantages of Lazy- 
Bones. No obligation. 


of * De Luxe LAZY-BUNES 


Ny 
OTT * Cradlesteppers A DIVISION OF 


THE JUVENILE SHOE CORPORATION 
Oe FORO? 


OF AMERICA 
February 15, 1949 iW 





Tenth Floor —Shell Building —1221 Locust Street —St. Louis 3, Missouri 
































HAVE TAKEN THEIR 


~ HhSI STEP” 


ee ay" 


= 


hreider's 


hUMFIES 


That's because parents have put their 
trust in KREIDER'S since 1894. As 
a result of their satisfaction, they 
have continued to buy KREIDER'S 
SWEETHEARTS or KOMFIES for 
their children up to 5. That means 
high sales appeal. 


Made well to sell well, there is a wide 
variety of styles to choose from at 
prices that help their popularity. In 
stock for immediate delivery. Write 
Dept. B for complete information. 


Sizes Soft Soles 00 to3 
First Steps 1 to4 
Baby's 2 to 6 
Infant's 62 to? 
Child's 92 to 12 


The A.S. KREIDER CO. 


Lebanon - Pennsylvania 





Shoes in the News 


[CONTINUED FROM PAGE 86] 


woman may content herself with the old shoes and perhaps 
one pair of pretty boudoir slippers for the occasion when 
she must present a good appearance. As you buy, promote 
and sell your slippers, remember this cardinal point, women 
want comfort with style and style with comfort. They look 
for it in shoes. Why not even more in slippers? 
ee 

A CASUAL shoe can be made just that much more an im- 
portant part of the style picture when a matching handbag 
ic available to sell with it. Women have become very much 





“Breeze,” very open sandal 
for resort, Midsummer and 
beach wear. Matching hand- 
bag in red leather roomy and 
practical with over-shoulder 
strap. From Fortunet line of 
General Shoe Corp. 














aware of the necessity of having accessories suitable in type, 
as well as in color and material to wear with shoes. With 
many women buying casual shoes for a variety of Summer 
uses, there is even more need this coming season to have 
a good stock of casual accessories, especially handbags. 


Tanner Shows Fall Colors 


Ar a recent luncheon for shoe manufacturers at the Hotel 
Sheraton, St. Louis, Miss Rhea Nichols, leather stylist and 
shoe consultant, presented the Allied Kid Company Fall 
color line and gave a talk on style trends for Fall, illustrat- 
ing her points with seven pullovers, all adaptations of shoes 
from the files of the Museum of Costume Art of the Metro- 
politan in New York. 

Miss Nichols spoke, in part. as follows: “This Fall there 





A Mongolian walking shoe 
was the inspiration for this 
pump. Large bronze tabs at 
the toe and heel contrast 
with the brown suede kid. 
Ben-Berk. 











are fewer colors, but there is a reason. Color coordination 
is simplified by the very nature of the hues. Suit and coat 
fabrics, dress and sportswear rayons will be available in 
tone groups, in other words blues of a single color family 
ranging from light to dark, beige-y oatmeal tones into 
browns. The Allied Kid Company colors shown for the 
first time here today, are basics of these color groups. One 
shoe and accessory color complements a whole ready-to- 

[TURN TO PAGE 116, PLEASE] 
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Jarman is the Largest 
National Magazine 

Advertiser in the 
Shoe Industry! 


(Including all brands of men's, women’s and children’s shoes) 


| SHOES FOR MEN 





a 


Full Color Advertisements 
Sarna in Life, Saturday Evening 
: Post.and Esquire combined 
than any other brand of shoes! 





Independent Retailers Sell 
More Jarman Shoes... and Make 


Syarman More Profit Selling Jarman 
een FT Shoes... than any other brand 


in their price range! 


JARMAN SHOE COMPANY 
HASHVILLE. TENNESSEE DIVISION GENERAL SHOE CORPORATION 











If your store 
sells these— 


Then you should 
sell these! 





—— 


TRU-LAST square toe socks 


Any mother can look at the square toe 
shoes she buys for her little folks and see 
the whole sales story for these exclusive 
square toe socks that fit under them with- 
out pinching or binding. 

So keep a square toe shoe on your 
counter—and let it do your Tru-Last sock 
selling. (Of course you'll explain the toes 
are woven in natural yarn for added soft- 
ness, absorption and protection.) 


TRU-LAST SOCKS 









New Magic-Glo 


Fluorescent Lighted Tops 
in socks for older children too! 





Get your order in now for the Randolph Knit 
socks (for growing, shaping-up toes) in these bright 
lighted patterns (exclusive fluorescent yarn is the 
secret), and the many other new designs in the 
spring line. Get in touch with your Landenberger 
salesman right away. You'll find some Magic-Glo 
tops in TRU-LAST for the little ones. 

J. W. Landenberger & Co., Philadelphia 24, Pa. 


TRADE MARK 





Installing an Inventory System 


[CONTINUED FROM PAGE 80] 


for overordering. You will have no excuse for order- 
ing duplicate shoes from different companies because 
you fergot you'd ordered a similar number. Under- 
stand?” 

“It sounds all right,” Joseph said. 

“It is all right.” Hultz said. “Now then, when the 
shoes come in, you put down the number of pairs in the 
‘received’ column. You put a diagonal line per space 
for each size you get in the size section below in place 
of the dot that showed that the shoe was on order.” 

“So when all your shoes are in. the dots are all gone 
and you have only diagonal lines.” Joseph said. 

“Right,” Mr. Hultz said. “Now, at the end of each 
business day, you have all the slips taken out of the 
boxes and each slip tells what style and size was sold. 
Suppose on January 29th you sold three pairs stock 
number 1000. You put down a ‘3’ in the January 29th 
space on this card. Then you make a diagonal cross 
out of the diagonal line in the size section for each size 
sold.” 

“Say, that’s all right.” Joseph said. “Any time you 
look at the card you can see at a glance what sizes are 
on order, what sizes are in stock, and how many pairs 
of each size you've sold to date.” 
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“Simple and clear.” Mr. Hultz said. “Now then. at 
the end of each month you total up the number of pairs 
sold for that month and put that figure down in the 
total column at the right side of the card and you can 
see if you've sold more or less of that number than the 
figure you have there from last year.” 

“Say, that doesn’t seem like much work,” Joseph said. 
“I always thought that with an inventory system you 
had to spend half your days at the desk. Why, this is 
as simple as... as...” 

“As you want to make it,” Mr. Hultz helped. “An 
inventory system, like anything else. is what you make 
of it. Get it started right, keep it going every day, and 
in the words of the great Mahatma, you can’t miss.” 

“What Mahatma?” Joseph asked. 

“How should I know?” Mr. Hultz asked. “Anyhow. 


what does it matter so long as the system works?” 





Adds Shoe Department 
Detroit—Rehmann Clothing Company of Carson 
City. Mich., just completing a remodeling program, is 
adding a men’s and children’s shoe department for the 
furst time. 
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Easter is “dress-up” time for youngsters— and the shoes 
that sell most are gay and colorful. Make your little 
shoes of Colonial Velka, the smooth, mellow, good- 


looking leather in colors that rival the Easter eggs! 


All shades of Colonial Velka are ready for delivery 


immediately. Send for your samples now. 


COLONIAL TANNING COMPANY, INC. 
BOSTON 11 . MASSACHUSETTS 





February 15, 1949 15 
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White or Brown 
Elk Blucher 
24 C to E 
3-6 Bto E 


vet The CORSET’ SHOE 





with special features 
that mean REAL CORRECTION ... 
more SATISFIED CUSTOMERS and 
BIGGER PROFITS... 


Uppers cut high enough 
to extend over ankle 
bone. 


Three plastic stays on 
each side securely stitch- 
ed in individual pockeis. 
Proper amount of wedg- 
ing in spring heel. 

STEEL SHANKS to give 
adequate support to 
arch. 


Full grain Elk Upper 
er. 


Flexible leather sole. 
Full Grain Welting. 
Flexible Insole. 

Ground Cork Filler, as- 
suring cushion resiliency. 
Extra strong Twill Nap- 
ped Lining for longer 
wear. 

Leather Flap, covering 
top edges of stays. 


GOODYEAR WELT CON. 
STRUCTION to keep the 
shoe in proper shape. 


OU can rely on FOOT TRAITS for 
complete customer satisfaction — 
backed hy the knowledge and craftsmanship 


acquired in 60 years of successful manufac- 
ture of QUALITY JUVENILE SHOES. 


IN STOCK FOR IMMEDIATE DELIVERY 


KREIDER’S SONS 


= MANUFACTURING COMPANY 
Palmyra 


Pennsylvania 





Tanner Shows Fall Colors 


[CONTINUED FROM PAGE 112] 


wear group.” Miss Nichols then went on to stress the 
promotional possibilities of the “Jewel Tones” of their 
leathers. “Just as a precious stone blends with many hues 
in a woman’s wardrobe, so will these basic gem colors. 
Each can be found in tweed and woolen mixtures. Each 





Black Shadow kid is pleated 
around the top of this plung- 
ing “neckline.” The pullover 
is a variation of a boot. The 
narrow strap buttons on one 
side, adds to “upswept” and 
smooth fit. Grace Powell. 














belongs to a family prominent in the clothing pians for 
Fall.” 

Summarizing important colors for Fall, she compared 
the status of brown in ready-to-wear for the coming Fall 
with navy in the current season, as equally important. This 





Taupe glazed kid is used 
for this shoe especially de- 
signed for the new soft 
tweeds. Perforated patent 
trims the throat line and is 
used for the straps and heel. 
Grace Powell. 














is a brown that has been dyed to match the darkest leather 
brown. Navy will continue as a shoe color but many cus- 
tomers, she said, will choose ruby and amethyst, clearer 
and prettier than a straight wine, for their navy clothes 
bought this Spring. Taupe will hit its stride. The greens, 


| 





A tapering dramatic tongue 
goes up from the square-toed 
vamp of this brown suede 
kid walking shoe. The loops 
are sewed flat against the 
shoe giving a trim line 
throughout. Meri Miller. 














both the bluish and the clear, will start off even but the 
emerald will probably hit greater volume. Moonlight, 
according to Miss Nichols, is a promotional color of great 
promise because its slate blue tone blends with ready-to- 

[TURN TO PAGE 13], PLEASE] 
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Fifth Coward Store Opened in Philadelphia with Notables Present 





Hon. Bernard Samuel, mayor of Philadelphia, and R. B. 
Malsin, Coward president, look on as C. G. Lippincoft, 
Coward's director of sales training, sells first pair of 
shoes in Coward Philadelphia store to customer who 
bought the first pair of shoes in Coward's New York 


PHILADELPHIA — Opening of the new 
Coward Shoe Store, at 1118 Chestnut 
Street, January 26th, was attended by 
leading shoe manufacturers and many 
of Philadelphia’s prominent business 
and civic leaders. 

Despite a downpour of rain the cere- 
monies drew a large crowd who watched 
Philadelphia’s Mayor Bernard Samuel, 
assisted by Albert S. Aronson, Coward 
vice-president and general manager, cut 
the entrance tape. Aiding in the cere- 
mony were prominent Philadelphians, 
Dr. Francis Cook, president of the 
Chestnut Street Association, and Mrs. 
W. T. Mahon, president of the Phila- 


delphia Federation of Women’s Clubs. 

Double - page advertisements an- 
nounced the opening in Philadelphia 
papers, followed by half-page merchan- 
dise ads and intensive radio-spot an- 
nouncements on five stations. A man 
attending the opening announced that 
he had bought the first pair of shoes 
in Coward’s midtown New York store 
43 years ago, and requested the honor 
of buying the first pair in the new 
Philadelphia salon. He was fitted per- 
sonally by C. G. Lippincott, Coward’s 
director of sales training. 

Designed by Oscar Stonorov, a Phila- 
delphia architect, the store has been 


store 43 years ago. Right—General view of the second 
floor women's department in new Coward Philadelphia 
store looking from front of floor toward teen-age “Soror- 
ity House" department at rear. Note ceiling height and 
30-foot long flesh-tinted mirror at left. 


planned throughout to provide maxi- 
mum comfort and convenience for the 
customer, together with every service 
facility for salespeople. It is in keep- 
ing with the functional school of con- 
temporary design. 

This newest Coward store is being 
managed by Jerome Landow, who has 
been with the Coward organization for 
many years. It provides seating capac- 
ity for 141 persons in 4500 square feet 
of selling space, with nearly an equal 
area devoted to storage, employee facili- 
ties, offices, complete shoe repair shop 
and other non-selling functions. It is 
the fifth unit in the Coward group. 





Summer Casuals 


For the Younger Set 
[CONTINUED FROM PAGE 75] 


reaching the classic stage, and, dressed 
up with a very low wedge heel and 
available in many colors and surfaces, 
this, too, has an adult look which will 
delight the youngsters seeking a softly 
casual shoe for more dressed-up wear. 

Manufacturers of these shoes tell us 
that the style of the shoe is of primary 
importance, when juvenile casuals are 
being considered. If the style is right 
— especially the color — the shoe has 
such customer appeal that sales are as- 
sured. And speaking of color, don’t 
forget that a wide range appeals to the 
color-loving young customer — so carry 
a selection in black, blue, red, green, 
and the new Sun Copper, as well as in 
pale, pale pastels for the very youngest 
child. 





J. R. Sweasy, President of 
Red Wing Shoe Co., Dead 


Rep WING, MINN.—J. R. Sweasy, 
president of Red Wing Shoe Company, 
Inc., died recently in a Rochester, Minn., 
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hospital following an illness of three 
weeks. He was 65. 

Mr. Sweasy was born in Columbia 
County, Wisconsin, November 6, 1883, 
attended public schools in Portage, Wis., 
and subsequently matriculated at the 
University of Wisconsin. In 1905 he 
moved to Milwaukee where he entered 
the shoe business and where he re- 
mained until 1914, when he became asso- 
ciated with Red Wing. Four years later 
he took over the management of the 
company, being elected president to suc- 
ceed M. T. Shaw. 

M. Sweasy was active in civic, social 
and trade association affairs and was 
at one time, and for several years, a 
director of the National Shoe Manu- 
facturers Association, as well as a 
prominent participant in the activities 
of the Red Wing Manufacturers’ Asso- 
ciation. 

Surviving are his widow, Mrs. Helen 
Witherspoon Sweasy; a son, William D. 
Sweasy, also with the Red Wing Shoe 
Company; a daughter, Mrs. Margaret 
Terrell, of Salt Lake City, Utah; a 
sister, Mrs. Walter Jenkins, of Dalton, 
Wisconsin; two granddaughters and 
one grandson. 


Partners Close Store; 
Buy Another 


DETROIT — Harry Bebes and Louis 
Finegold have closed the Finer Shoes 
store which they opened on West Ver- 
nor Highway about two years ago, and 
have bought out the Rialto Shoe Store 
at 6346 Gratiot Avenue from Tillie 
Fine, who has had the store for some 
time. 


Bebes, incidental)y, is the son of 
Charles Bebes, who formerly owned a 
shoe store on Gratiot Avenue. The 
Rialto store will cater to a general 
family trade. 


os 


New Shoe Department Opened 


WAUKESHA, WIS.—A new shoe de- 
partment was opened in Stern’s De- 
partment Store of this city, recently, 
following an extensive remodeling pro- 
gram throughout the store. The shoe 
section is operated by S. G. McCoy, who 
also operates the shoe departments in 
Zahns’, in Racine; and in Barden’s, in 
Kenosha. A. John Nichols is manager 
of the Waukesha department. 
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NOW YOU CAN 


STOP 


COSTLY FADING 
— without hiding! 











GIVE 

YOUR WINDOWS 
THIS FAMOUS 
COMBINATION — 


ERR ERR RR RELL 





“SUN PROTECTION 


plus VISIBILITY” 
— WITH 


- Gem 
TRADE MARK 


TRANSPARENT SHADES 


Never again need you take big losses 
on sun-damaged display merchan- 
dise...nor bother with awnings that 
can’t protect against reflected light, 
or canvas strips that hide your best 
advertising. Just install famous Infra- 
Chem Transparent Shades! This ex- 
clusive “miracle material” shuts out 
fading ultra-violet rays, yet keeps 
your windows attractively visible all 
day. Many other advantages, too! 
See why over 75,000 merchants now 
cut costs and boost sales the Infra- 
Chem way. Write for facts—TODAY! 


SAMPLES x 
ada BROCHURE YX 
ESTIMATE 


YES— Rush me new brochure, generous Infra- t 
Chem test samples, and estimate data. All 
without charge. 


WAME 
STORE NAME 
ADDRESS 


RANSPARENT SHADE CO. 
501 N. Figueroa St., Dept. 162-E 
Los Angeles 12, California 





POSITION 








Ts-239 (458) 
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New Horizons for Men’s Leisure Shoes 


[CONTINUED FROM PAGE 74] 





Bates Shoe Co. focuses interest on the forepart of the Norwegian moccasin front 
leisure shoe with this interesting lace treatment on a sabot and strap model. 


same refinements in shoemaking which 
distinguish other men’s types contrib- 
ute to the well-made leisure shoe. 

It would seem that all of these fac- 
tors have contributed substantially to 
the sound and justifiable acceptance of 


leisure shoes by men. For this the in- 
dustry can be given full credit. What 
might have been an uneconomic flash- 
in-the-pan cperation, has developed into 
a valuable, economic and much-needed 
new type of footwear. 





R. E. Freeman 
Dies in Florida 


BELOIT, Wis.—R. E. Freeman, chair- 
man of the board of directors of Free- 
man Shoe Corporation, died February 
7 at St. Petersburg, Fla. Funeral ser- 
vices were held February 11 in Beloit. 

Mr. Freeman was born November 19, 
1883, in Markdale, Ontario, Canada, 
and when an infant moved with his 
family to Davison, Mich. His experi- 
ence in the shoe business began at an 
early age in Milwaukee. He worked 
first in retail shoe stores and later in 
various Milwaukee manufacturing es- 
tablishments, rising to an executive 
position in cne of them. In 1921, with 
his late brother, H. C. Freeman, he 
founded the Freeman Shoe Corpora- 
tion in Beloit. He became its president 
when the company was organized and 
continued in that position until 1945, 
when ze resigned from active partici- 
pation in the management. 

Under his leadership the firm grew 
to become one of the largest exclusive 
manufacturers of men’s dress shoes in 
the country, operating two shoe fac- 
tories in Beloit, one in Dixon, IIl., and 
a partial shoe factory in Broadhead, 
Wis. Through its subsidiaries the firm 
operates retail shoe establishments in 
100 cities, services 5,500 retail mer- 
chants, and exports its shoes to many 
foreign countries. 

Mr. Freeman was one of the found- 
ing partners of the Dixon Cut Sole Co., 
Dixon, Ill., and was vice-president and 
director of the Warner Electric Brake 
Manufacturing Co., So. Beloit, Ill. He 
was a director of the Beloit State 
Bank, Beloit, Wis. 


He is survived by his widow, Mrs. 
Irene Freeman; three sons, Richard B., 
William E., and John H.; a daughter, 
Barbara Jean Freeman; a _ brother, 
John Freeman of Evanston, IIl.; a sis- 
ter, Mrs. Minnie Splon of Davison, 
Mich.; and seven grandchildren. 

Harvey T. Cary, who was associated 
with Mr. Freeman since the early days 
of the firm, is now its president. 

Mr. Freeman’s brother and co-part- 
ner died in April, 1947. 





Store Opens New Shoe 
Department 


MANCHESTER, N. H.—The grand 
opening of an enlarged and redecorated 
shoe department at Brown’s, 1097 Elm 
Street, was marked by an introductory 
offer of three lines of nationally known 
footwear at unusually low prices. 

Customers were also offered savings 
at another local merchandising event, 
the occasion being the 48th anniversary 
of the New Idea Shoe Store at 971 Elm 
Street, a branch of the I. H. Morse Shoe 
Corporation chain. 





Playful Shoes Made 
In St. Louis 


In an item on page 114 of the 
February ist REcORDER, referring to 
Spring advertising plans of Weber Shoe 
Co., makers of Playful Shoes, the ad- 
dress of the firm was incorrectly stated. 
The correct address of Weber Shoe Co. 
is 3419 Rutger Street, St. Louis (4), 
Mo. 
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1949 
Retailers Year 


Wiaars ahead for business? Certainly a 
year of more intense competition, possibly 
the start of a new and more highly competi- 
tive era ...a continuing abundance of Con- 
sumer Purchasing Power but the end of 
Easy Selling. 

One industry will be pitted against the 
other, BRAND against BRAND, Retailer 
against Retailer in the coming struggle for a 
larger share of the Consumer’s dollar. 

Merchandise, super-charged with glamor 
and consumer appeal, will vie for attention 
with greatly improved, better designed, 
better made essentials. 

Advertising trained down to fighting 
weight faces the double responsibility of sell- 
ing the necessity and the desirability of a 
piece of merchandise in competition with 
other unrelated consumer goods as well as the 
superiority of and preference for the BRAND 
it advertises. 

For the well made, honestly priced, intelli- 
gently advertised and intensively promoted 
BRAND, 1949 offers an opportunity incom- 


parably great. 


BOOT and SHOE 


A €CeiLt on 


1949 WILL BE THE RETAILER’S 
YEAR. . for “point of sale” has become in 
reality “point of attack”. With him rests the 
destinies of the manufacturers whose 
BRANDED lines he sells, and of the whole of 
the industries which those manufacturers in 
part, comprise. 

That is why again we say in 1949 “THE 
INFORMED RETAILER KEEPS MER- 
CHANDISE IN MOTION.” 


Shoe Retailing represented so graphically 
and so well by Boot and Shoe Recorder’s 
national readership awaits the challenge of 
the future alert, informed and confident of 
its ability to distribute successfully and eco- 
nomically the two billion dollars plus worth 
of footwear, Boot and Shoe Recorder’s Man- 
ufacturing readership and Advertisers will 
produce in 1949. 


BOOT and SHOE RECORDER, National 
Voice of the Trade, is published twice month- 
ly and isthe rallying point for over *20,000 
Shoe Retailers, Manufacturers, Tanners and 
Suppliers to the Shoe Industry. 


Recorder 


PUBLICA T. LO 8 


100 = 42ND STREET, NEW YORK 17, N. Y. 


On April 15th, BOOT and SHOE RECORDER publishes its annual Fall and 
Winter Style Forecast and Merchandising Issue. It’s doubly important this 
year because it’s 1949’s first National Shoe Show in Print. [*A.B.C. audited] 


February 15, 1949 
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The truth about 





BETZY CROSS" 


BETZY CROSS has been accused of being 
radical—so radically different with our new 
Spring line, that competitors have become 
uneasy. WE CONFIRM THIS ACCUSATION 
AS A FACT! It is said BETZY CROSS can 


stand a higher profit mark-up than other brands. THIS HAS ALWAYS 
BEEN THE CASE! Retailers are saying that more and more of their 
customers are becoming BETZY CROSS health shoe conscious. OF 


COURSE...OUR ADS IN 





*LET THESE W 











Child's & Misses’ 
Bive elk, Brown elk, 
Patent, White nu-buck, 


Red elk, 
Blue suede 


: 




















PARENTS’ 
DREDS OF THOUSANDS OF ALERT MOTHERS! 


ITNESSES SPEAK FOR THEMSELVES! 






FREE Merchandising Aids are available. 


MAGAZINE REACH HUN- 











THREE STRAP 
Child's & Misses 


Patent, Blue suede, 
Green suede 





An unusual collection of sparkling, new 


colors and styles for Spring. 
WRITE FOR FULL DETAILS 





BETZY CROSS DIVISION OF: 


WEARWELL SHOE COMPANY 
138 DUANE ST. 


* NEW YORK 13,N. Y. 





Highlights from the 
Spring Hosiery Market 
[CONTINUED FROM PAGE 71] 


Walnut. Although all these shades have 
something in common, they differ 
widely in their interpretation. Some are 
grey taupes; some brown; some have a 
mauve undertone and some are de- 
scribed as rosy. One very light shade is 
described as a Summer taupe. This en- 
tire color group is recommended for 
wear with almost all the Spring and 
Summer shoe and ready-to-wear colors. 


For navy blue, however—number one 
color for Spring in both shoes and 
clothes—hosiery mills have developed a 
special group of colors. Deciding that 
a definite navy blue stocking was too 
limited for a season when women will 
also be wearing many other blue tones 
besides navy, stylists have created a 
group of colors with misty and grey 
tones softening the basic blue: a steely 
blue grey; Blue Spray, Blueberry 
Cream, Troubadour, Portrait Blue, Blue 
Haze. Among the grey and gunmetal 
shades are Charmer, Moon Mist and 
another gunmetal, Dark Note, is 


} suggested for wear with navy 


| listed, Café 


and 
Mystery, a new rosy mauve tone, 
for navy and lighter blues. Some 
hosiery mills are also making off-blacks 
and sheer evening blacks. In the off- 
blacks there are, among others not 
Royal and Pale Black. 


Allure is an evening black. 


Promotion names cover widely differ- 
ent themes: All American Colors, Sun- 
dial Colors, Directoire Dandy Tones, 
New Horizon Colors, Light-Hearted 
Colors, Gaytones, Spring Shades of 
Happiness, Conversation Tones and 
Showboat Colors. Out of 17 leading ho- 
siery mills, eight have introduced six 
new colors; two, seven colors; three, 
eight colors; two, nine colors; one, 
eleven and one, thirty-two. The Textile 
Color Card Association has nine for the 


| new season. Included among these are 


Bluglo, a bluish mist tone, Summer 


| Taupe, Cloudy Grey and Naive Beige. 


| stretchable tops. 


Improvements in Construction 


Equally as important as color, in the 
minds of some even more, are improve- 
ments in construction to insure perfect 
fit. Besides three lengths, hosiery 
manufacturers are stressing the fact 
that the stocking is proportioned to 
what one mill calls the “volume con- 
tent.” 

One manufacturer calls them “Fitted 
lengths.” Another says, “One is exactly 
yours,’ “Famous Five Leg Types.” 
These five cover three average leg 
types and two, for the larger leg, with 
One mill labels its 
three regular proportioned stockings, 
“Debs, Mids, Longs.” For larger 
thighs they have the Fit-All Top with 
a two-way stretch. One manufacturer 
has the unique feature of an elasticized 


| top band of lace with two-way stretch. 


| tures of some of the new hosiery. 


Narrower, slimmer heels are also fea- 
There 


| is a French Heel, a new narrowed heel, 
| a Taper-Slim heel and a Fit-All Heel. 


From the point of view of style, as 
well as of construction, the big news is 


| in the new shell feet, designed with the 


| toe reinforcements. 


minimum of reinforcement to wear with 
shell silhouette shoes. All the leading 
mills are introducing these stockings. 
The exceptions are the manufacturers 
who already were making very low cut 
One mill is making 
a “Thimble-toe” with no heel reinforce- 
ment at all. Purely decorative are such 
constructions as Frou Frou stockings 
with a large, cobweb fine lace design 
rising high on the instep and stockings 
with clocks. New in 15 denier weight is 
a mesh, Nylace. Several mills are mak- 
ing 60 gage stockings. 

All these features, plus a range of 
style-right colors, are giving hosiery 
manufacturers more to talk about, 
more to promote and advertise. By bet- 
ter servicing their customers with 
style, fit and long wear, retailers also 
have more to sell and a more interest- 
ing story to tell. One promotion-minded 
manufacturer is suggesting that every 
woman own three kinds of colors, dark, 
medium and light, to meet her shoe and 
costume style needs. 
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THE FINISH IS JUST THE 
BEGINNING 


Y ou can be confident that a properly 
finished shoe will retain its eye-appeal .. . as 
it begins its journey to the shoe srore . . . as it 
helps make sales for the retailer. 

Finishing materials must first provide the 
desired degree of lustre and character. In 
addition, they must produce and maintain a 
uniform finish on a variety of tannages. 

A suitable combination of materials and 
methods for your shoes can be demonstrated 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


A New Formula for Heels 
and Edges 


It’s NEW BOSTON HEEL 
& EDGE STAIN 
e Better Fill 
e Easier Working 
¢ Uniform Color Coverage 
¢ High Wax Content 
¢ Rich Mellow Lustre 
e One or Two Set 


finishes. 
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by a United Finishing Specialist. And, to insure 
the continuation of uniform results, you can 
count on him to check back regularly. 

There’s a United Finishing Specialist in your 
locality who can bring you this worthwhile 
assistance. He’s available on short notice. 
Call or write the nearest United branch office. 


L. Jel 


e| Re 


and the Return of 3 Old in) 
Favorites 
SUPERFIL NATURAL EDGE STAINS 
SUPERFIL EDGE BLACKINGS 
SUPERFIL HEEL BLACKING OF 
e The preferred pre-war edge finishes. 
© More wax — more fill than other edge 


PRODUCTS 


B B CHEMICAL CO. 


FINISHES FOR UPPERS 
BOTTOMS * HEELS * EDGES 


¢ We've never sold finer black and nat- 
ural edge and heel finishes. 


1g 














SIZE-UP 


WEEKLY OR DAILY 


FILL INS AT YOUR CONVENIENCE 
WITH 





: ‘Ger Auldus 


by GERDA 1 & 
NEW YORK 


ALL SMOOTH LEATHER 
CHILDREN'S SLIPPERS 


No. 402 
All Smooth Leather 
Bootee 
Hard Flexible 
Leather Soles 
Colors: Brown, Blue, 
Red 
5-8, 8!/2-12, 
12!/2-3 
















Sizes: 











No. 302 
All Smooth Leather 
Opera 
Hard Flexible 
Leather Soles 
Colors: Brown, Blue, 
Red 
Sizes: 5-8, 8!/2-12, 
12!/-3 








Samples and Mats 

on Request. Deliv- 

ery at once F.O.B. 
mY. 


Variety and colors plus all leather construc- 
tion ... just the combination to make your 
slipper department go over in a big way. 
A wonderful sales asset and a grand value. 
Order only your present needs NOW. 


Packed in our New Gerdakins Boxes 


GERD FOOTWEAR 


COMPANY, INC. 


GERDAGRAM FOR EXPORT 
158 DUANE STREET, NEW YORK 


13, N. Y. 
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Store Celebrates 60th Year by Complete 


Modernization 


APPLETON, Wis.—The Heckert Shoe Company, “The Shoe 
Center for the Entire Family,” at 119 East College Avenue, 
celebrated its 60th anniversary recently by completely re- 
modeling, redecorating and refurnishing its family shoe 
store. Years of planning and months of preparation went 





This view from the front of the store shows the completely 

modern appearance which is afforded the customer as 

she enters. Notice the attractive design on the upper 
part of the right wall. 


into this store, which now offers more than 1000 square feet 
of floor selling space to its customers. On opening day, free 
gifts were given to everyone, and during the four days of 
the celebration, a 10 per cent discount was given on all 
men’s, boys’, girls’ and children’s shoes, including other 
special offers. 

The large, center space of the store is divided into the 
men’s and women’s shoe departments, with a new accesso- 
ries department in the front of the store, carrying nationally 
known lines of handbags, women’s hosiery and al mis- 
cellaneous items. 





Gay circus pattern wallpaper is used in an eye-catching 


pane! effect in the children's department. 


One of the outstanding features is the 650 square feet 
of wall mirror stretching to almost the entire length of the 
store. Other features are the modern, new hidden stock 
arrangement; brilliant, recessed lighting; and fluorescent- 
lighted shadow box shoe displays. 

Natural finish African Almond plywood paneling and a 
1ust and green carpeting has been used throughout the 
store. Chrome metal and leather fitting chairs and stools 
are used in the men’s and women’s shoe departments. A new 
X-ray machine has been installed. 

The exclusive, new children’s department has been fin- 
ished with colorful, gay “circus-patterned” wallpaper deco- 

[TURN TO PAGE 128, PLEASE] 
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ANALGAMATED 
5 luted, Wy 


THAT SELL SHOES 
AND ACCESSORIES 


ho lor stimulates shoe and accessory selling in 


direct proportion to its fashion correctness and the 
| effectiveness of its coordination. Amalgamated 
WORLD'S FINEST LEATHERS are as accurate in 
color and cast as it is humanly possible to make them 
and are tangible results of 75 years of tanning ex- 
perience and selection of choice rawskins thru-out 
the world. 


Boe 



















Every skin Amalgamated ships to shoe, handbag and 
f accessory manufacturers adheres, as closely as pos- 
sible, to the colors adopted by the Joint Color Com- 
mittees and are promoted only under the name 
designated by the Committees. Because of the fashi® 
fidelity of Amalgamated colors and the effecti 
of this color coordination, Amalgamated has, 
an international reputation for making “ 
that sell shoes and accessories profitablyg 


* 


fod 


‘BOOTH 30 J 
OFFICIAL OPENING _< 
AMERICAN LEATHERS 4 


WALDORF-A$ 





AMATED 


- <p Gee 21 CARY WER COMPANIES, INC. 
| WILMINGTON 99 
DELAWARE 
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All the family’s 
shoes... 





The bes 
sole 
made! 






NOT LEATHER! 
NOT PLASTIC! 


The finest soling material that modern science can 
produce is unquestionably CAT-TEX! Thrift-wise 
mothers, who know from experience, insist on 
the longer wear CAT-TEX and only CAT-TEX 
delivers! But extra wear isn't the only advantage— 
CAT-TEX soles are waterproof, lightweight, flexible, 
non-slip and extremely comfortable 
underfoot. On the shoes you 

manufacture, CAT-TEX will be an 
important extra selling feature 
that will make sales soar! 


CAT’S PAW RUBBER CO., Inc. 
Warner & Ostend Sts., Baltimore, Md. 










Write for 
samples 


& details 


now ! 


Made by the makers of famous Cat's Paw products 
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Casual Promotions in Full Swing 


R.A VOAITENS =  meres.sm mis wees 


as 











Casual promotions for cruise and country wear are now 

under way and will be followed soon by Spring promo- 

tions the country over. Above full-page ad is typical of 

many appearing in newspapers of Boston, New York, 
Chicago and other cities. 
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above the Joyce grade move very slowly and $7.95 is a 
volume price in many stores. 

There seems to be no dividing line by age of the 
wearers of casuals. Girls and women of all ages are 
wearing them but the sales follow the general line of 
the style shoes in that the greatest volume of sales will 
be to girls and young women under thirty years. 


Have Permanent Place in Trade 

JOHN TOWNSEND, Townsend’s Shoe Store, Rome, N. Y. 
THERE are many good reasons why casual shoes will 
have a permanent place in the shoe industry. They are 
comfortable, colorful, well styled and very necessary te 
wear with casual clothes. These we all know are stand- 
ard equipment in any well rounded wardrobe. The 
lower price of casuals has been a strong factor in creat- 
ing a greater demand for this type shoe. 

The women who formerly bought four or five pairs 
of style shoes are now buying more casuals and cutting 
down on style shoes. So we believe in buying for Spring 
and Summer some pairage should be taken from both 


Boot and Shoe Recorder 








style and welt shoes and put into casuals. The 12/8 
wedge heel sandal represents most of the pairage sold. 
Some consideration should be given to children’s and 
misses’ casuals, for what mother wears the children 
want. 

We believe there will be more casual shoes sold this 
year than ever before. This will tend to lower dollar 
sales volume, but the increased pairage of casuals sold 
should help make up any lost dollar volume. 


White Outsells All Other Colors 
A. E. SMITH 

Shoe Buyer, Broadway Department Store, Los Angeles 
WE are looking forward to our best selling casual sea- 
son this Spring. I believe the sales will by far surpass 
all previous records. The addition of crepe soles will 
help to sell extra pairs as they give greater wear and 
will be welcomed by the school age group. This will 
also help the sale of closed up types which have slowed 
up some in the past. 

The addition of several new shades will stimulate 
sales and cause additional demand. In our stores white 
outsells all others during the entire Spring and Summer 
season but may lose some strength due to the many nice 
lighter shades of beige, green and grey being shown. 

New strap designs are creating additional interest. 
Each season finds more women wearing casual type 
footwear due to the greater comfort and extreme light- 
ness in feeling. Manufacturers are wise in giving cus- 
tomers such a variety of styles to choose from, making 


them highly desirable. 


Danger That Stores May Overstock 

J. C. COOPER, Wieboldt’s, Chicago 
CASUALS will certainly be bigger this Spring and 
Summer than they were last year. The older woman 
who buys them for comfort as well as being influenced 
by price is responsible for the plus sales in casuals 
today. 

It’s the softie types which seem to lead in sales, and 
the more conservative styled, both as to color and sil- 
houette. There is danger that the retailer presented by 
casuals from so many of his regular sources may over- 
stock on this type of shoes. Instead of choosing his 
casuals from just a few regular casual houses, he can 
now select them from most of the regular manufac- 
turers’ lines. 


Teen-Agers to Grandmothers 

NANCY NUYENS, Nancy Nuyens Shoe Shop, New York 
THE casual shoe business will be much better than last 
year. Some closed toes and backs will sell early. As the 
weather gets warmer, women will want open toes and 
heels. They will sell to all ages from teen-agers to 
grandmothers. Women of all kinds come in asking for 
low heels and comfortable shoes. 

The things these shoes must have are eye appeal and 

[TURN TO PAGE 124, PLEASE] 
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check list 


for a successful 
children's shoe business 


A HaAMe 


in which mothers 
have confidence ‘ 


Y moun 
that give you a jump 


on competition 


Y paper ft 


... every time .°. 
for every child 


one Albouce 


from tots to teens 


oe 


Saas 


X 









STYLE No. 8805 


If you can't check ALL FOUR factors 
~~=<" on your present brand or brands, 
better check up on Pollyanna right 
{~~ away! Drop us a card. We'll send a 


/ “meq salesman. 





A. S. KREIDER SHOE CO. ANNVILLE, PA. 
NEW YORK CITY SHOWROOM Marbridge Bidg., 47 W. 34 St. 
West Coast Representative: J. R. Hamelin, 219 W. 7 St., Los Angeles 
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TRADE BUILDERS 


OUTSTANDING SHOE 
VALUES! 


UNSURPASSED FITTING 
QUALITIES! 


HIGHEST QUALITY 
LEATHERS! 




























Style JOE 


Genuine Black Kid Up- 
per Leather, Cap Toe 
Blucher Shoe, Combina- 
tion Counter Pocket and 
Backstay, Steel Arch Sup- 
port, Oak Bend Outsole, 
No. 5 Last. 


B.. 7-12 















E.. 5-12 









C.. 6-12 EE.. 6-12 
D.. 5-12 EEE 5-12 
Available ot Extra Cost: 
E—E.... 13,14,and15 
EE... 13,14, and 15 





RETAILERS SERVED THROUGH 40 TRADE 
BUILDER STOCKS 

More thon 6,000 shoe merchants are served by these 

40 TRADE BUILDER wholesale distributors with same 

day or overnight deliveries. 


MORE SALES WITH LESS STOCK INVENTORY 
Your selling stock is kept at maximum efficiency with 









a minimum of stock investment. 


ABSOLUTE STOCK CONTROL 
This most convenient, reliable and unparalleled service 
saves you time, effort and money by giving you daily 
control over your selling stock. 


MORE PROFIT FOR EVERY TRADE BUILDER 


DOLLAR INVESTED 
The TRADE BUILDER method of distribution means 


greater profits for you. IT'S ALWAYS MORE PROFIT- 
ABLE TO TIE UP WITH TRADE BUILDERS! 










M. T. SHAW, INC., Coldwater, Mich. 
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| quality commensurate with price. By quality I mean 
| comfort and fit, primarily. 


Casual shoes will replace other types of shoes to a 


_ large extent because people are buying what they need; 
| they are not going out for what they don’t need. Of 
| course, they will have to have some opera pumps early 
_ in the season to wear with their suits. As to the effect 





of the sales of casual shoes on business in other types 
of shoes and so on the sales volume and profits of the 
retail shoe trade, I can say only one thing: each’ store 
will have to work this problem out in its own way. 


Biggest Casual, Play Shoe Year 
LOU JOSEPH, Joseph’s Salon Shoes, Chicago 


THIS year will see the biggest casual and play shoe 
sales in the history of the shoe business. By casuals we 
refer largely to the flat heeled, slip lasted and frequently 
softie type of shoe. 

All ranges of customers are buying casuals and 
mostly because they are comfortable. From present in- 
dications, open types will be in heaviest demand, al- 
though women will also buy closed shoes in the softie 
iypes. They are most interested in shoes which are 
somewhat conservatively styled and built on a good and 
substantial last. Not only should casual sales be ex- 
cellent this Spring and Summer, but they should go 
over into early Fall at least. 

In fact the casual shoe should no longer be regarded 
as a seasonal item since it is now a year-round factor in 
the retail shoe business. Casuals should have no serious 
effect on business and will, as they become established, 
make it possible for the retailer to sell more pairs. 


Good Shoe for Human Foot 
NATHAN HACK, Founder of Hack Shoe Co., Detroit 


| AM very much interested in casual shoes because 
women like them. The casual shoe, if properly made, is 
a good shoe for the human foot; especially the shoe 
with the elongated wedge heel which fits under the 
arch and, because of its flat surface, balances the foot. 
There is great room, however, for improvement in this 
and other types of casual shoe construction. 

Casual shoes won the favor of American women in 
the beginning because of their novelty styles and their 
popular price appeal. But, unfortunately, casual shoe 
manufacturers have overlooked a big bet in failing to 
improve their fitting qualities. They have been afraid 
to do this because such improvements would increase 
the cost of production and raise the selling price. They 
have also been afraid of being dubbed orthopedic or 
corrective shoe manufacturers for they consider them- 
selves style creators. I, for one, cannot see why a 
fashion type shoe cannot be made more comfortable as 
well as good looking. 
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Window Photographed at Saks Fifth Avenue 


United Last thinks othe childeentoo! 


The very best in lasts... and 
shoes ... is none too good for 
growing feet, And youngsters 
are hard on shoes, as every 
mother knows. That is why we 
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pay painstaking attention to the 
creation of master lasts which 
are scientifically designed to 
make well-fitting footwear and 
sound-wearing footwear for 
America’s youngest market. 
Moreover, as long as little girls 


and little boys (?) like to dress 





up...even in the “little feller” 
models you'll detect the note of 
high style that’s so typically 
United Last! 


United Last Company 


Boston, Massachusetts 








NE 


DIFFERENCE FOR 4/ years 





Onty quality skins are selected for uniformity 


to our specifications. 


_ piece of leather is scrutinized by experts and 
must be up to our demands of grain, weight, color, 
flexibility, and wearability before being made into an 


Ideal Baby Shoe. 


To keep baby feet growing 
correctly is the constant respon- 
sibility of our organization. 


Crib shoes, soft soles, inter- 
mediates and flexible walking 
shoes are IDEAL specialties. 


the shoe of 


the baby determines 
the foot of the adult 














MRS. 


71 WEST 35TH STREET. NEW YORK 1, WY. DAY'S 
1070 MERCHANDISE MART. CHICAGO 54. ILLINOIS 


| D FAL BABY SHOE CO., INC. 


DANVERS, MASSACHUSETTS 





Marshall H. Stevens Named 
As Douglas General Manager 


BROCKTON, Mass.—Announcement of 
the appointment of Marshall H. Stevens 
as vice-president and general manager 
of W. L. Douglas Shoe Company was 
made to convertible prior preferred and 
preferred stockholders in a statement 
issued January 27 by Joseph W. Bart- 
lett, the company’s president. The state- 
ment also announces that Mr. Stevens 
has been elected a director to succeed 
Charles Ault and that he will be nomi- 
nated for re-election as director at the 
annual meeting February 17. 
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Mr. Stevens resigned the position of 
vice-president and general sales man- 
ager of the Selby Shoe Company to join 
the Douglas organization in the capaci- 
ties mentioned. He became associated 
with Selby in 1936 after four years as 
an executive of Craddock-Terry Com- 
pany, prior to which he was associated 
with various other shoe concerns in re- 
sponsible positions. Mr. Bartlett says 
in his statement to stockholders that 
“the directors consider his appointment 
a great asset to the company and feel 
confident that his breadth of experience, 
particularly in merchandising, will con- 
tribute substantially to the continued 


improvement of W. L. Douglas Shoe 
Company.” 

Much of Mr. Bartlett’s statement, 
which covered two and a half type- 
written pages, was devoted to a reply 
to certain charges and claims made by 
a W. L. Douglas Shoe Company Stock- 
holders’ Committee which had been 
soliciting proxies for its nominees in 
opposition to the management nomi- 
nees for election as directors at the 
annual meeting. The president urged 
stockholders who supported the posi- 
tion of the management and who had 
not already mailed their management 
proxies to the latter, to do so without 
delay. 





Neill Overman President 
Of Johnston & Murphy 


NEWARK, N. J.—Neill Overman, for 
four years vice-president in charge of 
sales for Johnston & Murphy, manu- 





NEILL OVERMAN 


facturers of men’s high grade shoes, 
has been elected president of that com- 
pany. He succeeds Albert C. Gibbins 
who has been made chairman of the 
board. 

Mr. Overman entered the employ of 
Johnston & Murphy in 1917 but left 
soon to join the Navy. He returned to 
the company in a sales capacity in 
1920 and was elected to the board of 
directors in 1939 after having sold the 
J & M line in many parts of the coun- 
try. As president, he will continue to 
direct sales and sales promotion. 

Mr. Overman is the son of the late 
William W. Overman, at one time trea- 
surer and general manager of the old 
Boyden Shoe Co., of this city. 

Other changes announced at the same 
time include the promotion of C. Rod- 
eric Gibbins, formerly assistant treas- 
urer, to treasurer. Courteneay Over- 
man continues as vice-president and 
general manager. Charles M. Opitz 
continues as secretary. 





New Store Opened in Detroit 


DETROIT—The Royal Shoe Store was 
opened recently in the North End at 
8622 Fenkell Avenue, by Harry and 
Araxi Chrovian. The new store is a 
general family type shoe store, catering 
to a neighborhood trade. 
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UNISHAN Ko. precision-assembled and 


moulded structural unit formed to fit the last. . . provides 
the shoe with strength and grace without bulk. 

Makers of Cements, Littheways and McKays in particular 
will appreciate the snug fit at heel seat, waist and ball areas. 
Unishank helps the shoe retain its shape, hold its proper 
tread, provides proper support to the foot and makes pos- 
sible superior heel anchorage. Cement sole attaching is 


simplified because a wider lasting margin may be 


What UNISHANK Adds to Shoes 


FiT — last measurements preserved through waist. 

COMFORT — firm, snug-fitting waists. 

STRENGTH — without bulk. 

APPEARANCE — top lines preserved — helps shoes 
hold shape until worn out. 


BETTER HEELING — cuts returns due to “run under” 
and/or “kick back” heels and 
torn Louis Heel flaps. 

UNIFORMITY — shanks accurately located preserve 

last contour. 


retained through the shank area. VITA-TEMPERED STEEL SHANKS ., 


Your United representative can provide full par- When clean, tough, hard, uniform VITA-TEMPERED 


ticulars about adapting Unishank to your operations. 
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STEEL SHANKS are used in Unishank assemblies, 


it‘s a combination hard to beat. 
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HERE are your two best sellers for 
Mother's Day promotion —two slippers by 
Swan—so good looking they outsell any 
slippers you display. They have won popu- 
larity from coast to coast because of their 
good styling and glove-like fit. Order today. 


SWAN SHOE CO. 


Curtain and Aiken Streets 
Baltimore 18, Md. 












Celebrates Anniversary by 
Modernization 
[CONTINUED FROM PAGE 120] 


rations, and comfortable, bench seating arrangement. Domi- 
nating the department is a large, framed painting of the 
familiar Pied Piper piping the children away. A Junior 
X-ray machine is used to insure proper fitting. 

The outside display windows have been redesigned and 
replaced by new, larger windows providing ample space 
for the display of a great variety of shoes. The wall and 
ceiling of one side window has been finished with the same 
African Almond natural finish plywood paneling used in 
the interior. The other rear window enables customers to 
see clearly into the store. 

The Heckert Shoe Company was established 60 years ago 
as Heckert & Tschude. In 1890, the firm became the prop- 
erty of Herman Heckert, Sr., and was called Heckert Shoe 
Company. In 1895, H. F. Heckert entered the business and 
the name of the firm was changed to Heckert & Son. Upon 
his return from the Spanish-American War in 1900, H. F. 
Heckert purchased the business from his father. The firm 
was incorporated Feb. 27, 1915, with H. F. Heckert, R. G. 
Sykes and Joseph H. Feron as officers. In 1932, Earl D. 
Miller joined the Heckert Shoe Company, and in 1938, upon 
retirement of R. G. Sykes, the present officers of the firm 
were elected: H. F. Heckert, president and treasurer; Edna 
S. Heckert, vice-president; and Ear] D. Miller, manager and 
secretary. 


See Good Future for Casual Types 


Sr. Louis.—Producers of women’s and children’s slip- 
lasted casuals in the St. Louis district believe the future 
of this type of footwear, in terms of dollar profit to the 
retailer, will be a lasting one. And the best evidence of 
this belief is found in the current daily production of 
women’s and children’s casuals estimated by a reliable 
source at from 35,000 to 40,000 pairs a day. 

In the last year the switch to casual production here 
has been literally colossal. Many novelty manufacturers in 
this period, including both well known houses and obscure, 
the large as well as small, have converted a part of their 
production to sliplasted types. The conversion is still in 
progress, and a number of those who have been making 
the casual shoe for several months are continuing to 
increase their capacity. 

Probably highly significant currently in the casual move- 
ment in St. Louis is the fact that all of the women’s lines 
of St. Louis’s two largest manufacurers, International Shoe 
Co. and Brown Shoe Co., now include casual types. 

“There can be no doubt that casuals are here to stay,” 
manufacturers in the St. Louis market point out, “because: 
they combine comfort with style and still can be sold at 
a moderate price.” Added to these reasons for their con- 
tinued popularity, producers emphasize, is the fact that 
casual footwear appears to practically every age group. 

“In former years,” says A. J. Brauer, Jr., president of 
Brauer Bros. Shoe Co., “teen-age girls looked with antici- 
pation to the day when they could step out in a pair of 
bigh heels. But now such types of footwear seem to have 
lost some of their appeal for the teen-age girl.” If the sale 
of the casual shoe has cut in on the sale of high heel types 
for the junior miss, however, it has made a near equal’ 
inroad on the sale of style shoes to women in the older age 
groups, some producers admit. 

Harold Browne, sales manager of the Burkart Shoe Co., 
believes that a portion of the popularity of casual shoes 

[TURN To PAGE 131, PLEASE] 
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Give the Salesman a Break! 
Editor, BoOT AND SHOE RECORDER: 


There is a habit that has recently 
developed on the part of some shoe 
buyers that is proving to be very unfair 
to the wholesale shoe salesman. That 
is the habit or practice of making dates 
to buy or look at lines and then not 
keeping the appointment. A salesman 
makes an appointment in good faith 
with a retailer or buyer to book his 
order or have the prospect look at his 
line, and when the date is not kept it 
leaves the salesman with just so much 
lost time on his hands. Most salesmen 
today have to make every hour count 
plus the fact that they have large terri- 
tories to cover in a given length of time 
to insure deliveries on time. Therefore 
no buyer should make a date with a 
salesman unless he intends to keep it. 
To do so is to be very unfair to the 
salesman. 

Also a buyer can help the roadman by 
being very frank to say he can’t use a 
line if he feels that way, instead of 
encouraging the salesman to come back 
many times on a wild goose chase. Good 
salesmen keep their dates and so should 
the buyers. Every salesman wants to 
give all the time necessary to insure 
good service to the customer or pros- 
pect; on the other hand his time and his 
position should not be abused because 
shoes have become more plentiful and 
competition keener. 

So let us all resolve in the future, 
buyers and salesmen alike, to make 
dates to look or buy only when we know 
we can keep them—and then keep them 
and try to be on time. Also if a sales- 
man shows you his line and you can’t 
use it, tell him so in a nice way instead 
of leading him to believe you may buy 
later. If you do this, he can go on his 
way, making the most of his time and 
saving some of yours. In other words 
Mr. Retailer and Buyer, give the sales- 
man a break. 





Buys Father’s Store 


ROcKFoRD, ILL.—Norris W. Norbeck 
has purchased from his father, Eskil 
Norbeck, the Norbeck Shoe Store, lo- 
cated at 317 Seventh Street. 

The business was founded 50 years 
ago by A. W. Norbeck, grandfather of 
the new owner. Norris W. Norbeck 
has been associated with his father 
in the business for several years. He 
plans to remodel the store soon. 
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Illustrated: The 


repeat... 
sale after sale after sale... 


Smart looking . . . extra comfortable! That's 
why 9 out of 10 Matrix customers buy Matrix Shoes 
again. They know the style is right . . . and 

they can feel the comfort of their *‘footprint- 
in-leather’’. They're a valuable and highly 
consistent source of profit for you! / 


atrix Shoes 


BY HEYWOOD 


THE HOUSE OF HEYWOOD, Worcester 4, Mass. * Makers of Men’s Fine Shoes since 1864 








Elmwood, 
style +283. In stock for immediate de- 
livery. Send for new In-stock Catalogue. 
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MAKE NO MISTAKE ABOUT THIS ONE 
“It’s the Show of the Year” 


24th SEASON 


The SHOE MER'S 


css FALL 


OPENING 


OF NEW SUMMER and EARLY FALL 
e FOOTWEAR e 


The Time: 


APRIL 3¢ to 7* 


The Place: HotTeL NEW YORKER 


NEW YORK'S Greatest Show in New York's 
Largest Hotel... 


Onry A FEW 
DESIRABLE 
DISPLAY ROOMS 
STILL AVAILABLE 


© Write or Wire Today @ 


EUGENE A. RICHARDSON 
e ASSOCIATES « 


683 ATLANTIC AVENUE 
BOSTON, MASS. 





EAVY ADVANCE 

RESERVATIONS 
FROM SHOE BUYERS 
COAST-TO-COAST INDI- 
CATE A CAPACITY 
SHOW. 


e They are Going to 
BUY IN APRIL 























Gives Up Women’s Wear; 
To Concentrate on Shoes 


FRESNO, CALIF.—Innes-Reliable Shoe 
Stores, with two outlets, at, 1155 Ful- 
ton Street and 725 Olive Street in 
Fresno, have discontinued the women’s 
wear and sportswear department in the 
Fulton Street store, “to make way for 
a larger and greater shoe store,” it was 
announced during the second week in 
January. All wearing apparel was sold 
out during a clearance sale in mid- 
January, together with fixtures, racks 
and showcases, “at cost, near cost and 
below cost”; and the plans have been 
completed to remodel the Fulton Street 
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store into one of the most complete, 
modern and extensive shoe stores in 
downtown Fresno. 


Salesmen in Auto Crash 


XENIA, O.—Tom Atkins, who covers 
Indiana, Ohio and Michigan for the 
Lumbard-Watson Company, is conva- 
lescing at his home here after having 
been badly injured when his automobile 
skidded and struck a tree while he was 
driving through Sandusky recently. Mr. 
Atkins suffered three fractured ribs and 
other chest and facial injuries. His car 
was wrecked. 


Uses Old-Time Shoes 
In Window Display 


DALLAS, TEx. — Beginning in 1824 
with a boot said to have been worn by 
the Marquis de Lafayette, E. M. Kahn 
& Co., Dallas, recently featured a dis- 
play of historical footwear that traced 
the styles up to the present day. 

Kahn’s unique window story in shoes 
showed a man’s dress shoe of 1835 with 
satin laces, square toe and low cut 
which the rug-cutters of that year 
wouldn’t be seen without. 

It was evident from the display that, 
at one time or another, shoemakers 
have run the gamut of materials: cloth, 
rubber, alligator hide, kidskin, kipskin, 
cotton webbing, pebbled cowhide and 
many others. 

The display also showed a boy’s high- 
cut boot. 





President Hails 
Brotherhood Week 


BROTHERHOOD WEEK 


FEBRUARY 20-27, 1949 

















WASHINGTON—In a recent letter to 
Dr. Everett R. Clinchy, president of 
the National Conference of Christians 
and Jews, President Truman hailed 
National Brotherhood Week (February 
20 to 27), and said, in part: 

“We approach another Brotherhood 
Week at a time when none can doubt 
the urgency of its reminder that men 
of all creeds and races are bound to- 
gether in one common fate. 

“This association in a common destiny 
means that the real problems of the 
world are those of human relations. In 
this age when science has tapped the 
atom’s nucleus, man must tap the nu- 
cleus of understanding without which 
there is no wisdom, no spirit for right- 
eous action, and no mutual concern. 

“T therefore, call upon the American 
people to participate in Brotherwood 
Week, sponsored by the National Con- 
ference of Christians and Jews. I urge 
a personal rededication to the princi- 
ples of equality and justice which have 
made our country great.” 
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STYLE #2110 
Green, Red, White 















leather. 
€ 5% to 9, Narrows; 
7 \ 3% to 9, 
AN t Mediums. 
e 


STYLE #2010 

Black, Blue, Grey suede; 

Green, Red, White, Yellow 
leather. 

5% to 9, Narrows; 3% to 9, 
Mediums. 


scala 






sy NESCO oF BOSTON 


New England Shoe Mfg. Company 
181 Lincoln St. Boston 11, Mass. 


STYLE #2030 : 
Black, Blue, Grey suede; 
Green, Yellow leather. 
5% to 9, Narrows; 3% to 9, 
Mediums. 





See Good Future for Casual Types Tanner Shows Fall Colors 
[CONTINUED FROM PAGE 128] [CONTINUED FROM PAGE 116] 


stems from our changed pattern of living. “Many women wear slate blues, with the ever-present grays and the new 
have moved over into the high salaried classifications of  greiges. 

the sales person and executive in the last 10 years,” Mr. In silhouettes and treatments, heels and lasts. she listed 
Browne says, “and they want shoes and clothing that are the following trends: Square toes with clean lines which 
both dressy and comfortable. This is where the casual can be welted for width. Walled but pointed toes, moderna 
shoe enters the picture. It fills a specific need.” version of a Turkish toe. Tapered toes. emphasized by 
patches or tabs of contrasting suede or glazed kid or deli- 
cate stitching. The plunging throatline. borrowed from 
blouses, dramatized like them by reverse, pleats, etc. Side 
or front lacing, up, up, even high enough for a flared throat. 


Women who worked in industry during the war were a 
Lig stimulus to the casual shoe, he added. but the demand 
for casual footwear has become lasting because it is char- 
> otek enuaing. ete: ; T-strap or high fronted detailing with a sling back. Fitted 

While manufacturers here assert that the popularity of oiks ; ’ ‘ Ae 

: : yo0ts for campus. cut low enough for early promotion. 
the casual shoe - -_ due - price alone, some of them Oxford type take-offs on various heel heights. The “Lace 
express a belief that it still we seasonal shoe, which will] ook” in front cutouts, including peek-a-boo toes, and orna- 
have a heavy sale only in the Spring and Summer months. ments or flares with a “sheer” effect. Stitching, fine and 

And because of this belief. one manufacturer warned contrasting in-color with the leather; basting and “design” 
that there is a danger of both over-production and over- stitching. Heels. she said, were a more focal point, given 
stocking of the casual shoe. Discussing the subject from a variety of treatments such as repetition of detailed-down 
the standpoint of the manufacturer, he said that by con- vamp treatment, tabs to contrast with the rest of the shoe, 
verting too large a portion of his production to casuals the color and/or material contrast and more medium heights. 


manufacturer was putting himself in the position of not In conclusion Miss Nichols, “This is the time to put 
being able to meet the demand for conventional types shoes on a firm fashion footing. It is not an industry of 
when the time for Fall production rolls around. foot coverings. but an integral part of a changing mode of 


But there was a danger to the merchant also, he cau- living. The time has come to stop bucking trends and 
tioned. who tied up his working capital too heavily in copying designs, and to start dramatizing our own product. 
casuals. Such a merchant, he said, might find himself in What shoes use today is a more elastic approach to shoe- 
the position of being unable to buy heavily enough to give making problems and a wider conception of design possi 
his stock proper balance. bilities.” 
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proven 
sellers 
that 
keep on 


selling 


Commuter 


aways IN STOCK 


GENUINE ALLIGATORS 


$8.30 less 5% 


ALLIGATOR-LIZARD 
$7.60 less 5% 


ALLIGATOR GRAINS 
$5.40 less 5% 


I all available in black, brown, red 
; or green AAAA to C, sizes to 10 


MERRIMACK SHOE MFG. CO., LOWELL, MASS. 


a, 2 aw ae 





Review of the Retail 
Trade 


[CONTINUED FROM PAGE 102] 


in open heel and toe with side-tie. 
The demand continues for open 
styles, although one buyer noted 
more calls for the closed heel, but 
added that the open toe seems to 
be a “must.” The same buyer be- 
lieved that the sandal-type strap shoe 
is edging out the sling pump in pop- 
ularity in higher priced lines. 
Buyers anticipated that the late 
Easter will result in selling more 
dark shoes this season as the sell- 
ing season will be longer. Late 
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Easter also will give shoe depart- 
ments a longer selling season at reg- 
ular markups and reduce Spring 
clearance items, it was believed. 

Demand has continued strong for 
men’s shoes, with one buyer reporting 
January sales only slightly off in 
units, and a second buyer listing both 
unit and dollar sales well up to a 
year ago. Brogue types have con- 
tinued to lead the selling. 

* # * 


SALES BRING GOOD 
RESPONSE IN BINGHAMTON 


J ANUARY shoe business in Bing- 
hamton, N. Y., registered unexpected 
gains in most instances as the pub- 


lic responded to numerous clearances 
and promotions and reduced shoe 
store inventories to reasonable figures. 

The pleasing volume of sales re- 
corded immediately after Christmas 
was attributed by shoe men to the 
fact that many people either received 
cash gifts or deferred shoe purchases 
until seasonal markdowns were avail- 
able. The post-Christmas buying 
surge was extended into the first two 
weeks of January. This was followed 
by a week of slightly less active trade, 
with the final week of the month 
showing a minor slump. For the 
month as a whole, shoe sales at lead- 
ing stores ranged from even with 
the previous year to 10 per cent 
ahead. 

Clearance sales were on a bigger 
scale than in many years. yielding 
generally satisfactory results. Ad- 
vertised reductions up to 60 per cent 
were frequent, especially as _ the 
month wore on and original sale 
groups had the cream skimmed off. 
A department store offered discon- 
tinued styles of well known makes of 
women’s shoes regularly valued to 
$12.95 for $4.99 and shoes usually 
priced up to $13.95 for $7.99. Another 
department store found a very good 
demand for shoes marked down to 
$5.95 but only fair interest in a group 
reduced to $8.99. A children’s shoe 
store reported a satisfactory response 
to its semi-annual sale which included 
reductions as high as 60 per cent. 

Shoe buyers said customers were 
discriminating, even when obvious 
bargains were available. Deep-cut 
prices failed to sell shoes which cus- 
tomers considered undesirable. Cus- 
tomers were mostly interested in sea- 
sonable merchandise in known brands 
which offered more or less style ap- 
peal. 

Aside from clearances several stores 
ran successful promotions and in 
some cases did advertising of a semi- 
institutional nature. Examples of this 
were ads encouraging parents to 
bring their children in regularly for 
a check-up of sizes worn, also adver- 
tising of nurse-type shoes. 


. 2 * 


Step by Step 
[CONTINUED FROM PAGE 82] 


from furs to face powder, and that 
goods outside of essentials frequently 
are selling slowly even at reduced 
prices. We've intentionally under- 
lined the word “essentials,” because 
shoes are as essential as a pair of 
pants. Unless we return to the Stone 
Age or adopt “Barefoot Charley 
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Haase’s” philosophy of throwing our 
shoes away, we're going to be wearing 
‘em for a long time. We can do 
without mink coats, perfume, night- 
clubs and theaters. but we'll fight be- 
fore we give up food, sex, clothing 
and shoes. The shoe business may 
be up or down from time to time, but 
we believe it’s safe to predict that it 
will never be out. 


* * * 


WHAT MAGAZINES does top man- 
agement read? A survey conducted 
by the Harvard Business Review of 
top maragement men reveals that the 
average business Review subscriber 
has four magazines of general interest 
on his list. 75 per cent of the sub- 
scribers use one or more trade maga- 
zines of specialized interest. 50 per 
cent read a business paper like the 
Wall Street Journal or Journal of 
Commerce. Most men placed their 
specialized trade magazines or daily 
business papers at or near the top of 
their lists. 
* * * 


WHERE do small firms get their 
eapital? According to the results of 
a survey conducted by Minneapolis 
Federal Reserve Bank appearing in a 
recent issue of Business Week, the 
number of firms not started for lack 
of capital probably is not so large as 
estimated by some observers, and that 
the primary sources of equity capital 
(for small businesses) are personal 
savings, and since V-J Day there has 
been a sufficient supply of capital to 
permit a rapid growth in such enter- 
prises. 
* * * 


Many WORKERS ARE STILL 
SKEPTICAL of labor-saving devices, 
because they believe that new ma- 
chines mean fewer jobs. Though this 
fallacy is not as strong as it once was, 
like an old melody, it lingers on. In 
an interesting booklet, Why Kill the 
Goose? this worn-out belief has been 
attacked by Sherman Rogers in a way 
that should put a few more shovelsful 
of cemeterial dirt on it. 

Rogers says, “Machinery does not 
create unemployment. Mechanical 
mass production means cheaper goods, 
wider distribution, more jobs. (For 
example), a five-cubic-foot electric re- 
frigerator cost about $540 in 1925. 
Very few people could then afford 
such a luxury. Modern machinery 
and modern methods have brought the 
price down to the point where a bet- 
ter refrigerator of six cubic feet can 
be bought for less than half of the 
1925 price. Thousands of men are now 
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| MODEL oRTHOPE™ 


No. 4645—White Elk Or- 
thopedic Oxford, Tan Elk 


III csa-csceavees-sy canes $6.40 
Additional for Sizes Larger 
OS, ere .60 
AAAA and AAA ....6 to 11 
Re eee Bice 5toll 
Eee ete 4toll 
| | ae peepee er 4to 10 


ALLIN STOCK NOW! 


No. 846 — Same as No. 
4645 in CHILD LIFE Misses’ 
and Children's Sizes. 

12% to 3 A,B,C,D,E $5.45 
8, t012A,B,C,D,E 4.85 


ALL IN STOCK NOW! 


(All Prices, 5%—15 Days; 
Net -— 30.) 


* LEFT and RIGHT WEDGED 
THOMAS HEELS 

* LEFT and RIGHT SPRING 
STEEL SHANKS 

* LEFT and RIGHT 
QUARTER PATTERNS 

* PATTERNS COORDINATED 
SIZE-FOR-SIZE, WIDTH- 

| FOR-WIDTH 

*% ONE-PIECE VAMP 

| AND TONGUES 

* LONG INSIDE COUNTERS 
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GROWING 
GIRLS’ SHOES 
WITH 
AMAZING SALES 
POSSIBILITIES 








Here are orthopedically designed, 
orthopedically built COLLEGE 
CHUMS growing girls’ shoes — 
with no ugly duckling in the 
group. Smart patterns, beautiful 


leathers, superb workmanship 
— plus all the features which 
have made Child Life Shoes so 
well known from coast-to-coast. 








SHOE MFG. CO., MILWAUKEE 10, WIS. 





anal 


S. CALIFORNIA 
E. E. Kappel, 
315 McHenry Rd., 
Glendale 6, Calif. 


WEW YORK OFFICE 
Jos. Wasserberger & Son, 
557 Marbridge Bidg., 
New York 17, N. Y. 


WO. CALIF., WASH. & ORE. 
C. F. Bearce, 
2260 Sherwood Rd., 
San Marino, Calif. 





employed in the manufacture of refrig- 
erators where only scores were em- 
ployed when it required five men to 
build a refrigerator that one man is 
capable of building today.” 

He goes on to use the automobile 
industry as an additiona! example of 
how mass production has benefited, 
not harmed, the lot of the working- 
man. Let us emphasize again that the 
key to business prosperity and the 
high standard of living enjoyed in the 
United States has been mass produc- 
tion and the swift distribution of good 
products. 


P URCHASING POWER IS 50 PER 
CENT ABOVE 1940. “The real dis- 
posable personal income of our popu- 
lation after taxes and full correction 
for increased prices,” says Arno H. 
Johnson, a vice-president at J. Walter 
Thompson, speaking before the recent 
Boston Conference, “probably will 
reach, in 1949, a level 50 per cent or 
more above 1940. In other words, the 
American population will have the 
purchasing power ability to buy and 
consume over 50 per cent more goods 
and services than in the last full year 
before we entered the war... .” 
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White one of these mosquitoes is just the 
ordinary summer nuisance, the other is the 
man-killing Anopheles .. . dreaded carrier of 
malaria. But only an expert would quickly know 
the difference! 


Matching leather soles also calls for expert 
ability to tell “which is which.” At England 
Walton, trained craftsmen instantly spot 
ever-so-slight differences in fibre structures 

. and FIBRE-SORT soles accurately, for 
paired fiexibility and longer, more even wear. 








/ Here’s extra value in shoes that means 

pleased purchasers, steady repeat sales, big- 
é ger profits. Get this plus feature ... for your 
customers and yourself . . . with England 
Walton FIBRE-SORTED SOLES. 









wy We Which 
im is Which? 
v4 Re 


a A If You Can Tell Instantly, 

—_— . 
a 
— 


at ~ 


You're an Expert! 








Three greatly magnified cross-sections of sole leather. A and B 
are similar in fibre structure; C is noticeably different. England 
Walton experts will pair A end B, and find a matching fibre- 
structure for C. 





Cngland Walton 
FIBRE-SORTED SOLES 


Cut soles and sole leather . Pure oak bark tanned 
England Walton Division 


A. C. LAWRENCE LEATHER COMPANY 


Boston « Camden + Peabody -+- NewYork «+ St.lovis + Columbus + Milwaukee 
los Angeles ° San Francisco . Ashland, Ky. ° Newport, Tenn. « Hazelwood, N. C. 
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. Shoe News 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Shoe Buying Active at Mid-Atlantic Mart 





Buyers from East Coast States, After Long Hesitation, Place Sub- 
stantial Orders—E. S. Gerberich Hailed as Honor Guest. 


PHILADELPHIA. — Whatever thought 
there may have been in the minds of 
some members of the trade that the 
shoe business was definitely slowing 
down and retailers were disinclined to 
replenish their stocks was largely dis- 
pelled as a result of the volume of or- 
ders written by a majority of the shoe 
manufacturers and wholesalers who oc- 
cupied display rooms at the annual con- 
vention and shoe mart of the Middle 
Atlantic Shoe Retailers’ Association, at 
the Benjamin Franklin Hotel, in Phil- 
adelphia, January 23, 24 and 25. 


Buyers from Several States Attend 


Retail shoe merchants, convinced that 
prices will continue at their present 
levels for the coming season at least, 
came to the show from several states 
and before their departure stacked up 
orders the like of which have not been 
reported at any recent trade show. 


Until very recently, women’s shoe 
buyers have been hesitant about taking 
a chance on a stock of broadly ranged 
colors and have held their orders down 
to earth by choosing mostly blacks and 
browns in practical “bread and butter” 
styles. At the Middle Atlantic Show 
there was a strong demand for color 
in both women’s and children’s shoes. 
One of the colors that showed up well 
on the order lists was gray, which had 
been shown for the past two seasons 
but had been considered a doubtful in- 
vestment. Now many shoe retailers feel 
that the strong trend for navy in 
women’s clothes will make gray a pop- 
ular accessory color. All styles that 
were new and different in women’s 
dress shoes made ready sales. 


Casuals Big Sellers 


The really big sellers throughout the 
show were the casuals. Most popular 
seemed to be the wedgies, which were 
bought in such colors as red, green, 
gold, blue and maize, as well as black 
and brown. Although many salesmen 
here claimed that casuals outsold the 
more dressy type shoes, two large firms 
said casuals and dress shoes sold fifty- 
fifty. 


In dress shoes the demand ran to 
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E. S. GERBERICH 


various types of intricate strap treat- 
ments. Baby doll pumps continued to 
market well in low heels, medium, and 
wedgies and in variations such as the 
bra-apron bow front. For Spring the de- 
mand runs definitely to open backs. The 
toe can be closed or open. Dressy shoes 
in flats of suede and kid also got large 
orders. 

Children’s and growing girls’ shoes 
probably topped the order lists. With 
the variety of high styles on display 
in these lines, buying was, made easy. 
On the fact that the average child is 
asking for an adaptation of the older 
woman’s shoe, many styles were suc- 
cessfully copied, such as criss-cross 
straps, triple straps, also color combi- 
nations. 

A large audience of shoe retailers 
and their guests attended the dinner in 
the Crystal Ballroom on Monday eve- 
ning, Jan. 24, when E. S. Gerberich, 
president of the Gerberich-Payne Shoe 
Co., Mt. Joy, Pa., was the honor guest. 
This company has exhibited at the 
MASRA shoe mart for 32 consecutive 
years. 

Mr. Gerberich started his career as a 
country school teacher about 1891. He 
traveled as a salesman for a shoe man- 
ufacturing company in Pennsylvania 

[TURN TO PAGE 151, PLEASE] 


Says Hide Shortage 
May Mean Higher Prices 


New YorRK, N. Y.—A shortage of 
hides and skins may result in higher 
prices because of the close balance 
which exists today between hides and 
skins and leather requirements, accord- 
ing to John H. Patterson, economist of 
the National Shoe Manufacturers Asso- 
ciation, recently speaking before a 
board meeting of that organization. 

Mr. Patterson said the only way hide 
prices could return to lower levels 
would be if more hides and skins were 
available than were required to main- 
tain shoe and leather production at 
current levels, but he didn’t see such an 
immediate possibility. 

“During the first two weeks of 1949,” 
he said, “federally inspected slaughter 
of cattle in 32 markets was down 19 per 
cent, and the slaughter of calves was 
down 22 per cent compared with the 
corresponding periods of last year.” 

Strong supporting evidence of a 
downward trend in hide supplies, he 
pointed out, was that the Fall run of 
hides did not in any way offset the 
decline that took place during the first 
five months of last year. 





Old Store Completes 
Remodeling Job 


ROCHESTER, NEW YoRK—The barri- 
cades are down again at the Parmelee 
Shoe Shop, 54 East Avenue, here, re- 
vealing a colorful taupe Tennessee mar- 
ble outside border and a visual front. 
This completes the remodeling project 
of Parmelee’s The front was barri- 
caded last August, with business going 
on as usual while work was done. The 
remodeling of the interior of the store 
was cemplete in August 1947. 

The all-glass and stainless steel front 
of the store allows East Avenue custo- 
mers to look in on the departmentalized 
shop with its men’s section at the front, 
women’s department in the middle and 
children’s section at the rear. A large 
window at the right, backed up by a 
see-through lattice design, is devoted to 
display of women’s shoes. At the left 
is a picture window showing men’s 
shoes. 

The shop has been established in 
Rochester more than a third of a cen- 
tury and has been owned by John J. 
Moore since 1936. It features correc- 
tive shoes, doing 75 per cent of its 
volume in the women’s lines and 15 in 
children’s and 10 in men’s. 








Chairmen Named for Popular Price Show 





FRANK S. SHAPIRO 


NEw YorK.—Frank S. Shapiro and 
Mark A. Edison have been named co- 
chairmen of the joint industry commit- 
tee sponsoring the second Popular Price 
Shoe Show of America to be held May 
23-26 at the Hotels New Yorker and 
McAlpin. Mr. Shapiro is the newly- 
elected president of the New England 
Shoe and Leather Association, and is 
treasurer of Consolidated National 
Shoe Corporation and American Girl 
Shoe Co., Boston. Mr. Edison heads 
the National Association of Shoe Chain 
Stores, and is vice-president of Edison 
Brothers Stores, St. Louis. The two 
associations are co-sponsors of the 
PPSSA which is the national Fall mar- 
ket week for the volume and_ popular 
price shoe industry. 

Subcommittees were appointed by the 
co-chairmen as follows: 

Budget: A. W. Berkowitz, Bourque 
Shoe Co. Inc.; George L. Smith, G. R. 
Kinney Co. Inc. 

Exhibits: Myer Saxe, Kesslen Shoe 
Co.; Lawrence Merle, Endicott-Johnson 
Corporation. 





MARK A. EDISON 


Advertising and Publicity: D. W. 
Herrmann, Miles Shoes Inc.; Daniel J. 
Danahy, Dan Danahy Shoe Co.; and 
Mr. Saxe. 

Fashion Show: Alfred L. Morse, 
Morse Shoe Stores; Mr. Herrmann; 
Paul Kleven, Klev-Bre Shoe Mfg. Co. 

Edward Atkins and Maxwell Field 
are co-managers, and will serve ex-offi- 
cio on all subcommittees. Other mem- 
bers of the joint committee include: 

Manufacturers: Stuart H. Armstrong, 
Wiley - Bickford- Sweet Corporation; 
George A. Dempsey, Crossett Shoe Com- 
pany; John Foote, The John Foote Shoe 
Co.; Normand P. Liberty, H. O. Ron- 
deau Shoe Co., Inc.; and Henry C. 
Stillman, H. C. Stillman Shoe Co. 

Retailers: Harry Karl, Karl’s Shoe 
Stores, Ltd.; I. M. Kay, The Berland 
Shoe Stores, Inc.; J. O. Moore, Miller- 
Jones Company; Frank J. Schell, Sears, 
Roebuck and Company; and David L. 
Slann, Butler’s Inc. 

Two full floors at the McAlpin will 
house displays of popular price and 
branded lines. 





Sees Danger in Extending 
Trade Agreements Act 


WASHINGTON.—Urging that protec- 
tive clauses for the benefit of both in- 
dustry and worker be placed in the 
proposed extension of the Reciprocal 
Trade Agreements Act, Congressman 
George J. Bates, testifying before the 
House Ways and Means committee re- 
cently stated that Massachusetts indus- 
try and workers look upon the proposed 
extension with alarm. 

Citing the flood of shoes from Czecho- 
slovakia which, prior to the war, 
threatened the shoe industry of Haver- 
hill, he emphasized the critical situa- 
tion that at that time also faced the 
fishing industry of Gloucester and the 
hat industry of Amesbury. The Waltham 
Watch Company’s present position was 
used to illustrate the “perfunctory 
strangulation” which is currently tak- 
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ing place in our industries as a result 
of foreign competition operating with 
a cheap labor supply. 

“There is a state of fear in Massa- 
chusetts today, and we know that con- 
ditions will be bad unless some protec- 
tion is thrown around those industries,” 
he continued. Confidence has been lost 
in the reciprocity committee, he said, 
and urged the creation of an agency 
that would make it possible for indus- 
trial leaders and workers to tell their 
story and get some action. 





Casual Section Growing 


CHIcAGO.—The fifth floor shoe sec- 
tion of Marshall Field & Co., Chicago, 
is undergoing extensive alterations. The 
salon has recently be2n remodeled and 
redecorated. The rest of the shoe area 
is being rearranged to give more space 
to the ever-growing casual shoe section. 





Dates to Remember 


Sixteenth Semi-Annual Allied Shoe Prod- 
ucts and Style Exhibit, Hotel Belmont 
Plaza, New York March 6, 7, 

Michigan Monthly Shoe Show, Michigan 
Shoe Travelers’ Club, Statler Hotel, 
Detroit, Mich. March 6, 7, 8, 

Opening of American Leathers for Fall, 
Tanners’ Council of America, Waldorf 
Astoria Hotel, New York. 

March 8 and 9, 

Baltimore Shoe Fair, Baltimore Shoe 
Club. Southern Hotel, Baltimore, Md. 

March 13, 14, 15, 16, 

Shoe Show, Shoe Travelers' Association 

of Chicago, Hotel Morrison, Chicago. 
March 15, 16, 17, 

Spring Showing, Associated Shoe Trav- 

elers, Hotel Wisconsin, Milwaukee, Wis. 
March 20, 21, 22, 

Shoe Manufacturers’ Fall Opening, Man- 
agement Eugene A. Richardson Asso- 
ciates, Hotel New Yorker, New York. 

April 3, 4, 5, 6, 7, 

Shoe Show, Tri-State Shoe Travelers As- 

sociation, Hotel Statler, Buffalo, N. Y. 
April 24, 25, 

Fall Style Show, St. Louis Shoe Manu- 
facturers' Association, Statler, Lennox 
DeSoto and Mark Twain Hotels, St. 
Louis. April 27, 28, 29, 30, 

Shoe Show, Northwestern National Shoe 
Travelers’ Association, Hotel St. Paul, 
St. Paul, Minnesota. 

April 30, May |, 2, 3, 

Advance Fall Showing, Southeastern 
Shoe Travelers’, inc., Sheraton Bon Air 
Hotel, Augusta, Ga. May I, 2, 3, 4, 

Fall Shoe Show, Central States Shoe 
Travelers, Hotel Muehlebach and Phil- 
lips Hotel, Kansas City, Mo. 

May I, 2, 3, 

Fall Shoe Show, Mid-Continent Shoe 
Travelers Association, Biltmore Hotel, 
Oklahoma City, Okla. May I, 2, 3, 

Advance Fall Opening, Guild of Better 
Shoe Manufacturers, New York. 

Week of May 2, 

Fall Shoe Show, Pennsylvania Shoe Arav- 
elers' Association, William Penn Hotel, 
Pittsburgh, Pa. May 7, 8, 9, 10, II, 

Fall Shoe Show, Southwestern Shoe Trav- 
elers Association, Adolphus, Baker and 
Southland Hotels, Dallas, Tex. 

May 8, 9, 10, II, 

Fall Shoe Show, iowa Shoe Travelers As- 
sociation, Fort Des Moines Hotel, Des 
Moines, la. May 8, 9, 10, 

Grand Rapids Shoe Fair, Michigan Shoe 
Travelers’ Club, Pantlind Hotel, Grand 
Rapids, Mich. May II, 12, 13, 

Shoe Show, West Coast Shoe Travelers 
Associates, Hotels Plaza, St. Francis 
and Sir Francis Drake, San Francisco. 

May 15, 16, 17, 18, 

Shoe Show, Ohio Shoe Travelers’ Club, 
Hotels Gibson and Netherlands Plaza, 
Cincinnati, O. May 15, 16, 17, 

Foot Health Week May 21-28, 


Popular Price Shoe Show, National As- 
sociation of Shoe Chain Stores and 
New England Shoe and Leather Asso- 
ciation, Hotel New Yorker, New York. 

May 23, 24, 25, 26, 

Fall Shoe Show, Indiana Shoe Travelers’ 
Association, Hotel Severin, Indianap- 
olis, Ind. June 5, 6, 7, 

National Shoe Fair, Chicago, Ill. 

October 31, November I, 2, 3, 
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Higher Prices 
Asked for Calf 


Cuicaco—Strength in the calfskin 
market is already reflected in higher 
calf leather quotations, and there is 
every reason to believe this market will 
hold firm for the time being. The in- 
terest continues in the better grades, 
with the B and C grades, in both men’s 
and women’s weights, finding a ready 
market when prices are in line with 
buyers’ ideas of value. Calf leather, 
suitable for Navy shoes, has had much 
to do with stimulating this market. It 
has increased inquiry. 

There isn’t too much change in the 
sole leather market. Quotations are 
generally unchanged and the movement 
is about the same. Sales have been 
rather spotty. Heavy, medium and 
light bends are all offered at about the 
same price, there being very little dif- 
ference as to the cost of sole bends with 
respect to the three standard grades 
(heavy, medium and light). With the 
exception of double rough shoulders, 
which bring a penny more in some quar- 
ters, price lists on offal are unchanged. 
Buying hasn’t broadened to a large ex- 
tent, although there are some reports of 
new business based on the fact that cut- 
ting operations may improve shortly. 
Bellies continue to be a wanted item. 

Side leather business is confined 
pretty much to supplying steady cus- 
tomers. New orders await the expan- 
sion of cutting operations. It is hoped 
that buying will be more extensive be- 
fore long. Tanners are of the opinion 
that shoe manufacturers may enter the 
market for leather as soon as retailers 
make known their requirements to sup- 
ply the Spring trade. 

As much life is evident in the kid 
leather market as in any of the others. 
Right now there is a good call for black 
suede. It is perhaps the leader of them 
all. On the other hand, very little in- 
terest is being shown in biack glazed 
kid. Another item that is getting its 
share of business is white crushed kid. 
This is very decidedly on the sunny side. 
In colors, the top three appear to be 
blue suede, cocoa and gray. There are 
numerous shades of pastels, and all are 
in fairly good demand. 

Hardly anything can be said about 
the patent leather market that hasn’t 
already been told. Quotations seem to 
stay put, but trading in patent leathers 
is not what it should be. This is a 
Spring item, and it is hoped that the 
Spring showings of shoes may help to 
improve sales, both in leather and foot- 
wear. Thus far, business is nothing to 
brag about. 





Buffalo Retailers Hold 
Annual Banquet 


BUFFALO, N. Y.—On the evening of 
January 24th, the Greater Buffalo Shoe 
Retailers Association held its annual 
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banquet, attended by more than 100 
members and guests. After the dinner 
there was installation of the 1949 offi- 
cers, followed by a floor show. 

Officers installed were: President, 
Michael Santicole; vice-president, Ed- 
win Lauk; secretary, Oliver F. LaReau; 
treasurer, Benjamin Etkin; attorney, 
Carl Hoffman; and a board of directors 
consisting of ten Buffalo dealers and 
ten from outlying towns. 

During these ceremonies, August Eb- 
erle, one of Buffalo’s oldest shoe men, 
was introduced as a guest of honor and 
a beautiful billfold was presented to 
Joseph J. Kirchhoff Buffalo representa- 


= 


tive of the Hurd Shoe Co., Inc., of Uti- 
ca, N. Y., in recognition of over twenty 
years of loyalty in superintending ar- 
rangements for the organization’s out- 
ings, dinners and other social funtions. 





Opens “Shod House” 


RICHLAND CENTER, WIs.—The Shod 
House is the name given the shoe de- 
partment in the new Jack and Jill Shop, 
children’s shop opened here recently by 
Mrs. Robert Erwin. The shop special- 
izes in apparel for boys and girls up 
to 12 years of age, nursery equipment, 
and infants’ wear. 
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CE 1907 


... and they're | 
JUST AS GOOD | 


A. G. BEHN Séoc Zo. 
ARLINGTON, NEW JERSEY 


SEND FOR CATALOG 


THEY LOOK! 


Welts, silo-welts, compos and pre-welts—pat- 
terns to please the eye—over lasts that 
please the feet—these plus top shoe- 
making, quality materials and modest 
pricing is what brings them back. 
Write for Catalogue, write for sam- 


ples, they're all in stock. IT PAYS 
TO KNOW THIS LINE. 














November Footwear Output Down 





Kind of Footwear 


Production 
(thousand pairs) 


Percent of Change, 
November 1948 
Compared With 

















Nov. 1948 October 1948 November October | November 
(preliminary) (revised) 1947 1948 1947 
Shoes and slippers, Total. . . 34,714 39,050 37 ,982 —11.1 — 8.6 
Shoes, sandals, and playshoes... . 28 , 667 | 33,058 32,561 —-13.3 | -—12.0 
Men’s fee: 7,813 8,625 | 8,192 —-9.4 | — 4.6 
Youths’ and boys’... .. 1,429 1,630 1,526 —12.3 — 6.4 
ea ee 12,874 | 15,812 15,328 —-18.6 | —16.0 
Misses’... ... Be Se al hae eta 2,026 2,271 2,355 —10.8 | -—14.0 
| Ee ren 1,785 1,781 2.186 0.2 | -—18.3 
EN o sin's nae pees oo sess asic 1,649 1,682 1,649 wi, a ae ee 
Ie Roe ar 1,091 | 1,257 | 1,325 | -13.2 | -17.7 
' | 
Slippers for housewear......... 5,442 | 5,351 4,894 | 1.7 1.2 
IN Goin oc Awa o sca knee o< 32] | 349 351 — 8.0 - 8.6 
ee ee ee 2 } 2 176 — 2.7 61.4 
' 
Minus sign ( —) denotes decrease. 
WASHINGTON, D. C.—Footwear pro- wear. 


duction in November totaled 35 million 
pairs, 11 per cent under the October out- 
put and 8 per cent less than in Novem- 
ber, 1947, according to the Bureau of 
the Census, Department of Commerce. 

Shipments of 34 million pairs of shoes 
and slippers in November were valued 
at $124 million, an average price per 
pair shipped of $3.60, as compared with 
$3.71 in October. This decline in the 
average price to the lowest point since 
May, when the average was $3.59, is 
partly accounted for by the decrease in 
output of women’s higher priced foot- 
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Women’s footwear production, at 13 
million pairs, was off 19 per cent from 
the October output of 16 million pairs. 
Men’s shoe production decreased 9 per 
cent, from 9 million pairs in October to 
8 million pairs in November. 

Slippers for housewear maintained 
the October output level of 5 million 
pairs. 

Comparative production figures for 
November and October, 1948, and No- 
vember, 1947, and the per cent of 
change for the two periods are shown 
in the accompanying summary. 


WCSTA Plans Meeting 


For Retailers 


Los ANGELES, CALIF.—The January 
luncheon meeting of the West Coast 
Shoe Travelers Associates had as its 
feature a talk by Harry Jay Evans 
president of the National Shoe Travel- 
ers’ Association. It was also announced 
that the next meeting will be devoted to 
the retailers and will be handled by a 
special committee composed of Harry 
Gluckman of Beverly Hills; Larry 
Eisler of Wetherby-Kayser; and Al 
Schmidt of the Broadway Department 
Store. 

Under the chairmanship of Harry 
R. Terhune, the drive for associate 
members is now under way with the 
prize for the member bringing in the 
largest number being a $75.00 pair of 
boots from Stewart-Romero. Each as- 
sociate member brought in entitles the 
WCSTA member to a free luncheon. 

In his address on the “Past, Present 
and Future of the National Shoe 
Travelers’ Association,” Mr. Evans de- 
scribed the work being done and in con- 
templation by the Bureau of Salesmen’s 
National Associations, composed of the 
20,000 members of the NSTA, the Na- 
tional Association of Men’s Apparel 
Clubs and the National Association of 
Women’s and Children’s Apparel Sales- 
men, and revealed that this Summer, 
under bureau by-laws, NSTA officers 
will take over for one term the work 
of running the bureau. Membership in 
this bureau, he said, is open to any na- 
tional association of traveling salesmen 
selling at wholesale. 

The newest members of the WCSTA 
are Allan Sherik, merchandising man- 
ager of the May Co.; George Schwab, 
Westwood Village; Urban C. Grant, J. 
Edwards and Co., Philadelphia; Harley 
McGlone, Brilliant Bros., Boston; and 
Kay Cole, W. L. Kreider’s Sons Mfg. 
Co., Palmyra, Pa. 





Gordon Scott, Jr., Married 


STRATFORD, CONN.—Mrs. Edward! H. 
J. Hennessey 2nd, of Academy Hill, 
Stratford, and Trinity Farm, Sandy 
Hook, Conn., has announced the mar- 
riage of her daughter, Miss Rosemary 
Hennessey, to Gordon Scott, Jr., of 1 
Tyler Road, Belmont, Mass. The wed- 
ding took place in St. James Church 
here on January 29. 

The groom is a member of the sales 
staff of BooT AND SHOE RECORDER and 
son of its New England manager, Gor- 
don Scott, Sr., also of Belmont. 





Chain to Open New Store 


MraMI, Fia.—Erection of a new 
$200,000 building on East Flagler 
Street has been begun. One part of 
the structure will be occupied by Kitty 
Kelley Shoes. This chain is already op- 
erating on Lincoln Road in Miami 
Beach. : 
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FOR MORE SALES, DISPLAY YOUR PRICE 
WITH THESE BEAUTIFUL SOLID METAL 
NUMERALS IN BRIGHT POLISHED CHROME | 
OR SATIN FINISH. USED BY THE MOST 


EXCLUSIVE STORES. DISPLAYING SMART 
ITEMS — MADE IN 1/4” - 5/16" 21/2" - 1” | 
HEIGHTS — 160 PCS. PER SET—PACKED IN 
A COMPARTMENT BOX. 

MANUFACTURED BY 


SELECT DEALERS AND SALESMEN WANTED 








Fashion Show Held in 
New York Store 


New YorK — A preview of late 
Spring and advance Summer fashions 
was held in the I. Miller Salon on Fifth 
Avenue at 54th Street recently. Models 
showed leading patterns and colors in 
a fashion presentation aimed to give 
the highlights of the coming seasons. 
Miss Grace Hill, Fashion Coordinator 
of I. Miller, commented. 

Featured on the runway were Miller’s 
new colors, “Spring Rust” and “Light 
Blond.” Patent leather done in new 
treatments, often with white piping, in 
very open patterns, was also featured. 
Stripping pumps and sandals, shell 
silhouettes, closed patterns with opened- 
up vamps, square toes, medium heels, 
soft toes in spectators and tailored 
types, closed toe slings, a high-riding 
pattern vamp formed of a series of 
wide strippings and an ankle strap with 
open shank and shell vamp line, were 
highlights of the show. 





Store Opens in New 
Location 


Derroir—Neuman’s Shoe Store at 
Brown City, Mich., has been re-opened 
in a new erlarged location, following a 
short move up the main street. The 
store caters to a general family trade. 
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Better Buying at 
Detroit Show 


DETROIT—Both business and atten- 
dance at the January Shoe Show held 
by the Michigan Shoe Travelers Club at 
the Hotel Statler were reported well up, 
with actual buying, according to indi- 
vidual travelers, the best in a year. 

Major reason for the pick-up was the 
fact that retailers had held off on 
Spring buying, as reported earlier, and 
were forced to buy in January in order 
to be sure of adequate inventories for 
Spring openings. 

Demand was strongest for popular 
priced footwear, especially in women’s 
shoes to retail at $6 and $7; and in 
children’s shoes selling at $5. The higher 
priced lines sold in lower volume, with 
both the middle and lower end price 
lines picking up nicely. 

Leaders in popularity were patents, 
also red and green shades, with a con- 
siderable demand for burgundy in sport 
shoes. White was a poor seller, with 
heavy demand continuing for blacks in 
most materials, including  suedes, 
smooth leathers and patents. Sport 
shoes with crepe soles were bought 
freely. 

The next show will be held at the 
Hotel Statler March 6, 7 and 8, stress- 
ing late Spring and early Summer 
lines, 

E. W. Jensen of the Five Star Shoe 
Company was elected president of the 
club for 1949, succeeding Curtis Johns. 
Other new officers are: Vice-president, 
Sam Kane, Bates Shoe Company; trea- 
surer, John Shelby, Lion Shoe Com- 
pany, and secretary, Moe Cantor, Sim- 
plex Shoe Company. 

New directors for a three-year period 
are Curtis Johnson, Huth-James Shoe 
Company; David Brown, M. J. Saks 
Shoe Company, and Samuel S. Weiss, 
Conrad Shoe Company. 

Officers were installed at a well-at- 
tended banquet held at Shawood Inn in 
the West Side suburb of Melvindale 
with wives and families of members 
also in attendance. 





Canadian Manufacturers 
Send Shoes to Europe 


TORONTO, ONT. — Canadian - made 
shoes are being worn with pride and 
pleasure this Winter by European chil- 
dren who have received the first they 
ever possessed through the 18,000 pairs 
shipped from Canada by the Canadian 
Shoe Manufacturers’ Association in co- 
operation with the Save the Children 
Fund. 

The shoes were a joint effort of some 
of Canada’s leading shoe makers, who 
made no profit out of the deal, super- 
vised and shipped through the Cana- 
dian Manufacturers’ Association who 
put an expert technician on the job to 
see that it was done in the most eco- 
nomical and efficient manner possible. 
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For beauty, nothing 
compares to this 
Flite-Step creation. For profits, the 
amazing low price means you 
can sell more—and make more. 
Get the details about the 
complete Flite-Step line. (Shown) 
The Antoinette, featuring the 
new Baby Doll last . . . with 
high or Cuban heel in 
luxurious black or blue Kid 
Suede. Also with flat heel in 
black Kid Suede only. Narrow 
and medium widths. 4.00 


IDEAL SHOE CO. 


Cor. 4th & ARCH STS., Phila. 6, Pa. 


KEEP YOUR “i” ON IDEAL! 
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Careful designing of lasts, rigid selection of materials and 
exacting standards of workmanship make Play-Poise the logi- 


INFANTS AND CHILDREN 











cal selection for the merchant who is determined to build a 
QUALITY business. Consistent National Advertising tells this 
Quality story to “PARENTS” effectively and forcefully. 
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NATIONALLY 





Tan Elk Moccasin Oxford 
with Avonite sole, 8!/2-!1, 
B, C, D, E widths. 
B, C, D widths. 


ADVERTISED 


IN-STOCK 


Investigate Virginia Per- 
petual Inventory Plan. 
It is the modern, scien- 
tific way to keep your 
Selling geared to our 
IN-STOCK Department. 













Style 341 








12!/5-3, 



















Stores to Cooperate 
During St. Louis Show 


St. Louis—An additional phase of 
the promotion of the Third Fall Show- 
ing of the members of the St. Louis 
Shoe Manufacturers Association, to be 
held here April 27 through April 30, 
will be prominent displays of St. Louis- 
made footwear in leading downtown 
stores during the period of the show. 

These displays will be arranged, it is 
understood, in front of backgrounds 
boldly announcing “St. Louis Shoe 
Week,” an official designation made by 
the St. Louis mayor. 
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Shoe Man on South 
American Vacation 


WARREN, N. H.—Ira H. Morse, head 
of the retail shoe corporation which 
operates stores throughout New Eng- 
land, and Mrs. Morse, recently sailed 
for South America, where they will 
visit several countries. 

Both are well known big game hunt- 
ers and intended to spend the winter 
in British East Africa, where they 
have been on several safaris, but 
changed their plans because of condi- 
tions in the Far East. 


Large Attendance 


At Buffalo Show 


BuFrraLo, N. Y.—What was unani- 
mously conceded to be the best show in 
over two years was held by the Tri- 
State Shoe Travelers in Hotel Statler, 
Buffalo, Jan. 23-24. The show took in 
the hotel’s entire third floor and was 
very well attended by several hundred 
interested buyers and retailers from 
three states and Canada. Manufactur- 
ers and jobbers expressed themselves as 
well pleased with the show, both from 
the standpoint of attendance, as well as 
from the volume of business done. 

Among women’s shoes, casuals were 
the leading item all along the way. 
They were in smooth leathers and 
suedes, in women’s and teen-age girls’ 
styles, and have also entered the high 
style field. The trend may even be ob- 
served among men’s shoes and in some 
rubber footwear, these last appearing 
with cross straps and in open heel and 
toe types. 

Most in demand by all buyers were 
platforms, open toe and heel styles, 
ankle straps and wedgies. Ankle straps 
were found more among the dress shoes 
and came in the three popular heel 
heights. Ballerinas and baby toes were 
among the popular medium priced 
styles. 

Children’s shoes showed mostly san- 
dal types, with the now inevitable loafer 
for the older and young adult ages. 

Men’s shoes have changed little in the 
last few months. There were some 
showings of woven or ventilated shoes, 
but buyers seemed little attracted by 
them. Prices remained firm. 


A good Summer is anticipated for 
white shoes and there were several ex- 
hibits of woven straw varieties from 
Haiti, Italy and Czechoslovakia, the 
better types also showing accompanying 
accessories such as handbags and belts. 

All exhibitors of rubber footwear had 
the same local story to tell—retailers 
are definitely overstocked for this time 
of year because of the mild weather and 
little snow. Rubbers and other light 
footwear have sold normally, but many 
dealers have hundreds of dollars tied 
up in heavy rubber goods such as 
arctics, zipper boots, etc. Dealers and 
manufacturers alike still hope for 
weather that may create a late demand 
for this merchandise. 





Specializes on Matching 
Handbags and Shoes 


WIcHiTA, KANS—A new women’s 
shoe, handbag and hosiery salon at 
Henry’s features the most complete col- 
lection of shoes ever offered to the 
people of Wichita, according to Sol H. 
Levy, manager. The department car- 
ries matching handbags for every pair 
of shoes of which more than 7,000 pairs 
of nationally advertised brands are 
stocked. 
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Walker Resigns as Shoe 


Department Manager 


JACKSON, Miss.—H. P. Walker, buyer 
and manager of the shoe department at 
the Emporium, resigned recently after 
20 years of service. 





H. P. WALKER 


Mr. Walker came to Jackson from 
Durant, Miss., 30 years ago and began 
his shoe career with the old S. J. John- 
son Company, which was later changed 
to the Emporium. He left Jackson in 
1921 to spend two years with Wolfelt 
Bootery in Los Angeles and six years 
with Downing-Locke Company. On Jan. 
1, 1929, he returned to the Emporium. 

With the help of his many friends 
and customers, he has built up one of 
the largest quality shoe departments 
in the South, and can be justly proud 
of his achievement. After taking an 
extended vacation, Mr. Walker will an- 
nounce his plans for the future. 





Travelers Urged to Bar 
Restrictive Practices 


New YorK—AI] member-organiza- 
tions which sponsor or conduct exhibi- 
tors’ markets have been urged in a spe- 
cial communication from the Bureau of 
Salesmen’s National Associations to ex- 
amine their respective constitutions, 
by-laws and show rules and eliminate 
any provisions which might be re- 
garded as restraining trade. Addressed 
to the National Shoe Travelers’ Asso- 
ciation, the National Association of 
Men’s Apparel Clubs and the National 
Association of Women’s & Children’s 
Apparel Salesmen, the warning called 
for the following steps: 

Elimination of “quarantine” require- 
ments, i.e., the removal of any existing 
provisions of membership eligibility 
predicated on a prior period of travel- 
ing in a given territory. 4 

Elimination of any restrictions of 
membership eligibility based on the 
failure of the employer of a member 
applicant to pay commissions or satis- 
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put him to work. 
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USE HIM TO BUILD PROFITS 


When Bob Fessler, or one of the other Grinnell Shoe men, 
comes to your store, his first interest is to help you, so 


Careful selection of the right stock of high-quality, fast- 
moving sport shoes pays off in faster turn-over, repeat- 
ing customers and better profits. Grinnell Shoes are 
year ’round sellers, and Grinnell’s fast, in-stock order 
service is the best protection against overstocking, and 


A letier today will bring a Grinneli 
representative to your store soon. 


(Srinneld SHOE COMPANY 


GRINNELL, IOWA 
MANUFACTURER OF WOMEN’S AND GIRLS’ SPORT WELTS. 








factorily adjust differences with a pre- 
vious member. 

Removal of any restrictions on mem- 
bers showing or exhibiting merchandise 
in hotels in any given period before or 
after an association’s market. 

Elimination of any agreements with 
hotels restricting non-members from 
renting available sample rooms during 
any association’s show or for any given 
period prior to or after a market. 

The communication closed with a rec- 
ommendation from the bureau staff 
that “every effort be made in good faith 


to obtain additional space in hotels, in 
a sincere effort to make room available 
for salesmen presently unable to exhibit 
at markets.” 


Melville Declares Dividend 


New YorkK—Directors of Melville 
Shoe Corporation have declared the 
regular quarterly dividend of $1 per 
share on the company’s preferred stock 
and a quarterly dividend of 45 cents 
per share on the common. Both divi- 
dends were paid February 1 to hold- 
ers of record January 21, 1949. 
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Only “TOZEEZ" Brings You This Big FEBRUARY 
Selling Favorite Children’s Barefoot Sandal , -Mlerchancdisors by \ 
a MUSTANG CREPE SOLE LOAFERS 


$] 10 Choice of Three Colors... 


inti 









Hidtutninniien 















AA, B, C widths 2 
= : Sizes: 4 to 9 $5 Ay 
RED, BROWN, | ] : 
SIZES: 5 10 3 pale g 
Net 30 days. 


Goodyear Welts 

F-2236: Brown Elk 

F-2240: Same in Green Elk 

F-2241: Same in Red Elk 

Woven Vamp, Crepe Sole, Wedge 
Heel. 


Our 75th Anniversary Sale ends Feb. 28th 


If you have not already received one, WRITE US NOW for 
circular showing and describing great values in footwear. 


Just look at 
these new, 
wonderful 

TOZEEZ Features: 


Leather Counters 





Unlined Children's Barefoot Sandal 
Top Grade Elk Buckram or Soft Box Toes 
Panolene Scles Stained Set Edges 


Also Available—Fully Lined 





Order 


Now! 


2070 White Plains Road 


“TOZEEZ" 
HERSH SHOE COMPANY 


New York 60, N. Y. 


i 
\ 


Sell 
Fast! 














41 S. Wells St., Chicago 6, Ill. 
Established 1870 





To Ask Manufacturers for Incentive Data 





NSMA Stresses Importance to Industry of Wage Minima to Be Set 
for Walsh-Healey Contracts 


WASHINGTON, D. C.—The Public Con- 
tracts Division of the Department of 
Labor held an informal panel meeting 
here Jan. 27 with labor and manage- 
ment representatives in an effort to 
reach an agreement on the data neces- 
sary to determine a reasonable and 
proper minimum wage for factory 
workers manufacturing shoes on gov- 
ernment contracts covered by the 
Walsh-Healey Act. The present mini- 
mum of 40 cents an hour was estab- 
lished in December, 1937. 

The meeting was reported to have 
been generally satisfactory and tenta- 
tive plans have been made for a for- 
ma] hearing April 14. Representing 
manufacturers at the panel meeting 
were Tucker Thurmond, of Craddock- 
Terry Shoe Corporation; Gordon Car- 
son, of The Selby Shoe Company; H. F. 
Wilhite, of Brown Shoe Company; Wal- 
ter Spicer, of Associated Shoe Indus- 
tries of Southeastern Massachusetts; 
Maxwell Field, of New England Shoe 
and Leather Association; W. W. Ste- 
phenson, John H. Patterson, Edward 
Seligman and Benjamin Seligman, rep- 
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resenting National Shoe Manufacturers 
Association; Victor Hirshfeld, repre- 
senting United Shoe Workers of 
America, C.1I.0.; and Frank Sampson, 
representing the Brotherhood of Shoe 
and Allied Craftsmen. 

The meetings were conducted by Verl 
Roberts. Representing the staff of the 
administrator were Norris Sacharoff 
and Miss Isabel Ferguson. John Mohn, 
of the Bureau of Labor Statistics, was 
also present. The panel members were 
supplied with a special study made by 
the Bureau of Labor Statistics of wages 
in the men’s shoe industry in October, 
1948, excluding learners. 

A fundamental point stressed by the 
manufacturers’ representatives was 
that the BLS figures showing the num- 
ber of people employed at various rates 
of pay in the shoe industry could not be 
used as a basis for setting a guaranteed 
minimum wage without making allow- 
ance for the fact that the wages re- 
ported included the incentive allowance 
and were not in any sense prevailing 
guaranteed minimum wages. 

There is no question in the minds of 


the manufacturers but that the only 
chance of getting a new minimum wage 
determined for Walsh-Healey contracts 
that is fair and satisfactory depends on 
being able to establish clearly and un- 
ambiguously the absolute amount of 
this incentive premium throughout the 
entire industry. Sometime in the next 
few weeks NSMA will get in touch with 
several hundred shoe manufacturers 
and undertake to secure their coopera- 
tion in obtaining accurate information 
on this question. 

It was emphasized that every manu- 
facturer has an important stake in the 
outcome of these negotiations. Because 
so many manufacturers do make shoes 
for the government, whatever is done 
under the Walsh-Healey contracts is al- 
most certain to set a pattern for the 
entire industry. Since it is impractical 
to attempt to differentiate betwen ci- 
vilian work and government contracts, 
any minimums established for Walsh- 
Healey contracts inevitably have to be 
put into effect for all work done in the 
factory. 


Cancellation Store Opened 


MANCHESTER, N. H.—The Edwards 
Cancellation Shoe Store has _ been 
opened at 115 Nutfield Lane here. The 
new establishment announced that it 
would feature surpluses from leading 
manufacturers at popular prices. 
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Increasing Inventory 


DetroiT—The story of a retail suc- 
cess that reversed the usual pattern, 
and resulted in a marked increase in 
business in 1948 over 1947 was told to 
Detroit shoemen at a luncheon here by 
Stanley Phelps, president of the W. B. 
Coon Shoe Company. While withhold- 
ing the name of the store, Mr. Phelps 
vouched for the authenticity of his re- 
port, which concerned one of his own 
customers, and was discovered by his 
personal checkup. 

“This retailer found that, like his 
competitors, he had cut down on his 
sizes,” Mr. Phelps said. “So he took 
$21,000 of his wartime savings out of 
the bank and put it into increased 
inventory, in order to extend his sizes. 
‘ ~ a — pod = a by ppg ay ey He put in a size range equivalent to 

chool Class in Shoe Design for Kline's Fashion Show. ° : Paul Mutsh- : : ' 

nick and Bill Soupup, both of Boyd-Welsh, Inc.; Tom Gorgas, flame Bros. Shoe pore sige rina = - ons pes 1 cae 
Company; Julian G. Samuels, Sr., Samuels Shoe Company, chairman of the clerks were told that there shou ° 
School of Design committee; Hugh Crull and Betty Jones, both of International 
Shoe Company; Edward Samuels, Samuels Shoe Company. 


Styles Created by University Students Builds Business by 





no more lost sales because the cus- 
tomer could not be fitted. 


“Then he went into advertising ex- 





Store Opened in and Martin H. Aznavor, formerly in  tensively for the first time, using new 
the shoe repair business, who is to be media — an expensive booklet, and a 
Detroit Suburb active manager of the business. They ten-minute radio program, on a good 
DETROIT—A new suburban shoe store Will operate a general family type station. 
has been opened at 10340 W. Warren store. The new store has no connec- “These two factors explain the in- 


Avenue in Dearborn, as the Martin tion with one of the same name for- crease his business showed during the 
Shoe Store. Owners are Leo Sogoian, merly operated by Edward Martin on past year, in contrast to reports from 
who operates a drug store in Dearborn, Lahser Road. most shoe stores.” 





RUBRER 
FOOTWEAR 
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RUBBER FOOTWEAR RACK—No. MD-53 


Don't hide your rubber footwear. Display 18 styles on this 
modern merchandising rack outside or inside your store on rainy 
days and watch sales soar. This rack is 48” high with a 

heavy 16” round cast base. It has three adjustable double 

bar cross arms, each equipped with six strong spring clips, and 
a large 7” x 11” card holder. Cadmium plated to resist 
rust... wrinkled baked enamel base. Order yours today, use 
the coupon below—you will be billed through your nearest 


Korrect-Way distributor. 
$1422 
KORRECT-WAY, 


SEEM IN THE BEST CIRCLES 






DISPLAYS 


AMERICAM FPIZTURE & MPEG. CO. 230@0@ LOCUST ST. © ST. LOUIS, ao. 
DISTRIBUTORS IN ALL PRINCIPAL CITIES 
aseseees MAIL THIS COUPON TODAY! eaeeeeee 


KORRECT-WAY displays 

Div. of American Fixture & Mfg. Co. 

2300 Locust St., St. Lovis 3, Mo. 

Kindly enter our order for ........ Rubber Footwear Racks, No. MD-53 at 
$14.95 each. 


NAME____- — 
STORE____ 
ee. 
CITY — DOME STATE 
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eature ...LIQN SANDALS... 


FOR YOUR SPRING SALES! 
WE SPECIALIZE IN SANDALS ONLY! 


It is through specialization that we can achieve 
quality and value for you, Mr. Buyer! 





ORDER THEM NOW! 
707 BROADWAY e NEW YORK 3, N. Y. 




















GETTING PRICE RESISTANCE? | | And Now . . Introducing Movement with Lights! 


NEED POPULAR PRICED STYLES New Action Display— Model "712" 
TO BALANCE YOUR LINE? Way oe Jes! asso 


FOR THE BIGGEST AND SMARTEST LINE OF 


JUVENILE SHOES 


TO RETAIL AT 


to:Sho 
ELECTRIC TURNTABLES 
MODEL "712" ROTO-SHO'S two- 


way, bullt-in electric outlet per- 
mits novel, self-contained lighting 





S $ $ effects by means of sliding contacts 

-= and . .. as well as operation of elec- 

© Lights turn with table trical devices while table revolves. 

vg © Hines ete We RODAY forfal Information 

Write TODA f n ion 

GOODWEAR SHOE COMPANY, INC.  Sarries wp te 200 tbe. SiG” complete ‘new ROTO.PROD- 
144 Duane Street > New York 13, N. Y. ° Operates on A.C. only Seay ne 





Where You Get “The Most for the Least!” GENERAL DIE AND STAMPING CO., 262-L Mott St., New York 12 

















Old Styles Help Sell Modern Shoes Made Manager of 


Shoe Department 


DENISON, TeEx.—Terry C. Potts has 
been named manager of the shoe de- 
partment at the Dad & Lad’s store here 
by C. J. McManus, store manager. In 
announcing Mr. Potts’ appointment, 
Mr. McManus also announced that in 
February the store will feature the line 
of Gerberich Payne shoes for boys in 
addition to the Freeman shoes for men 
which it has featured thus far. Mr. 
Plotts, a resident of Denison since July, 
was formerly associated with Standard 
Brand Shoes in Houston and with the 
R. E. Cox Company of Fort Worth. 





Correction 


In reporting the remodeling of At- 
lanta’s Overstreet Shoe Salon in Boot 
AND SHOE RECORDER, issue of December 
15, it was stated that the remodeling 
was done by Charles Schwartz, designer 
for the Wohl Shoe Company. Mr. 
Schwartz furnished the necessary plans 

Dallas, Texas.—A series of promotions displaying nationally advertised products but the actual contract was undertaken 
is proving effective at the E. M. Kahn Company, men's wear store, in Dallas. by Charles A. Dubose. Also it was im- 
Eight windows were recently devoted to a display of Nunn-Bush shoes for an Sed that L. E. Noble, J f 
entire week. One, twenty feet wide, used “Over a Hundred Years of American © i ee perce ‘9 
Shoemaking™ as its theme and showed styles of past days in contrast with "Steps the Overstreet salon, also owns “The 
in Nunn-Bush Modern Shoemaking.” With the exception of one, each of the re- Bootery” in Decatur, Ga., whereas he 
maining windows was devoted to a particular type. This added up to a total of manages it for the owner, J. P. Over- 
78 linear feet. street. 
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New Leather Colors to 
Promote Sales 


New YorkK.—Ten colors for women’s 
shoes and tmrteen colors for men’s 
shoes were adopted for Fall and Winter 
1949 by the Joint Color Committees of 
the Tanners’ Council of America, Na- 
tional Shoe Manufacturers’ Association 
and the National Shoe Retailers’ Asso- 
ciation, in cooperation w.tn The Textile 
Color Card Association, at whose head- 
quarters the meetings were held re- 
cently. 

The women’s shoe shades, it was 
stated by Margaret Hayden Rorke, 
managing director of the color organi- 
zation, are divided into two promo- 
tional groups, town colors and casual 
colors. In the town classification are a 
new dark brown, a brown of the Burnt 
Mocha type, a green in the range of 
Continental Green, a new brownish 
taupe, and the repeated colors, Admiral 
Blue, Cherry Red and Slate Grey. 
Listed in the casual group are a new 
medium bright green, a new coppery 
rust, a new Palomino type and the re- 
peated colors, Cherry Red and Slate 
Grey. 

The men’s shoe colors, it was ex- 
plained by Mrs. Rorke, are classified 
under four captions for merchandising 


and promotional purposes, namely, 
smooth leathers, grained leathers, 
brushed leathers and_ promotional 
colors. 


Adopted for smooth leathers are a 
brown of the type of Manhattan Brown, 
a natural shade in the range of Desert 
Sand and the repeated colors, British 
Tan, Tawny Tan, Cherrytone, Ameri- 
can Burgundy and Golden Harvest. 
Grouped under grained leathers are a 
brown of the type of Manhattan Brown 
and the repeated shade, Golden Har- 
vest. 

Mrs. Rorke stated that “brushed 
leathers” would receive wide promotion 
as the new terminology adopted by the 
men’s shoe industry for sueded or re- 
versed leathers. In this group are a 
new medium grey and the repeated 
colors, Bermuda Brown and Midnight 
Blue. Special style significance is at- 
tached to the three shades classified as 
promotional colors, namely, a new ultra 
dark blue, a brown on the order of Ca- 
bana Brown and a new dark green. 





Named Shoe Department 
Manager in Pittsburgh 


NEw YorK — Simon Weinstein has 
been appointed department manager of 
the upper and lower shoe departments 
for the new Lane Bryant store which 
opened in Pittsburgh at the end of 
January according to an announcement 
by Curt H. Jacob, general manager. 

Mr. Weinstein has had a long ex- 
perience in the shoe business having 
been associated with the Conformal 
Shoe Company, division of International 
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KIWI IS BACK» 


—in Unlimited Quantities! 





TRADE-MARK REG. 
U. S. PAT. OFF, 


The KIWI (Kee Wee) is a re- 
markable New Zealand bird. 
Even smaller than a chicken, 
it lays an egg 5 times larger!... 
That's the tip-off on KIWI 
Shoe Polish profits, too! 


THE WORLD’S MOST FAMOUS POLISH 
OFFERS YOU BIG PROFITS AND SURE-FIRE “REPEATS”! 





% It means increased sales for you, th’s news 
that world-famous KIWI Shoe Polish is back! 

During the war millions of servicemen dis- 
covered the magic of KIWI Shoe Polish in 
England end Australia. Never before had they 


| seen anything like it! Never before a polish that 
| produced a “parade shine” that lasted so long! 


And KIWI helped to “nourish the leather”! 
No wonder the fame of KIWI trickled back to 
the States! And no wonder the supply of KIWI 


| in this country was snapped up overnight! 


40 to 50% Profit! 
But now KIWI is back—in unlimited quantities! 
Millions of KIWI-hungry customers will create 
a terrific demand. And that means not only big 


| sales—and “‘repeat’’ sales— but handsome 
| PROFITS—because profit margins are actually 
| 40 to 50% on KIWI! 


Powerful Advertising Support! 
A smashing advertising campaign will herald 


| KIWI’S return. Watch for details! Order KIWI 


now. Display it! Put it “out front”— where a 
fast-moving 40 to 50% Profit-Maker belongs! 


Available in Black, Dark Tan, Transparent (Neutral), 
Tan, Mid-Tan, Brown, Mahogany, Oxblood, and Blue 


* Millions of servicemen discovered KIWI in England 
and Australia! They've been calling for KIWI ever since! 





i 


b 


KIWI contains only the world’s finest waxes. 

KIWI waxes sink deep into the leather — 
keep it soft and pliable in all weathers. 

KIWI gives a /onger-lasting shine that‘‘comes 
back”’ again and again with just a quick 
brush-up. 

KIWI gives a faster, more brilliant shine— 
keeps shoes well groomed. 

KIWI helps to “nourish the leather.” 

KIWI is used exclusively by many custom 
shoe craftsmen as a fitting finish on 
their finest shoes. They recommend 


KIWI! 
wal 


\ 


f THESE SUPERIOR 
@ FEATURES MEAN MORE 
SALES FOR YOU! 











KIWI POLISH CO. PTY. LTD. 


836-844 So. Swanson St., Philadelphia, Penna. 





Shoe Company, for six years, and for 
the last seven years with the A. S. 
Beck Shoe Company. 


Shoe Retailer Honored 
By State Group 


Preston Shoe Store, 
Mich., has been elected to the board 
of directors of the Michigan Retailers 
Association, over-all state mercantile 


group. He is also the new president 
of the Michigan Shoe Retailers Asso- 
ciation. 





DetroIr—Howard M. Preston of the 
Battle Creek, 


Remodeled Store 
Holds Opening 


Sr. 
Curme, 410 Wabasha street, Saint Paul, 
recently held a formal opening of its 
completely remodeled shoe store. 

A new front has been installed with 
the latest type windows to afford large 
display 
view of interior from the street. 
lighting fixtures, 
were installed. Chairs and stock stor- 
age facilities are new. There is a hand- 
bag section located at the front. 
ward O. Peterson is store manager. 


PAUL, MINN.—Feltman and 


Glass permit 
New 


spotlights, 


space. doors 


largely 


Ed- 


145 








os orm 
wesitle Tre -ettes 


Men’s shoes look better, sell better when 
attractively formed with Fairy Form Tre-ettes. 

Made of lustrous, resilient Fairylite, 
Tre-ettes are rich-looking and snug-fitting oe 
easy to insert and economical to use. Avail- 
able in any two-color combination of maple, 
mahogany or solid black finish with nickel 
knobs. For best results, use with M-61 fore- 
part forms. 


Write today for Bulletin 263B and prices. 





re) ©) oan Od On OP PL 
LUBURN.N. ¥. 



























HAPPY EASTER WINDOWS 


¢ with colorful new cards 
¢ with bright new price tickets 
WINDOW CARDS 


in Grass Green 
with Dusty Rose 
As illustrated 
8” x 14” QUI 
five other texts 
to choose from 





$1 ea. 3 for $2.25 mn your feet 
a make your 
Price Tickets “ay 





In matching colors 
and other Spring 
designs 


30c dz. $3.00 gr. 


102 prices in-stock 








CARD HOLDERS 
Natural wood finish 


VA 
$2.10 ea. = 


WRITE TODAY for Spring circular 
and Sample Tickets 
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Cowboy Boot Promotion Gets Results 


boy boots than a Texas ranch” and 
used them in department-wide display. 
There were, also, numerous suggestions 
to parents that boots be given as Christ- 
mas gifts. Junior residents of Birming- 
ham were sent personal postcards with 
gay colored pictures of boys and girls 
wearing cowboy boots. These bore per- 





. 
Sy 


Ranch scene in window was part of a Western apparel and boot promotion in the 





sonal, handwritten messages reading 
“Hi George. Podner, we’ve got just 
what you want for Christmas. Real 
cowboy boots. Tell your folks about 
them now so you will have yours Christ- 
mas morning. Regards, Parisian Shoe 
Department.” 

For two weeks, daily radio commer- 
cials on.station WBRC told listeners 
about these “genuine Western boots 
with heels and square toes just like 
regular cowboys.” Parents and chil- 
dren were invited to “hit the trail to 
Parisian and see the exciting window 
displays of Dude Ranch Duds.” As an 
added attraction a $2200 Western sad- 
dle studded with real silver dollars 
made by Walter Newell Saddlery was 
on display. 





Parisian store, Birmingham, Alabama. 


BIRMINGHAM, ALA.— Display win- 
dows, newspaper advertising, radio 
time, direct mail, and special entertain- 
ment features were all used to help pro- 
mote cowboy boots in a special Western 
apparel feature staged by the Parisian 
of Birmingham last Fall. 

A complete Western setting, designed 
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to represent a ranch scene, was used in 
the large display windows. Especially 
slanted to interest young people, the 
window invited them to “Go Western” 
in full Western garb. Acme cowboy 
boots were used in the setting. 

The juvenile shoe department adver- 
tised the fact that it had “more cow- 


The Parisian ran a full page “round- 
up time” advertisement in the Birming- 
ham News featuring range-tested Acme 
cowboy boots for boys and girls. A two- 
column full-length advertisement in the 
same newspaper announced a Western 
party on Saturday morning in the 
store’s Dude Corral on the third floor 

[TURN TO PAGE 153, PLEASE] 
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Wide Color Range in Summer Shoes 


New YorRK—At a recent showing and 
party for the press and members of all 
branches of the shoe industry at the 





Dark shoes for light Spring dress. 
Strips of multicolored kid are platted 
across the vamp of black suede kid sling 
pump by Valley. 


Hotel Chatham, the Kidskin Tanners’ 
Guild demonstrated the versatility and 
fashion importance of kidskin in wo- 
men’s shoes and accessories. 

For dark Summer dresses, pale pas- 
tels and neutral beiges and grays in 





Bright leathers for new Spring acces- 
sories. A Vitality sling pump with open 
toe and heel of yellow suede kid. Leaves, 
plain and perforated, ornament the 
vamp. Available also in white and other 
colors. 


cottons, rayons and linens, there will be, 
judging by this showing, a wide range 
of colored kidskin shoes. Predominant 
color combinations included tone-on-tone 
of blues, two, three or four; or beiges 


combined in the same way in an ombré 
effect. Other more exotic effects put 
pink with fuchsia and purple; yellow 
with green and orange; turquoise blue 
with yellow and orange; and yellow, 
pink, blue and mauve in one shoe. Bris- 
tol blue and Spode red, two promotional 
Color Co-op shades, were teamed in a 
low-heel strap shoe. A white suede ankle 
strap with white platform was trimmed 
with red, green and blue. Handbags 
and other accessories styled to match 
the shoes were also shown. 

White was featured as leading a 
dressier life. It was suggested for wear 
with dark clothes, as well as light; 





The open look in a closed shoe in this 
multicolored sandal by La Valle with 
narrow strips of brightly colored kid 
spaced to give an openness to the front. 


with prints or polka dots. A boot in 
white crushed kid was shown for beach 
or cabana wear. 

The colored kid heel was suggested 
as a note of high style elegance with 
red, blue, brown and black the favored 
accent colors.. In patterns, the open but 
closed shoe was offered as the very new- 
est looking design. Kid strippings or 
lacings were shown forming a shell or 
entire vamp. Lattice work, woven treat- 
ments, cut outs and punchings, open 
toes and, sometimes, open backs were 
used. Craftsman-like touches, French 
knots, couturier bows, fine stitchings 
and narrow lacings helped to give these 
shoes from all over the country their 
feminine look. 





Baltimore Shoe Fair 
Dates Announced 


BALTIMORE—The 4th Annual Spring 
and Summer Shoe Fair is to be held 
by the Baltimore Shoe Club, March 13 
to 16, in the Southern Hotel. The 
dates selected, approximately five weeks 
before Easter, will give buyers their 
last opportunity to find the newest and 
latest developments in Summer foot- 
wear. At the same time many distribu- 
tors and manufacturers will present de- 
sirable shoes for at once delivery for 
Easter. All indications point to a large 
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turnout, as buying commitments have 
been uncertain and small. 

An evening of entertainment has been 
planned by the Associated Shoe Travel- 
ers of Baltimore, for Tuesday night, 
March 15. 

Plans for the fair are being made by 
Louis Berman and Frank Bogan. 





Moves to Corner Location 


SoutH BEND, IND.—Reed’s has moved 
to a larger corner location at Michigan 
and Jefferson Streets. 
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The Beautiful 
SIMPLEX De Luxe 
X-RAY SHOE FITTER 


it’s 

Simpler 

for CERTIFIED 
SAFETY... 


For nearly 30 years safety has been 

a primary factor in the design and 

constzuction of Simplex X-Ray 

Shoe Fitters. Today, its Safety is 

Certified in 3 ways:— 

@ A Signed Statement with each 
machine certifies Tests and 
Measurements established by 
the American Standards Asso- 
ciation have been applied. 

@ Standardization Charts—pre- 
pared by a Registered Physi- 
cist, showing the X-Radiation 
produced by Simplex Fitters, 
are available (in facsimile 
copies) to shoe merchants. 

The SEAL OF SAFETY— 

every Simplex carriesthe 

Seal of Underwriters Lab- 

oratories, Inc., attesting 

to its safety from fire and 
safety from personal injury through 

X-Radiation. Similar approval for 

safety has been accorded by the 

Canadian Standards Association. 

Fer further details, ask the Sim- 

plex X-Ray Representative who 

calls on you, or write— 






X-RAY SHOE FITTER, INC. 


3533 N. Palmer St., Milwaukee 1, Wis. 
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Recordia Process 








THE FASTEST SELLING SANDAL LINE 
IN THE POPULAR-PRICED FIELD! - 


Men’s, Boys’ and Children’s Styles 


NATIONALLY ADVERTISED! 
Write for 1949 Catalog. 


RECORDIA MFG. CO., INC. 


142 WEST 14th STREET °¢ 


NEW YORK Il 





STYLE 
8491C 
Littleway Process 
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Selling Ski Boots Behind a Fence 


ee 


+ e — 





& 


One section of the Flint & Kent ski shop, which is fenced in, showing rack where 
ski boots are featured. Comfortable chairs and magazines are provided for 
visitors to the department. 


BUFFALO, N. Y.—Few department 
stores in America have developed ski 
and ski boot departments the equal of 
that of Flint & Kent in Buffalo. Win- 
throp Kent is himself an ardent ski 
enthusiast, who has built this depart- 
ment on his own experience and the 
advice of other expert skiers. 

The “Ski Master,” as the depart- 
ment’s manager is called, is an expert 
skier and jumper, as well as a skilled 
workman, mechanic and_ salesman, 
affectionately known as “Andy” to all. 
Clerks in this department are all skiers, 
therefore merchandise is handled by 
men and women who understand it. 

Until World War II most of the stock 
came from Norway, but when the war 
made this no longer possible, American 
manufacturers began offering equip- 
ment that equalled, and in some cases 
surpassed, that formerly received from 
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Norway. Most merchandise in the 
Flint & Kent ski shop is now purchased 
in America, 

It has been found that it is best to 
make this shop complete in every way 
and so ski clothing and equipment is 
all in one department. Sweaters, ski 
suits, caps and mittens, boots and all 
other articles of ski apparel are on one 
side of the department, equipment of 
all kinds on the other. In one corner 
is a small repair shop where bindings 
are mounted, steel edges installed and 
all manner of difficult repairs made. 

The department is 36 x 36 feet in 
size, near the middle of the second floor, 
and close to a bank of elevators. It is 
enclosed by a high board fence, with 
two entrances into the department. 

It is stressed that the most impor- 
tant thing to consider in a ski outfit is 
the boots. ‘These must be properly 


fitted and clerks urge that these be the 
first purchase. In the Flint & Kent 
shop are ski boots by Bass, Sandler, 
Bergman, Clapp and Peter Limmer, as 
well as foreign made boots. 

The purchase of clothing and equip- 
ment is only one part, however, of the 
services offered by the shop. It has 
become a headquarters for skiers from 
all over Western New York. They come 
here to meet, talk over matters of 
mutual interest, read the many sports 
magazines in the shop, and to study 
the weather and snow reports posted 
daily. They look at the huge map 
which shows every ski club and slope 
in the area, with distances and routes 
carefully marked. There is a complete 
wax chart. It is possible to find out 
all about transportation and _ resort 
facilities and costs. There are inter- 
esting albums of pictures and clippings 
of local and other famous skiers. 
Around the walls are mounted cartoons 
that bring smiles to many faces. Lists 
of coming events are posted in the de- 
partment. The store awards cups for 
local sports events and helps support 
the National Ski Patrol. 

All ages are invited into the ski shop. 
Mr. Kent says that any person who can 
wear arctics can be fitted with ski boots 
and other necessary equipment. Among 
Flint & Kent skiers are several] four- 
year olds. For all, the importance of 
the right boot is emphasized. 

For parents who do not ski but who 
like to go along, there are snow shoes, 
also properly fitted with the right boots. 

And to complete the sports picture, 
there is another department, on the 
first floor adjacent to the regular wo- 
men’s shoe department, where skating 
equipment for fancy skaters is sold. 
Here skating shoes are carefully fitted 
and blades are attached, but not in the 
department. There is another small de- 
partment where blades are attached 
and skates are sharpened or repaired. 
As great care is shown in this first 
floor department for properly fitted 
shoes as for the boots in the ski depart- 
ment, and as far as is possible the de- 
partment operates along the same lines, 
with skating information on _ hand, 
maps, ete. available. 
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For Dance Footwear 


DEPEND ON 


AN OLD ESTABLISHED 


BALLET MAKER 
SOFT TOE BALLET 


Fully lined, short soles, 
pleated toes. Hand 
en. << 5: A Se 

width. Full and half 
sizes, 8 small to ? 
large. White or 








PATENT LEATHER 
TAP SHOES 


Genuine black patent 
leather with wood heel. 


A and C width. Sizes, 
12 to 9% Net, in case 
lots of 36 pairs. 


$2.75 
NATURE SANDALS 


Mellow chrome _ split, 
heavy soles. In Black 
or Fawn. Full and half 
sizes. 9 small to 9 


large. 5c 





Look to Leo for Nationally 


Advertised Dance Footwear 


ADVANCE Theatrical Shoe Co. 





32 W. Randolph Chicago 1, Ill. 














How to Use Showmanship 
To Increase Business 


NEw YorK—“Showmanship in Busi- 
ness,” by Kenneth M. Goode and Zenn 
Kaufman, published by Harper & 
Brothers, New York, is a book every 
ambitious businessman should read and 
digest. Today, showmanship is becom- 
ing more and more important as busi- 
ness competition steadily increases. Its 
authors first describe what showman- 
ship is, what it can do and what it can’t 
do. Then they go on to discuss show- 
manship in all phases of business: ad- 
vertising, publicity, merchandising, 
selling, contests and even public speak- 
ing. Practicing what they preach, they 
use showmanship to make their points, 
using many humorous stories and ac- 
tual incidents ot emphasize them. 

The book is full of ideas and sugges- 
tions that could be applied to any busi- 
ness with just a few variations. It will 
help merchants realize the importance 
of showmanship in bringing in those 
extra dollars. 





Beck Opens Suburban Store 


Detroit—The A. S. Beck chain has 
opened a new local store at 22019 
Michigan Avenue, in the West Side 
suburb of Dearborn, designed as a 
salon-type shop. Edward Fredericks is 
manager. 
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Selby Issues Colorful 
Spring Advertising Portfolio 


“Selby the World Over” is the title 
of a beautiful Spring advertising port- 
folio, 12 x 18 inches in size and printed 
in color on heavy stock with spiral 
plastic binding. 

The first section of the portfolio is 
institutional in character. It gives the 
history of the Selby Shoe Company, its 
aims, purposes and results in an inter- 
esting pictorial manner. “Men, Not 
Machines, Make Success,” declares the 
caption that extends across the two 
introductory pages. The first of these 
carries the portrait of Gorge Dyar 
Selby, founder of the company. On the 
opposite page are portraits of Roger A. 
Selby, chairman of the board; N. B. 
Griffin, president; W. F. Hooley, vice- 
president and sales mamager; H. B. 
Anderson, general superintendent; and 
W. E. Lawson, advertising director. 

An interesting feature of this section 
of the portfolio is a double-page spread 
“Inside and Out,” presenting views of 
the Portsmouth factory and its various 
departments in four colors. 

The second section is devoted to the 
particular lines of shoes, with divisions 
relating to Arch Preserver, Styl-Eez, 
Physical Culture, Tru-Poise and Ground 
Gripper. All the material in this sec- 
tion is designed to help the dealer pro- 
mote the particular line or lines of 
shoes he carries. It covers all related 
subjects from the franchise itself 
through to advertising and promotion. 
Thus the portfolio provides a complete 
advertising and promotion package and 
one which will doubtless prove of great 
help to the dealer in laying out his 
Spring, 1949, program. 





Publishes Book on Loans 
To Shoe Manufacturers 


CuHIcaco—The publication of a new 
banking book, Bank Loans To Shoe 
Manufacturers, by L. Morton Jen- 
nings, Jr., has been announced as ready 
for delivery by Elmer J. Rumpf, presi- 
dent, The Rumpf Publishing Co., of 
Chicago. 

The book, consisting of 250 pages in 
17 chapters, brings out the economic 
forces of finance as well as supply and 
demand factors underlying the leather 
and shoe markets. Selling for $6, it is 
printed on vellum book paper, bound 
in brown cloth, with a hard cover and 
gold lettering. 

Of particular interest to the banking 
industry, the book is invaluable to mem- 
bers of the shoe and allied industries. 
Mr. Jennings, the author, who is 
assistant vice-president of the First 
National Bank of Boston, spent years 
of research in compiling the documen- 
tary volume. 








MEDICALLY CORRECT 
INFANTS’ and CHILDREN’S SHOES 


Write today for illustrated catalog and 


prices on our complete line of Happy 
Go Lucky Infants’ and Children’s Shoes, 
A wide selection of medically correct, 
beautifully styled shoes to please 
your most particular 
customer, 











BALTIMORE SHOE FAIR 


HOTEL SOUTHERN 


WHERE THE NORTH MEETS THE SOUTH 


ger otemge 4th ANNUAL 
SPRING AND SUMMER 


MARCH 13 to 15 inclusive 


5 WEEKS BEFORE EASTER 
FOR DETAILS WRITE: HOTEL SOUTHERN, BALTIMORE 2, MD. ATT. SHOE FAIR 


DIRECTED BY: FRANK BOGAN AND LOUIS BERMAN 


* 

















FOR EVERY SLIPPER NEED 
Men‘s, Women’s, Boys’, Children’s Leather Slippers 
with Padded Leather Soles * Ladies’ Leather D’Orsays 
and Bridges, with Hard Soles. 











WORLD'S MOST COMPLETE 


PLAY THIS $9.80 LINES OF DISPLAY AIDS 
r A V O- R | T g 2 @ Shoe Stands, groups and ele- 
vations in metal and plastics. 


LINE 


Careful workmanship and finest ma- 
terials produce this top quality line, 
which is setting such o remarkable | 
record for turn-over. Built for com- 
fort and durability, it represents a 
new standard for fine slipper selling. 


FAV Oo R } T E FOOTWEAR, incorporate 


| 318 EAST 32nd STREET NEW YORK 16, N. Y. 


@ Hosiery Forms in plastic. 10 
sizes from full length to kids. 





| @ Displayers, Stools and Mirrors. 
| 
| 


Kid Lecther 






— WRITE FOR CATALOGS 
Moccasin Slipper 





| L. A. DARLING CO. 


BRONSON, MICHIGAN 




















Chicago. Green and rust in the draperies harmonize with 
the color scheme of the store as a whole. 


Flower boxes encased in walnut are used for decorative 
notes in this modernized store of A. Shapiro's Shoes in 


rear of the store are encased in walnut. 





CuHiIcaco.—One of the outstanding 
store store modernization projects in 
Chicago in the past year has been that 
of A. Shapiro’s shoes at 7905 South 
Ashland Avenue. The store has been 
completely remodeled, having been 
changed in the process from the old- 
fashioned conventional type to one com- 
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pletely modern and functional in de- 
sign. 

An attractive interior color scheme 
was achieved. Two of the walls are of 
different shades of gray and another 
is dark green. Carpeting and chairs 
are in a shade of green which matches 
the green wall. Flower boxes at the 


The vertical posts extending from the 
boxes to the ceiling are chartreuse. 
Draperies on the rear wall are a green 
and rust pattern with gray background. 
Stock is exposed on only one wall of 
the store. The store carries men’s, wo- 
men’s, and children’s branded lines. 
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Shoe Buying Active at 
Mid-Atlantic Mart 


[CONTINUED FROM PAGE 135] 


for several years and in 1898 started 
in the retail shoe business in Ephrata, 
Pa., where he stayed for four years. 
In 1902 he moved to Steelton, Pa., 
where he operated a retail shoe store 
for four years, and in 1906 he moved 
to Trenton, N. J., conducting a shoe 
store there for another two years. 

In 1909 Mr. Gerberich became asso- 
ciated with the late A. S. Kreider and 
they organized a shoe manufacturing 
plant in Middletown, Pa., making a line 
of misses’ and children’s McKay-sewed 
shoes. In 1919 he severed his con- 
nection with the A. S. Kreider Co. and 
organized with Frank Payne the Ger- 
berich-Payne Shoe Co. who now manu- 
facture a nationally famous line of 
boys’ shoes. Recently Mr. Gerberich 
celebrated his 79th birthday and his 
58th wedding anniversary. He has been 
treasurer of the National Shoe Manu- 
facturers’ Association for the past 
twenty years. 

A short but very encouraging mes- 
sage to members of the retail shoe 
trade was delivered by J. G. Schnitzer, 
chief of the textile and leather divi- 
sion of the U. S. Department of Com- 
merce and a recognized authority on 
leather and shoe trade matters. 

Prospects for the retail shoe business 
in 1949 are better than those of the 
two preceding years, Mr. Schnitzer de- 
clared. After the end of shoe rationing 
in 1946 people crowded into shoe stores 
and shoe merchants had a hard time 
to keep up with the unaccustomed pace. 
Then the abnormal sellers’ market 
slowed up, with customers reducing 
their purchases. The downgrade of vol- 
ume sales began to be felt. Not only 
had customers filled their needs for 
shoes but they began to wait for lower 
prices. Now the public has become edu- 
cated to know theefact that prices in 
shoes are not coming down—at least 
not soon enough to make the wait 
worth while. 

“You must know what the customer 
is thinking and must use this knowl- 
edge to better advantage than in the 
past,” said Mr. Schnitzer. “Customers 
who have waited for lower prices will 
wait no longer. Individual surveys 
have shown a decline in the number of 
shoes purchased in the past 15 months 
in an effort to resist prices. Many per- 
sonal stocks have been depleted and 
will have to be replenished—present 
needs must be filled.” Another factor 
pointing to greater shoe sales is the 
fact that the backlog of demand for 
household appliances and other con- 
sumer goods has been filled. Many peo- 
ple who have been saving their money 
for prices to decline are impatient and 
will hold off buying no longer. If there 
is any doubt about people wanting 
shoes, witness the police that are needed 
to keep customers in line when shoe 
stores announce markdown sales—this 
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A GOODYEAR WELT, 
leather insole, 
White, 8/2/12 $2.65, 12!/2/3 $3.00. 


PRE-WELT, unlined, leather sole, leather insole, 
Red, Brown, White, 3/6 D width $1.65, 6//2/9 $1.90. 


Cc 


~ ARLINGTON, 
SEND FOR CATALOG 


unlined, Brown neolite sole, 
B-C-D widths, Red, Green, Brown, 


STITCHDOWN unlined, Brown panolene sole, 
leather counter, Red, Green, Brown, White, 
5'/2/3 $1.90. 


D STITCHDOWN leather quarter lining, 
leather insole, Brown panolene sole, Red, 
Brown, White, 8!/2/3 $2.15. 


ALL UPPERS OF PLUMP WEIGHT ELK 
FINISHED LEATHER, IN STOCK FOR 
IMMEDIATE DELIVERY, ORDER NOW. 


TERMS—2°% 
—May 10th 


A. G. BEHN Séoc 


NEW JERSEY 





was noted in both Philadelphia and 
New York. In 1949 more shoes can be 
sold but it will take salesmen and women 
and not just clerks to sell them. 

“The business is there—don’t miss 
the’ boat.” 

John D. Dunn, of Hagerstown, Md., 
was re-elected president of the Middle 
Atlantic Shoe Retailers’ Association at 
the business meeting in the Benjamin 
Franklin Hotel, January 23. The re- 
election of an officer was made possible 
by a change of one of the by-laws 
which, in its new wording, permits an 
officer to succeed himself for not more 
than one year. At this time it was also 
voted that any person eligible for office 
must attend at least two board meet- 
ings a year. 

A report of the financial standing 
of the association proved that profit- 
able progress has been made. This was 
the first year that selection of directors 
was done by balloting through the mail. 
Much discussion was given to cement- 
ing a better relationship between the 
different groups of retailers, manufac- 
turers, and wholesalers who present 
shoe shows in Philadelphia at certain 
times during the year. The MASRA 
has planned its first Fall show to take 
place at the Benjamin Franklin Hotel 
beginning May 14. 

Other officers elected are Arthur I. 
Herrick, Suffolk, Va., first vice-presi- 


dent; Durell S. Pollock, Canonsburg, 
Pa., second vice-president; W. K. Hart- 
zell, Souderton, Pa., third vice-presi- 
dent; I. C. Smashey, Bridgeton, N. J., 
treasurer; Cal. J. Mensch, Pittsburgh, 
secretary. Together with Stanley C. 
Berger, Philadelphia, junior past presi- 
dent, these men form the executive 
committee. 


The directors who will serve a three- 
year term are Solomon Dantzic, Balti- 
more, Md.; Gordon Evans, Scranton, 
Pa.; Harry Hahn, Jr., Washington, 
D. C.; Robert Hemhauser, Irvington, 
N. J.; Arthur L. Herrick, Suffolk, Va.; 
Ben W. Shaub, Lancaster, Pa.; I. C. 
Smashey, Bridgeton, N. J.; William A. 
Geuting, Philadelphia; William M. 
Storm, Wilmington, Del., and Stanley 
C. Berger, Philadelphia. 





Chicago Travelers to Hold 
March Shoe Show 


CHIcCAGO—The Shoe Travelers Asso- 
ciation of Chicago will hold their next 
regular show March 15, 16, and 17 at 
the Morrison Hotel here. Due to the 
success of the meeting in January, a 
meeting of all members will be held at 
either breakfast or luncheon one day 
during the show. It is planned to make 
these gatherings of the membership a 
regular feature of all shows. 








PhyI1-Flex 
The first imported English 


SCOTT 


Improved 


English 


Crepe since 1941 — in 

PIN 
icone Women’s and Misses’ 
PADS Balloon Sports. Balloon crepes 
are sweeping the country. 





Write for new catalog of 
crepe-soled shoes. In 
stock! 


PHYLLIS 
SHOE CO. 


Lowell, Mass. 


New White Adhesive Backing 
REALLY STICKS! 


PINCH Pads TONGUE Pads os : 


Soft felt cushion, 100% wool Soft, white 100% wool-felt. 
—scientifically shaped to re- Attaches beneath tongue— HANDY PRICE STICKERS for 
ACCESSORIES, SHOES and CARTONS 


Crepe 


to retail at ‘5 














lieve pinching vamp and _ provides a comfy cushion be- 
throat. Easily cut and shaped _ tween top-foot and shoe. New 


























for use in any part of shoe. improved adhesive — Boy! " : 
New white adhesive improves How It Sticks!—makes Scott's | 121 toa perforated sheet; width 
appearance and really does tops! to fit your typewriter 
the job! No. 308 Ladies’ $1.50 Doz. Prs. 12 sheets 
No. 310 $1.45 per Doz. Prs. Men's $1.55 Doz. Prs. spncanicin gummed and per- 
(Also available with Glue Backing) 
Se iete Book of 1452 forated to a book. 
THROUGH SHOE STORES OUR PRICE 1452 
WRITE crap teapeeervenaeontl markers will Price Markers 
for complete E $1 50 
catalog mark 726 pairs. en 2 books: $2.50 
| 5 books: $5.00 
TT Check, M.O.,orC.0.D. 
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Actual size 
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It’s either a feast or a famine. That’s 
what’s known as peaks and valleys in 
the trade. Personally, we love the peaks 
—it’s the valleys that bother us. With- 
out doing something to make buying 
attractive we know we wouldn’t sell 
enough shoes in January to pay the 
light bill. Yet we require as much 
money to operate our business this 
month as any other month (even more 
since so many Sprimg shoes arrive in 
December and January). The solution 
is obvious! We must sell shoes and 
take in money. Years ago we learned 
that we can sell anything, any time, if 
the price is low enough. . .. Due to an 
extremely heavy inventory condition, 
discounts are even greater than in the 
past.” 

R. M. Jahn, store manager, states 
that friendly, sensible copy, such as 
was used in this ad, attracts reader at- 
tention and wins confidence. The open- 
ing day of the sale was “phenomenal,” 
he said. 





—_—_—_— 


Army Buys Calfskins for 
Use in Japan 
NEw YORK.—John Andresen & Com- 


New York.—An Indian tepee of ieather with simulated smoke carrying an adver- 
tising message, balanced by a photograph of a customer, attracted the attention 
of many to a recent display of Buntees, made by R. J. Potvin Co., Brockton, Mass., 
in one of the Fifth Avenue windows of Franklin Simon & Company. 








Unique Advertising Appeal 

Brings Crowd to Store 
RocKFoRD, ILL._-Carrying the head- 

ing “Peaks and Valleys,” the text of 
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the January clearance ad of Bowman 
Bros. Shoe Store read: 

“People are funny—they like to buy 
shoes in March and November—will 
hardly look at them in January or July. 


pany has been awarded by the New 
York Quartermaster Purchasing Office 
a contract to furnish 10,750 calfskins, 
Canadian packer type, for use in gov- 
ernment and relief work in Japan. 
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Cowboy Boot Promotion 
Gets Results 


[CONTINUED FROM 146] 


where Al Lash LaRue, movie cowboy 
star, appeared in person to autograph 
his picture for boys and girls purchas- 
ing Western togs. Children under 12 
were given free tickets to see LaRue’s 
picture, “Frontier Revenge,” playing at 
local theaters. 

The Southern Shoe Company in Bir- 
mingham, headed by H. S. Miller, presi- 
dent, owns and operates the leased de- 
partment in Parisian, Inc. 





Texas City Has New Store 


ABILENE, TEX.—-The Famous Shoe 
Store was opened here recently. The 
store, independently owned and oper- 
ated by Tollie King, is in a remodeled 
building at 233 Pine Street. 

The east end of the store features 
children’s shoes while the south side is 
devoted to women’s items—hosiery 
bags, and shoes, and the north side fea- 
tures men’s shoes. A display bar is lo- 
cated in the north recess in such a way 
as to create an exclusive men’s den. 

Mr. King has been in the shoe busi- 
ness 21 years. He was formerly part- 
ner with Glenn L. Edwards in the Fa- 
mous Shoe Store in Paris, Tex. He also 
owned a shoe store in Seminole, Okla., 
for seven years. 

















* To fit any normal baby foot perfectly 
* In first walking shoes, sizes 1 to 6 
* And please every mother 


Die 594/ 


THE CARPENTER 


Self-Starter No. 80 


... far-famed for fit, flexibility and protective 
foot-freedom ... A white elk moccasin, with 
deep toe, high instep, ankle-height quarters, 


non-slip sole... 


IN STOCK FOR IMMEDIATE DELIVERY 
in sizes 1 to 6, including half-sizes, 
widths C and E... Be sure you have 
complete selections. Order Now! 


THE CARPENTER SHOE CO., INC, 


161 CLARISSA STREET * ROCHESTER 8,N. Y. 











MR. A. TOUSEY 


Southern Representative 
The originators of the famous ‘CALLUS 
CUSHIONS’’ now offer the most amazing, 


the most comfortable and the fastest se!ling 
foot fitting aid yet devised, “SOLE FIT- 
TERS”. 


“Walk on Bubbles of Air’’ with “SOLE 
FITTERS’’! 


Write for catalog and merchandising plan 











TT WwW 
JOHNSON PRODUCTS, INC, 


& 6 S 
135 East Ohio Street 
INDIANAPOLIS 4, IND. 
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Estimated Repeat Trade 
At Almost 100 Per Cent 


VISALIA, CALIF.—Small towns means 
good business—if the business man 





For three years Guy Honnell (left) 
and Gerald Busch (right) have been full 
partners with Harry C. Locey (center). 
Mr. Honnell has been with Locey's for 

28 years and Mr. Busch for 26. 


plays his cards right. Harry C. Locey 
seems to be holding a winning hand in 
Visalia, one of the oldest towns in the 


valley of Central California. Visalia 
has an approximate population of 
10,000; its residents are chiefly farm- 
ers, dairymen, or cattlemen; and over 
a period of 37 years in the same block, 
Mr. Locey estimates his repeat trade 
at almost 100 per cent. Many of the 
girls and women he has fitted since in- 
fancy. 

In order to secure the medium to bet- 
ter income trade, Mr. Locey concen- 
trates on nationally advertised brands 
in a price range of $7.95 to $19.95 for 
women, $7.95 to $16.95 for men, and 
$3.95 to $6.95 for children. 

Mr. Locey’s biggest headache - is 
caused by the increase in height and 
size of feet of the California kids in 
his area especially. The younger trade’s 
“foot spread,” due to the active year- 
round outdoor life led by young Califor- 
nians, makes it necessary to buy a 
great many more C widths than for- 
merly. People want proper fit so a lot 
more stock must be carried in quads to 
C’s and in 4’s to 11’s. Men’s shoes are 
stocked in triple to double with nothing 
longer than 14. 

Because of the climate and occupa- 
tions of the majority of residents, 
Locey’s does a big all-year-round job 
on casuals and whites. The older 
women as well as the young women and 
youngsters love the comfort, utility, and 
neatness of flats which are so practi- 
cal for the Central California terrain 
and climate. 
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No "blood and thunder" . .. Parents, churches and 
school groups revolt against it . .. our comics are the 
kind you would not mind your own children reading. 


Write for information concerning our monthly delivery schedule 

which will enable you to get a series of new subjects each month in 

minimum quantities. This means you will always have a fresh stock of 
new subjects for the kids. 








HEADQUARTERS Since 1901 for Good-will Creating Toys 
Novelties, Souvenirs, Birthday Gift Specialties, 
Premiums and Give-Aways. 


Call or 


Write for 





THE Lederer INDUSTRIES, Inc. 39 West 19th St., N.Y. 11 


Catalogue 


and prices 













HAND-LASTED 


“<5 MOCCASINS 


Uwe 

ia ; 

SAB designed by nature to 
7SR encourage the normal 


growth of babies’ feet 


Patents 
Pending 


White Elk Sizes 1 to 5 proc snag 
N (Narrow) and eee 


W (Wide) 





R. J. POTVIN SHOE COMPANY | 
Compello Station 
BROCKTON + MASSACHUSETTS 





American Buyers Expected 
To Attend British Fair 


LONDON, ENG.—Hundreds of Ameri- 
can buyers will soon be receiving their 
invitations to the world’s largest trade 
exhibition, the British Industries Fair, 
which will be held in England from 
May 2 through May 13. Last year 200 
U. S. buyers made the journey across 
the Atlantic to the fair and more than 
twice this number of British represen- 
tatives of U. S. firms also attended. In 
all, 15,000 foreign buyers attended. 
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A CRALLENGE To 
PUBLIC PLALTH OFF EALS 


National Foot Health Council exhibit emphasizes importance of foot care during 


adult years as well as in childhood. 


BostoN—For the first time, a foot 
health exhibit was featured at the re- 
cent convention of the American Public 
Health Association in Boston. The ex- 
hibit was furnished at the request of 
the association by the National Foot 
Health Council. There were more than 
4000 public health officials, doctors, 
nurses in attendance who saw the ex- 
hibit located in the Scientific section. 
The exhibit featured the importance of 
the care of children’s feet through a 
nationwide program in the _ public 
schools, also the benefits to be derived 
by employees through industrial foot 
clinics supervised by chiropodists and 
podiatrists. 

To each visitor at the foot health ex- 
hibit a portfolio off 18 pieces of litera- 
ture was presented. There were 318 re- 


quests for additional literature, and 
more than 500 personal interviews were 
conducted with health officers, some of 
them being quite extensive discussions 
of foot health progress and ideas for 
further development. 

The exhibit showed the growth of 
feet through various stages by X-rays, 
and the correlation of foot, shoe and 
hosiery sizes from infancy to adoles- 
cence through a research study of 248 
shoe lasts of varying lengths and 
widths. 


The exhibit was a challenge to pub- 
lic health officers to make foot care a 
part of the public health program. At- 
tending the exhibit were Dr. Joseph 
Lelyveld, Council chairman; Dr. Harry 
P. Kenison and Ralph B. Bryan. 





Biggest advance in the shoe trade 
has been the working out by its re- 
search association of a precision grad- 
ing scheme which enables a full range 
of fittings to be provided for all sizes 
with the minimum number of lasts. 

By the use of infra-red radiation 
many operations in shoe manufacture 


requiring the use of adhesives have 
been sensationally speeded up. One op- 
eration-time has been cut from 70 or 
120 minutes to one minute; another 
from between 30 and 40 minutes to two 
minutes; the drying of paint on the 
outer sole before polishing now takes 
two minutes instead of 30. 
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VacABOND SHOES 


in one jobonly... 
devoting all our skill 
to creating America’s 
Finest Low Heel Shoes— 
to retail profitably 
at $6.95-to $8.95. 


LISSAK & COMPANY srocktTon. MASS. 








'HERE ARE THE CASUALS OF THE CENTURY 
Carefree, Colorful, Profitable 


GENUINE NORZON 
No. 1110 Black Norzon 

111l White Norzon 

1112 Multi-Color 

1113 Navy Blue 

1114 Red 

HIS Green 


Sizes: 4-9 5-9 


$1 80 per pair 









No. 1074 Multi-Color 
1075 Black 
1076 Red 
1077 Navy 
1078 Green 
1079 White 


Sizes: 4-9 5-9 
$1.55 per pair 
Flectro-Coated Fabric 


Minimum Order 18 or 36 pair cases of one style 


ORDER NOW —Two to Three Weeks Delivery 














EXPORT ACCOUNTS INVITED 


CENTURY SHOE CORP. 


| 2571 Atlantic Avenue 


Brooklyn 7, New York 





Friedman-Shelby Salesman 
In New Office 


NEw York, N. Y.—After waiting for 
more than three years for suitable office 
space, Samuel M. Aber, New York, New 
Jersey and New England representative 
for Friedman-Shelby division of Inter- 
national Shoe Co., finally obtained a 
lease for quarters in the Marbridge 
Building last November. On January 
31, the showrooms and office, completely 
designed, decorated and furnished in 
accordance with Mr. Aber’s ideas, were 
officially opened for business. 

The new showroom and office now 
occupy space that once comprised three 
separate offices. Entrance to the show- 
rooms is made via the door of the busi- 
ness office. The first showroom contains 
wall cases and fixtures displaying John 
C. Roberts shoes for men and Red Goose 
shoes for boys. The second and rear 
showroom, entered by an arch in the 
middle, is devoted to Grace Walker 
shoes for women and Red Goose shoes 
for girls. 

Wall cases and tables are made of 
limed oak, with glass shelvings in the 
cases. These have been built into sepa- 
rate, detachable compartments so that 
removal is simple. Comfortable, wood 
and red leatherette chairs are arranged 
around each table in each showroom. 
Glentwist rose carpeting has been used 
throughout the showrooms and office. 
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Aber has been with Friedman-Shelby 
for approximately 16 years. He started 
by handling the Philadelphia-Baltimore- 
Washington and adjacent territory, 





SAMUEL M. ABER 


then in 1940-41 added New Jersey, 
Metropolitan New York and the New 
England territory. When the war came, 
he went to Washington, D. C., where he 
worked from 1942 to 1948 with the 
National Red Cross and various govern- 
ment agencies on safety shoes. 

Early in 1948 he returned to New 
York, but this time he handled only 
Metropolitan New York, New Jersey 
and the New England states, giving up 


everything from Philadelphia to Wash- 
ington with one exception—a satisfied 
customer who refused to part from him. 
Aber will continue to cover the territory 
he took over in 1948, making the Mar- 
bridge Building office his headquarters. 





Plan To Make Shoes in 
Wyoming Penitentiary 


CHEYENNE, Wy0.— The 1949 Wyo- 
ming legislature will be asked to appro- 
priate about $65,000 to establish in- 
dustries for inmates of the state peni- 
tentiary at Rawlins, and part of which 
will be used for a shop to make shoes 
which will be distributed among state 
institutions, it is reported by State 
Auditor Everett T. Copenhaver. The 
auditor and E. C. Rothwell, state chari- 
ties and reform board secretary, re- 
turned recently from an inspection of 
prison employment at the Colorado 
penitentiary where such a shoe factory 
is reportedly operating successfully. 





New Store Opened 


DetroIT, MicH.—A new shoe store 
catering to the general family trade 
has been opened at Flat Rock in South- 
eastern Michigan by Louis and Char- 
lotte Watson. The store, located on the 
main street, will be known as the Wat- 
son Shoe Store. The Watsons are new- 
comers to the shoe business. 



















No. 8270 Red 
No. 8271 Brown 
No. 8272 White 
No. 8273 Green 


Long-Wearing Rubber Soles 
Sizes: 41/2-3 


IN STOCK FOR IMMEDIATE DELIVERY 


items. Salesmen's inquiries will be 


134 DUANE STREET 





SANDAL SCOOP of «- YEAR! 


FULLY LINED 
\ GENUINE ELK LEATHER 
FULL GRAIN 
LEATHER 
INNERSOLES 


PANOLENE SOLES 
FOR LONGER WEAR 


Also Available — No. 8100 


GENUINE ELK LEATHER — UNLINED SANDALS | | 


Red, Brown, White 
$1.30 


Certain territories open for this and many other 


ADVANCE FOOTWEAR COMPANY 
Home of BLUE JAY JUNIORS 
SEND FOR ILLUSTRATED CATALOG 
NEW YORK 13, N. Y. 








$185 


Sizes: 5-3 


SAMPLES ON REQUEST 


considered. 


Republic Building 


Chicago, Ill 











Harvey L. Farr, head of Farr Bros. 
shoe stores, Allentown, Pa., has been 
commended by the Advisory Board of 
the Salvation Army for his services as 
chairman of the board. Mr. Farr has 
retired after two years in that post. 
During his administration the Salva- 
tion Army headquarters were greatly 
improved and its service to the com- 
munity expanded. 

* * 

J. Milton Brown is the new manager 
of Burt’s Shoe Store, 29 Whitehall 
Street, S.W., Atlanta, Ga. He succeeds 
R. H. Harden, who has been transferred 
to Detroit as a store manager. 

* * * 

Roy B. Ireland, Dover, N. H., shoe 
manufacturer, has been appointed by 
City Manager Woodbury Brackett to a 
new personnel advisory board which will 
act as an appeal agency for any dis- 
charged or demoted municipal employee. 

coe ad * 

Bob Kendall, formerly the assistant 
manager at Montgomery Ward store in 
Manhattan, Kansas, is now the mana- 
ger of a Montgomery Ward store in 
Harrison, Arkansas. Mr. Kendall 
started his business career with Mont- 
gomery Ward in Manhattan by working 
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CHILDREN'S OPERA 


with flexible retan leather soles 
with special soilproof finish 


Proven slipper lasts—plenty of toe room. 
Moulded counters—three sole stitch- 
down construction. Plaid lining 
hand lasted under insole. 


In RED, BLUE, or BROWN 


38-42 OTTER STREET: 


20S S. State St 


nors 


THE- Mond spoticHt is 





Genuine Kid 











to retail at 


$2.95 







Full and Half Sizes 
6-10'/p, 11-3 






In ‘tock 


She MONDL MFG. CO. -Zunc. 


OSHKOSH - WISCONSIN 


Marbridge Building - 47 W. 34th St 
New York City 





About Shoe People 





in that store’s shoe department in 1941 
and 1942, 
* * * 

Cliff Spawn has just been promoted 
from salesman to sponsor in the Better 
Shoe Salon on Gimbels second floor, in 
Milwaukee, Wisconsin. 

~~. =<. 

William and Robert McDonnell, 
brothers, have purchased the Fairbury 
Pharmacy, oldest drug store in Fair- 
bury, Neb., and plan to remodel and 
operate a men’s shoe and clothing store 
as soon as they have liquidated the 
present pharmacy stock. 

* a a: 

William Schlecht has been promoted 
to assistant buyer of men’s shoes at 
Gimbels, Milwaukee, Wisconsin, from 
his former position of salesman in the 
better shoe department. 

~ ~*~ * 

Wilbur Johnson, formerly a women’s 
shoe buyer at Stix Baer & Fuller, St. 
Louis, for almost 18 years, has been ap- 
pointed women’s shoe buyer for the 
Denver Dry Goods Company, Denver, 
Colo. Mr. Johnson took over on Decem- 
ber 15. He will share buying and man- 
agement responsibilities for the wo- 
men’s footwear division of the store 


with Arthur Johnson, assistant buyer, 
who is not related. 
* * * 

Sarah Peck, of the women’s shoe de- 
partment of the May Co., Cleveland, 
Ohio, recently was taken into the gold 
pin 25-year-club of the store. 

™~ * * 


E. Wilbur Hoskins, president of the 
H. M. & R. Shoe Co., has been named 
to a one-year term on the board of 
trustees of the Retail Merchants Divi- 
sion of the Toledo, Ohio, Chamber of 
Commerce. 

* oe a 

Owen W. Metzgar, head of Wether- 
hold & Metzgar shoe stores, has been 
elected vice president of the Allentown, 
Pa., Chamber of Commerce. 

ae. re. 


Joseph Bergen is owner of a new 
store, Family Shoes, recently opened at 
903 NW Second Avenue, Miami, Fla. 


. 2 «6 


John C. Dudley, veteran shoeman, 
was recently appointed manager of the 
G. R. Kinney Company shoe store at 319 
Market Street, Harrisburg, Pa. He suc- 
ceeds Walter J. Sweier, who has been 
sent to Syracuse, N. Y. 
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IMMEDIATE 
DELIVERY 


Warehouse facili- 
ties in key cities 
throughout the 
Catalogue On Request country, insure 


To Retail Profitably from $3-00 to $4.00 prompt delivery. 


DISTRIBUTORS IN KEY CITIES 


NE eee ery eae .Boston, Mass. 
eS ee Cleveland, Ohio 
ee oe eee Los Angeles, Calif. 
B. Rosenberg & Sons .............. New Orleans, La. | 
Harper & Kirschten Shoe Co. ......... Chicago, iil. | 


ee ae ee Rochester, N. Y. | 


C. A. Bachman, 3737 Dupont Ave., Minneapolis, Minn. 
Immediate delivery from above sources. Write to distributor nearest 
your city or direct to factory for catalog and prices. 


ARE YOU LOOKING 
FOR EXTRA SALES? 


If you are, then the ALTSCHUL line for °49 is 
the ONE to feature in “tots to teens” quality 
shoes. 


ALTSCHUL’S TAN ELK MONKSTRAP CLASSIC 


is just one of the many unusual and finely 
crafted shoes that are ready for immediate 
shipment. Prompt delivery from our large 
IN-STOCK Dept. of over 30 numbers is 
assured. = 


IN-STOCK 


C406; 814-12 B-EE SPG. HEEL 
M406; 12%4-3 B-E LEA. HEEL 
L416; 4-9 AA-D LEA. HEEL (illus.) 


' Illustrated Stock folder available upon 
written request. 


Our 50th Year of Service to the Retailers of America 


JULIUS ALTSCHUL, INC. 


117 GRATTAN STREET fe BROOKLYN 6, N. Y. 











New Shoe Shop a Study in Glass 


Rocuester, N. Y.—Rochester’s new Treadeasy Shoe 
Shop might be called a study in glass. From the wide-open 
front of the shop to the nearly ceiling-high mirrors in the 
store itself, glass and color are the keynotes at 44 East 
Avenue. 

Bright ridged aluminum makes the wall at the left. The 
recessed window case is backed by a mirror, which adds to 
the width of the shop in appearance. Mirror-backed lime 
oak display boxes on the right side of the shop are another 
feature. 

Plexiglass frame shadow boxes are affixed over high 
mirrors on the left side. Featured shoes are displayed in 
the boxes. 

The architect, Michael J. DeAngelis of Rochester and 
New York, describes the display idea at the left as the 
customer enters as a “trellis.” In addition to displaying 
featured shoes, it also provides a view of the rest of the 
shop to the passer-by. 

Prominent colors in the shop are rose in the carpeting. 
grey walls at rear, rose and green leather upholstered 
chairs. Flanking the mirrors on the side walls are satinwood 
veneer sections at left and curly maple at the right. 


Lighting is recessed in the cei'ing, and includes direc- 
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tional spots which may be shifted to prominent displays. 
The exterior of the store is maroon structural glass. 





Exterior of the new Rochester shoe store features ridged 
aluminum in the left-hand wall and an all-glass front. 


Treadeasy’s Rochester store is managed by Neil Colvin. 
Prior to moving into its new location the shop was at Frank- 
lin and Main Streets for eight years. 





Store Opened in Hotel 


Los ANGELEs, Catir.—The Morris Bootmaker, of Beverly 
Hills. has opened a branch in the Biltmore Hotel. 
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Obituaries 





William J. DeWitt 


AUBURN, N. Y.—William J. DeWitt, 
68, president of the Shoe Form Com- 
pany here, died Jan. 31, 1949, in Brow- 
ard General Hospital, Fort Lauderdale, 
Fla., after a week’s illness. 

Mr. DeWitt spent most of his work- 
ing years in the shoe business. Born in 
Skaneateles, N. Y., Nov. 23, 1880, he 
left high school in his sophomore year 
when his father died. He went to work 
for Dunn & McCarthy, Inc., shoe manu- 
facturers. In 1902 he opened his own 
commercial photography shop, later re- 
turned to Dunn & McCarthy with its 
Binghamton branch and became super- 
intendent of the plant at the age of 26. 

After three years in Binghamton he 
went with Hamilton Brown Shoe Co., 
St. Louis, and a year later to Leonne 
Company, makers of patent leather shoe 
dressings, Needham Heights, Mass. He 
lost his holdings in this concern in a 
1916 fire. 

After World War I he developed a 
shoe button process and started a plant 
in Waltham, Mass. The crash of 1921 
and the collapse of the shoe button 
industry again spelled defeat for him. 
He then became superintendent of the 
Adelphia Shoe Company of Scranton, 
Pa. He held this job four years until 
the Enna Jettick Company of Auburn 
decided to sell the property. He re- 
turned to Auburn and worked as shoe 
designer for Robinson & Bynon Shoe Co. 
In 1924 he started the manufacture of 
shoe trees from plastic materials using 
his own method. Later he formed the 
Shoe Form Company in the rear of his 
home and moved within a year to sup- 
ply growing orders. 

During the company’s growth he 
bought the Excel Fairy Form Company 
of Lynn, Mass., the Royal Comb & Man- 
ufacturing Co. of Leominister, Mass., 
and the Enterprise Shoe Form of Lynn, 
Mass. In 1928 he developed the Dun- 
deer sandal which was leased after 
four years to International Shoe Com- 
pany. 

Controlling interest in the Shoe Form 
Company was sold to United Shoe Ma- 
chinery Corporation in 1935 but Mr. 
DeWitt remained as president. In 1933 
he formed the Bill DeWitt Bait Division 
of the company and made fishing equip- 
ment. 

He was a member of St. Paul’s Lodge, 
F & A M, a 32nd Degree Mason and 
Shriner, a member of Auburn Lodge of 
Elks and Auburn Rotary Club and a 
past president of Auburn Chamber of 
Commerce. 

Surviving are his widow, four sons, 
two daughters, two brothers,two sisters, 
14 grandchildren and several nieces 
and nephews. 


Philipp Braun 


Los ANGELES, CALIF.—Philipp Braun, 
treasurer of Cobblers, Inc., passed away 
suddenly on January 26 at the age of 72. 

From the time he was a young man 
in Vienna, Austria, until only two days 
prior to his death, Mr. Braun was ac- 
tive in manufacturing shoes, and to 
him, to make shoes was a way of life. 

He was the father of Walter Braun, 
president of Cobblers, Inc., and became 
the company’s first executive soon after 
its organization in 1939, devoting all his 
energy and knowledge unselfishly and 
untiringly for the benefit of the firm. 
His co-workers and all employees of 
Cobblers were most devoted—to them he 
was “Papa Braun.” 

Funeral services, held at the Holly- 
wood Chapel, were attended by a large 
number of friends. 





Abraham S. Shapiro 

CHIcAGo.—Abraham S. Shapiro, for- 
mer owner of the Athletic Shoe Com- 
pany, Chicago, died January 30 in 
Ravenswood hospital. 

A widower, he had been living at the 
Somerset hotel. He was 87 years of age. 

He is survived by three sons and two 
daughters. 

Services were held February 1 with 
burial in Waldheim Cemetery. 





Herbert L. Davis 


Waco, Trex.—Herbert L. Davis, 59, 
retail shoe man here for 20 years, died 
recently at a San Antonio hospital fol- 
lowing a brief illness. 

A graduate of Wichita University in 
1913, he came to Waco in 1914 and was 
engaged in the retail shoe business here 
for the next twenty years. 

Survivors include his widow; two 
daughters, Mrs. Fred L. Atkinson, Jr., 
of Waco, and Mrs. E. T. Steward, of 
Charleston, S. C.; a sister, Mrs. C. R. 
Thomas, of Detroit, Mich.; and two 
grandchildren. 





Charles Morris 


INDIANAPOLIS, IND.—Charles Morris, 
75, a retired shoe manufacturer, died 
recently at his home, 137 East 47th 
Street. 

Born in St. Louis, Mr. Morris had 
resided in Indianapolis for several 
years. He was engaged in the shoe 
manufacturing business in St. Louis 
for many years and was widely known 
in trade circles. He was a member of 
St. Aquinas Catholic church. 

Mr. Morris is survived by a daughter, 
Mrs. Herbert Walz; and two sons, 
Charles Morris, Jr., of Omaha, Neb.; 
and Robert Morris, of Los Angeles. 
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SHOE RETAILERS 


LOOK AHEAD! 


for quick help from the only book of its 
kind; encyclopedia of practicable, workable 
ideas for the experienced merchant. No 
theori tried, true. . . NOT just an- 
other shoe book, but offers in addition to 
138 specific shoe promotions, the best ideas 
from the entire retailing field for instant 
adaptation to his particular requirements. 
Foreword by PAUL H. NYSTROM, Pro- 
fessor of Marketing, School of Business, 
Columbia University. 

Please remit with order. 

5% x8 40 Chpts. 
306 Pages 3.50 Postpaid 
BOOT AND SHOE RECORDER 
100 E. 42nd St., New York 17, N. Y. 

















Ohio Shoe Travelers 
Elect Officers 


CoLumBus, O.—At a recent meeting of 
The Ohio Shoe Travelers Club the fol- 
lowing officers were elected to serve for 
1949: 

Robert R. Newcomb, Toledo, presi- 
dent; Ray C. Randall, New Philadel- 
phia, first vice-president; Saul Abrams, 
Youngstown, second vice-president; and 
W. W. Skinner of Columbus, secretary- 
treasurer. Dick Barnes of Granville 
was elected chairman of the board, and 
other new board members include John 
L. Neff and Ben Tolpen, both of Colum- 
bus; Lester H. Abrams of Cleveland; 
and W. Burt Jackson of Cincinnati. 
Directors remaining on the board in- 
clude W. Harry Minor, Sammy Gross- 
man and M. C. Swan, ell of Coumbus; 
and E. W. Boil of Lakewood. 

The Ohio Shoe Travelers Club main- 
tains a permanent office at 12 North 
Third Street, Columbus, and their next 
show will be held at the Hotels Gibson 
and Netherland Plaza in Cincinnati on 
May 15, 16 and 17, 1949. 
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What’s New 


New Rubbers on Market 





Cincinnati, O.—"Totes", to describe 
their light weight, is the trade name ap- 
plied to extremely stretchable rubbers 
developed by So-Lo Works, Incorpor- 
ated, Loveland, Ohio. The new rubbers, 
which are so stretchy that children can 
put them on themselves, were introduc- 
ed in the Cincinnati area a few months 
ago. They are made of pure rubber in 
a wide range of colors and color com- 
binations for men, women and children. 





Offers Shoe Bags for 
Use by Stores 


LonG ISLAND City, N. Y.—The new 
Take-Hold shoe bag, reports Equitable 
Paper Bag Co., its manufacturer, offers 
a great many advantages. They claim 
that it does a merchandising, advertis- 
ing and sales promotion job and that 
there is a saving in wrapping costs. 


New paper shoe 

bag has double- 

locking handle 

and is easy to 

carry. Can be im- 

printed with name 
of store. 





Shoes can be packed in this bag in 
exactly the same manner as they are 
taken out of the box and the double- 
locking handle is formed very quickly, 
giving the customer a neat, easy-to- 
carry package. This affords consider- 
able saving in clerks’ time, enabling 
customers to receive speedier service. 
The shoe bags are usually made from 
50 lb. basis weight paper to give the 
strength that is necessary. They come 
in 74%x2%x15° square for ladies’ 
shoes and 10x12 flat for children’s 
shoes. 
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Rubber Soles 
and Heels 


$ 485 
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2/10 N/30 
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Get all the facts on ADRIAN 
| “RAY-TITE” Safety Construction. 
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Rhinestone Side Bow 


Imported crystal stones 
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clips. 
IMMEDIATE DELIVERY 
Fastest selling Buckle 
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W. Ll. Douglas Shoe Co 
New York Offices, 508-510 Marbridge Bldg 


Brockton 15 Mass 


New York 1, New York : 
West Coast Offices, 401-402 Haas Bldg 
los Angeles 14, California 





Conrad Succeeded by 
Quigley Shoe Co. 


NorRTH ABINGTON, Mass.—A profit- 
sharing plan, under which 25 per cent 
of gross profits before federal income 
taxes, will be distributed twice a year, 





DAVID F. QUIGLEY 


is a feature of the newly organized 
Quigley Shoe Company, here, successor 
to the former Conrad Shoe Company. 
David F. Quigley is president of the new 
concern. The firm will have a daily pro- 
duction of approximately 1800 pairs and 
will employ about 200 workers. 

Mr. Quigley explained, “The Quigley 
Shoe Company is being formed to pro- 
duce shoes for the popular price market. 
By setting up an organization in which 
all costs are streamlined and closely 
watched and by which all wasteful pro- 
cedures are eliminated, we feel it could 
be possible to produce shoes profitably 
in this area.” 

Details of the profit-sharing plan have 
been printed in a booklet which will be 
distributed to the workers. 

Other officers of the firm have not yet 
been announced. 


Automatic Wage Cut 
Posted by International 


St. Louris—Effective February 7, au- 
tomatic wage cuts of 3 cents an hour 
went into effect for approximately 25,- 
000 International Shoe Co. employees 
due to the cost of living drop indicated 
by U. S. Labor Department statistics. 

The wage cut became effective auto- 
matically as a result of International’s 
cost-of-living contracts with shoe work- 
ers unions signed in the early Fall of 
1947, which provided for a sliding pay- 
ment scale of 3 cents an hour in either 
direction, dependent upon fluctuations 
in the Bureau of Labor Statistics cost 
of living index. 

Between September 15 and December 
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The latest revised edition of 

THE SHOE AND LEATHER 

LEXICON — the 14th — is 
available again! 


This illustrated glossary of trade 
and technical terms serves a 
very useful purpose for it is filled 
with helpful information. It is a 
steady source for your daily ref- 
erence and your constant “tool 
of the trade.” 


The Shoe and Leather Lexicon 


75c per copy, prepaid 
BOOT and SHOE 


RDER 100 East 42nd Street 
RECO New York 17, N. Y. 















15, according to Adolph O. Berger, di- 
rector of the Labor Department’s North 
Central Regional Office, St. Louis’ con- 
sumers’ prices generally dropped 2.2 
per cent, with food prices declining 4.8 
per cent. 

International said the wage cut would 
apply to about 1,000 workers in St. 
Louis but would cover employees of 50 
plants in a 10-state area. These work- 
ers are represented by the AFL Boot 
and Shoe Workers, the CIO United Shoe 
Workers and the CIO United Rubber 
Workers. Some unorganized workers 
also were included. Prior to the wage 
cut International hourly rates began at 
6742 cents and ranged up to $1.50. 





Goldberg With Ideal 


CHIcAGO.—Manny Goldberg is now 
representing the Ideal Shop Corpora- 
tion of America in the Chicago terri- 
tory. He was formerly with Rogers 
Bros. Shoe Co. 
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Promotions Announced by Brown Shoe Co. 





A. C. FLEENER 


St. Loutis.—The board of directors 
of the Brown Shoe Company has elected 
A. C. Fleener vice-president in charge 
of sales for the entire company and 
has promoted L. J. Schaefer to the po- 
sition formerly held by Mr. Fleener— 
general manager of the company’s Nat- 
uralizer division. Mr. Fleener now 
holds the position formerly held by C. 
R. Gamble who was elected president 
of Brown Shoe Company a year ago. 

Mr. Fleener joined the Brown Shoe 
Company in 1917 and held various po- 
sitions leading to his appointment in 
1927 as sales manager and general 
manager of the Blue Ribbon Shoe- 
makers. This branch of the company 





L. J. SCHAEFER 


was later developed into the Natu- 
ralizer division and Mr. Fleener was 
instrumental in establishing the Natu- 
ralizer trade-mark. He was elected to 
the Board of Directors in 1948. 

Mr. Schaefer joined Brown Shoe Com- 
pany in 1937 as a member of the Natu- 
ralizer division sales staff. Previously 
he was employed by Famous-Barr Co. 
of St. Louis. During his association 
with the company he has been employed 
in a sales and executive capacity with 
that division, assisting Mr. Fleener in 
the operation of the Naturalizer divi- 
sion. He was born in Little Rock, Ar- 
kansas, in 1910, and was educated at 
Washington University, St. Louis. 





To Sell Laird Schober 
And Colella Lines 


HAVERHILL, Mass.—W. M. “Ted” 
Shaw has become associated with Laird, 
Schober & Co., Inc., and Colella, Inc. 
His headquarters will be Chicago and 
his territory will comprise the entire 
Middle West, including Chicago. 

For the last 11 years Mr. Shaw has 
been in charge of the New York office 
of Brauer Bros., St. Louis, and covered 
the Eastern territory for that firm. 

Sam S. Laird, a stockholder and di- 
rector of the Laird, Schober Co., has 
retired because of ill health. For a 
number of years Mr. Laird covered the 
South and Southwest for Laird, Scho- 
ber and Colella. Y. “Buster” Larry has 
replaced Mr. Laird in that territory. 


February 15, 1949 


Heel Company Plans 
To Make Shoes 


St. Louis—Joseph H. Gautier, presi- 
dent of the Genco Heel Co., here, has 
announced that the firm will shortly 
move its heel plant to Cuba, Mo., and 
will also begin the production of wo- 
men’s casual shoes. 

The company, he said, is taking over 
a new building in Cuba, constructed in 
1947, and plans to produce at an initial 
capacity of 3000 pairs a day, beginning 
around mid-March or early April. The 
firm will make a sliplasted shoe to re- 
tail in the $5 to $6 bracket, featuring 
new Genco heels with Armstrong cork 
platforms. 

With five acres of land, it was re- 
vealed, the company would have ample 
space for future expansions. 


General Shoe Establishes 
Customer Service Department 


NASHVILLE, TENN. — General 
Corporation has announced the crea- 
tion of a new customer service depart- 
ment to be headed by Gilbert Jonas as 
director of Customer Relations. 

Plans are already under way for a 
series of customer clinics which will 
bring a number of General Shoe cus- 
tomers to the home offices in Nashville, 
so that dealers and manufacturer may 
work closely together in serving their 
mutual interest. Mr. Jonas will direct 
these clinics. The first in the series was 
held February 10. 

Other phases of this work are the de- 
velopment of a year-round direct mail 
campaign for General Shoe, on a service 


Shoe 





GILBERT JONAS 


basis; supervision of the reception. of 
the many customers who visit the com- 
pany’s offices; establishment of a retail 
systems advisory department; making 
available special advertising and pro- 
motion aid; providing store planning. 

Announcement of this new depart- 
ment came from Matt Wigginton, vice- 
president in charge of distribution. 

Mr. Jonas is well-qualified for the 
new field of service just instituted by 
General Shoe. He began his experience 
with Brown Shoe Company, St. Louis, 
in 1928 in style and pattern work. In 
1932 he transferred to Pedigo Shoe 
Company of St. Louis in the same work; 
and from 1937 to 1946 he was in style, 
quality and sales work with Boyd- 
Welsh, Inc., of St. Louis. 

In November, 1917, Jonas joined Gen- 
eral Shoe Corporation as sales manager 
of its Barrett Shoe Company. 
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Selling Justin Line 
In Northwest 


Fort WortH, TExAS.—Tom Wright, 
of Seattle, Wash., has been appointed 





TOM WRIGHT 


to represent the Justin Boot & Shoe 
line in Oregon, Washington and Idaho, 
H. N. Fisch, sales manager of the Fort 
Worth firm announces. 

Since January Ist, Mr. Wright has 
been showing the entire line of Justin 
cowboy boots and men’s work and dress 
shoes in his territory. For almost a 
year, however, he has been handling 
belts in the Northwest area for the 
Justin Belt Co., another Fort Worth 
firm. 





Well Known Firm 
Changes Name 


PHILADELPHIA. — Krischer, Rogers 
and Fischer, Inc., well-known Philadel- 
phia shoe jobber, has announced a 
change in name to Flex Step Shoe Cor- 
poration. 

According to Herman C. Fischer, pres- 
ident, and one of the original founders 
of the firm, incorporated in 1922, this 
represents a change in name only, and 
in no way affects the ownership, officers 
or policies which have existed for the 
past twenty-six years. 

Following the retirement of Robert 
I. Rogers and Morris Krischer some 
time ago, the current officers, Martin 
A. Fischer and J. Kermit Lief, were 
elected to serve as vice-president and 
secretary, respectively. 

“The Flex Step Shoe Corporation,” 
it is announced, “will continue to han- 
dle the kind of merchandise in women’s 
dress, sport and casual shoes which has 
served to make it one of the East’s 
leading distributors in the popular 
priced field.” 





Selling Line of Casuals 


CHIcAGOo.—Joseph Algier has recent- 
ly taken on representation of Briefs 
of California, casual shoe line, in the 
Chicago territory. 
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Sundial Shoe Co. in 
New Boston Office 


MANCHESTER, N. H.—The Sundial 
Shoe Company of Manchester has an- 
nounced the reopening of its Boston 
sales office. The new office has been 
moved to a more convenient location 
and is situated at 111 Lincoln Street, 
Room 401. 

Sundial’s complete line of men’s, 
women’s and juvenile shoes will be on 
display at the Lincoln Street address 
and the salesmen traveling Eastern 
Massachusetts for the company are all 
available for appointments. They in- 
clude Frank M. Condon, John W. Ben- 
nett, Roland Hamlin, Roy J. Ferretti 
and Frank Casey. 





Named Sales Executive 
of Mishawaka 


MISHAWAKA, IND.—The Mishawaka 
Rubber & Woolen Mfg. Co. announces 
the appointment of R. S. Fray to the 





R. S. FRAY 


position of district sales manager for 
a district including parts of Minnesota, 
Iowa, Illinois, and Wisconsin. 

Mr. Fray has been with the Mish- 
awaka company since 1941 having 
served first as a salesman in West Vir- 
ginia and later as district sales super- 
visor. He will continue to reside in 
Mishawaka. . 


Brooks to Sell 
Prima Footwear 


CoLuMBUS, OHI0O—Prima, Inc., Co- 
lumbus women’s shoe manufacturer, 
has announced the appointment of Ray 
L. Brooks as Midwestern sales repre- 
sentative. Mr. Brooks will represent 
the complete line of ballerinas, wedgies, 
dress flats, sandals, kiddies’ shoes and 
dancing shoes in Ohio, Indiana, Eastern 
Michigan and Western Pennsylvania. 

Before joining Prima, Mr. Brooks 
was connected with General Mills, Inc., 
and Perma-Stone Co. as sales represen- 
tative and district sales manager. Al- 
though now living in Rochester, N. Y., 
he plans to move to Columbus, from 
which city he will cover his territory. 





New Brand Name Adopted 
By New York Manufacturer 


New YorkK—“Rinaldi” is a new brand 
name introduced by Schwartz & Ben- 
jamin, Inc., and will be used by re- 
tailers in those cities where the estab- 
lished brand name of “Customcraft 
Originals” is already featured, it is 
announced by Benjamin D. Schwartz, 
president. 

Due to the broadening of the style 
range of the Schwartz & Benjamin 
line, the need was felt for a second 
brand name, stated Mr. Schwartz. The 
prices of the “Rinaldi” shoes will be 
from $22.95 to $27.95 which is also the 
price range of the “Customcraft Origi- 
nal” models. The “Rinaldi” pattern 
scope will be the same as that of “Cus- 
tomeraft Originals.” 





Slipper Company in 
Larger Plant 


HAVERHILL, Mass.—The Herley Shoe 
Company, manufacturers of men’s fine 
leather slippers, has just moved to a 
larger and more modern plant at 104 
Essex Street, this city. Having just 
finished a year of large production, 
the company is looking forward to an 
even better 1949 with the increased fa- 
cilities in its new factory. 





Fritz Goldmann Joins 
Kohnstamm 


NEW YORK.—Effective with the first 
of the year, Fritz Goldmann became 
associated with R. & A. Kohnstamm, 
Ltd. (London) New York. His new po- 
sition will be that of assistant to the 
president. Previously, Mr. Goldmann 
was with R. Neumann & Co., Hoboken, 





FRITZ GOLDMANN 


N. J., for twenty years, as head of that 
firm’s foreign department in charge of 
sales. 

Kohnstamm’s internationally known 
leathers are distributed in this country 
by the Dreher Leather Mfg. Corpora- 
tion, New York, of which Adolf Dreher 
is president. The leathers are merchan- 
dised under the trade-name “Randak.” 
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Men’s Steel Toe Safety Shoes 
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Exclusive distributor of the popular ART 
CHROME Steel Furniture for the Shoe 
Trade. Samples can be seen in our dis- 
play room or write for illustrated folder 
and prices. 

LYONS & COMPANY 
120 DUANE STREET NEW YORK 7, N. Y. 

















New Type Bags Shown 
At Spring Opening 


New YorkK.—Patent leather and 
Navy blue, Bamboo and Avocado Green 
calfskin were highlights in the recent 
showing of Spring handbags by Rich- 
ard Koret. These were displayed with 
shoes by Palter DeLiso and gloves by 
Kislav to match. Navy blue and black 
were also featured in dressy faille bags. 
A wide range of shapes and sizes were 
included in the collection and were 
shown by models wearing clothes suit- 
able for each bag type. 

These included new elongated rectan- 
gular envelopes and frame bags worn 
with tailored dresses; small chubby 
satchels and miniature valises, as well 
as a group of dressy bags; long and 
shallow or rounded and oblong pouches. 
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Ed Schultz Selling 
Bellwood Line 


NASHVILLE, TENN.—General Shoe Cor- 
poration announced some weeks ago the 
appointment of Ed Schultz to represent 






ED SCHULTZ 


its Bellwood Shoe Company (Valentine 
shoes for women) in the New England 
states. The announcement came from 
Bellwood’s sales manager, John Gifford, 
at Nashvilie, headquarters of General 
Shoe Corporation. 

Mr. Schultz has been closely identified 
with association activities for years, 
and is very prominent in New England 
shoe circles. He was at one time head 
buyer for Raphael’s Department Store 
in New Britain, Conn., and achieved 
outstanding success in increasing the 
business by smart merchandising. 


To Sell “Sole Fitters’’ 
In South 


INDIANAPOLIS, IND.—Johnson Prod- 
ucts, Inc., manufacturers, Indianapolis, 











A. TOUSEY 


announce the appointment of A. Tousey | 
as Southern representative for “J. P. I.” 
foot fitting aids. 

Mr. Tousey, formerly associated with 
Scholl Manufacturing Company, will 
take over the introduction and demon- 
stration of “Sole Fitters,” a new prod- 
uct, in the Southern States, where he 
has travelled for the last fourteen years. 
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Reece “Perfect = paoanegers soles 
available with or without silencers. 
Colorful straps attached with rust 


proof nails. Maroon or brown for 
men — multicolored checks for ladies. 
No half sizes. Write for prices. 


REECE WOOD SOLE SHOE CO. 
Dept. B-St Columbus, Nebraska 
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Write for Bulletin BS-2 
NORTHWESTERN INSTITUTE OF 
FOOT SURGERY & CHIROPODY 
185 No. Wabash Ave., Chicage 1, Ill. 





Small Town Girl Good 
Advertising Medium 


Los ANGELES.—Life magazine recent- 
ly ran a picture story in which was 
shown the day-by-day routine of small- 





PATTIE NELSON 


town life. Pattie Nelson, photogra- 
pher’s daughter of Longmont, Colo., ap- 
peared in the pictures as the typical 
small-town girl. There was no attempt 
to “fix” the wardrobe. Pattie just wore 
the clothes and shoes she always does. 
The shoes were “Skooters,” made by 
Vogue Shoe Company, Inc., here, and 
Pattie bought them at the Fontius Shoe 
Company store in Denver. 

As soon as Life hit the stands, re- 
tailers in every part of the country 
called, wired and wrote Seymour Fab- 
rick, Vogue president, commenting on 
the shoes which Pattie had made fa- 
mous. 





Milwaukee Firm to Sell 
Texon Products 


BostoN—Texon, Inc., announces the 
appointment of A. A. Wakeford, Inc., 
Milwaukee, as sales agent for Texon 
products in the Chicago, Milwaukee and 
Northwest territory. Active in the sell- 
ing for the Wakeford organization are 
A. A. (Ad) Wakeford, Fred C. Atkin- 
son and C. A. (Ole) Rosenquist. 

For the last 32 years, Ad Wakeford 
and Fred Atkinson have been calling 
on the shoe trade in Michigan, Illinois, 
Indiana, Wisconsin, Minnesota and 
Iowa, originally working together from 
Chicago. In 1932 they located in Mil- 
waukee. Ole Rosenquist joined the 
Wakeford organization in 1940. 


Joins J. P. Smith 
As Ad Director 


CHICAGO.— Walter G. Smith, president 
of the J. P. Smith Shoe Company, has 
announced the appointment of Miss 
Francigene Sheridan as advertising 
director. Miss Sheridan was formerly 
associated with Charm magazine as 
Midwest and shoe editor and had been 
assistant New York fashion editor of 
the publication prior to that date. 














































Promotional Kit to Help 
Spring and Summer Sales 


St. Lovuis.—A promotional kit for 
use by retailers during the 1949 Spring 
and Summer season was mailed recent- 
ty to all retailers who carry the Win- 
throp line. Contents of the kit include: 

Proofs and schedule of all Winthrop 
national advertising through the Spring 
and Summer seasons; a newspaper mat 
service book, containing proofs of mats 
available on order; samples of direct 
mail materials, including self-mailers, 
post cards, and envelope stuffers for 
Winthrops and Winthrop, Jrs.; spot 
announcements on Winthrops, Win- 
throp, Jrs. and Winthrop In-’n-Outers; 
suggestions for promotional tie-ins of 
Winthrop, Jrs. with national comic book 
advertising; and a set of promotional 
suggestions on tie-ins with Winthrop 
national advertising, special weeks and 
events. 





Kate Kamen Named Color 
Consultant for Kayser Hosiery 


NEW YorK.—Julius Kayser & Co. an- 
nounces the appointment of Kate Gold- 
stein Kamen as consultant on color and 





KATE KAMEN 


style coordination for Kayser hosiery. 
In addition to her work at Kayser, Mrs. 
Kamen is continuing as a consultant in 
the shoe and accessory field. Kayser 
will be the only hosiery line with which 
she will work. 

For the past four years, Mrs. Kamen 
has been the executive secretary of the 
Guild of Better Shoe Manufacturers. 
Previous to this, she was the fashion 
director for the A. C. Lawrence Leather 
Company. She is the treasurer of the 
Fashion Group and secretary of the 
Shoe Women’s Executives. A graduate 
of the University of Nebraska, Mrs. 
Kamen’s experience includes retail ad- 
vertising and newspaper work. 





Hultgren with Mutual 


CuiIcaco.—Stanley Hultgren is now 
representing the Mutual Shoe Com- 
pany, Marlboro, Mass., in Illinois, Wis- 
consin, Iowa and Minnesota. 
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Justins . . . the boots most 
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favorites since 1879. 
Write for Catalog. 


JUSTIN BOOT CO. 
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Annual Meeting Held by 
George E. Keith Co. 


BROCKTON, MAss.—The annual meet- 
ings of the Geo. E. Keith Company 
were held at the Walk-Over Club, Jan- 
uary 19, and the following officers, di- 
rectors and operating committee were 
elected for the ensuing year: 

President, Harold C. Keith; vice- 
presidents, Jean Reed Keith, H. Willis 
Nye; clerk, Geo. H. Leach; treasurer, 
Stanley W. Parmenter; assistant trea- 
surers, Lawrence E. Allen, Clarence A. 
Orton; directors, Harold S. Keith, H. 
Willis Nye, Henry B. Whitcomb, H. 
Wendell Endicott, Stanley W. Parmen- 
ter, Jean Reed Keith, Harold W. Cope- 
land. 

The operating committee personnel 
continues to be Harold C. Keith, H. 
Willis Nye, Henry B. Whitcomb, Stan- 
ley W. Parmenter, Harold W. Copeland, 
Fred Belyea, Jean Reed Keith, Arthur 
I. Loheed, Willard A. Mason, and Geo. 
H. Leach, clerk. 

Arthur I. Loheed has been named 
acting manager of the company’s retail 
stores and departments; and C. Emil 
Carlson has been made assistant man- 
ager. 
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W. L. Hawes Retires as 
Stetson Superintendent 


SouTH WEYMOUTH, Mass.—Wilton 
L. Hawes, retiring superintendent and 
director of The Stetson Shoe Company, 
Inc., was guest of honor at a banquet 
given by The Stetson Shoe Company 
in the company offices recently, with 
President Stanley Heald as toastmas- 





W. L. HAWES 


ter. Seventy guests were present, in- 
cluding the directors, foremen and de- 
partment heads, employees with 35 or 
more years of service, salesmen, retired 
employees and business friends of long 
standing. 

Mr. Hawes, a native of Weymouth, 
entered the employ of The Stetson Shoe 
Company in 1888, three years after the 
business was founded. During his 60 
years with the company he has served 
as foreman, buyer of leather and find- 
ings, and as general superintendent for 
many years. He has been a director 
since 1915. 

In his opening remarks, Toastmaster 
Heald paid tribute to Mr. Hawes’ long 
and faithful service, which played such 
an important part in the growth and 
success of the company. Among others 
who spoke in honor of Mr. Hawes were 
Albert Vinal, treasurer; John Field, 
representing the foremen; Burton L. 
Wales, director and general sales mana- 
ger; and John Murphy of the Ohio 
Leather Company, a friend and busi- 
ness acquaintance of 50 years’ standing. 

E. Thayer MacBride, vice-president, 
in presenting Mr. Hawes with a fitted 
traveling case on behalf of the board of 
directors, said, in part, “We shall miss 
you, not only in our directors’ meet- 
ings but in every department of the 
factory.” 

A brief history of the company was 
read by Mr. Heald, after which he pre- 
sented Mr. Hawes with a 60-year pin 
studded with diamonds in recognition 
of 60 years of loyal and unselfish ser- 
vice to the company. Miss Hattie F. 
Gardner, a retired director, presented 
a bouquet of red roses to Mr. Hawes 
on behalf of the women present. Mr. 
Hawes reviewed some of the highlights 
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of his long career, and expressed his 
appreciation to all those present. 
Among the guests attending the dinner 
were several retired employees, bene- 
ficiaries of The Stetson Shoe Employees 
Pension Fund Charles F. Vinson, John 
W. French, Fred O. Chandler, John 
Tanguey, Carrie O. Burrell, L. Elmer 
Tower, Sumner P. Bowker, John F. 
Corcoran, Margaret E. Burke. 





David L. Millar New 
Johansen Director 


St. Louis.—New addition to the board 
of directors of Johansen Bros. Shoe Co. 
here is David L. Millar, general counsel 
for the company. 

Mr. Millar succeeds to the vacancy 
in the directorate brought about last 
Fall through the resignation of J. J. 
Byrnes. 
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ney 
Become affiliated with nationally — Midwes Distributor and Factory Seales Organiza- 
popular priced for Independent Retail D rtment 
Stores and Small Chains; Make up and in ech. aa sotaliie euvian 


tion. Nationally advertised Lines, 


in Midwestern States. 


Address Box 106, care BOOT & SHOE RECORDER, 100 East 42nd Street, New York 17, N. Y. 


Established active accounts turned over for immediate earnings. 
full persona! qualifications and territory desired in first letter. 


Lines for experienced salesmen. 


Need several men to complete coverage 
Give 
All replies confidential. 








SHOE FORM CO., 


Shoe Salesmen | 


who can 


Handle Extra Lines 


| 
If your house permits you to handle | 
extra lines, here's an opportunity to 
increase your income through the lib- 
eral commissions earned on the sale 
of Fairy Shoe and Hosiery Forms to 
your regular accounts. 
Fairy Forms have been the standard 
in the trade for 25 years. Their rec- 
ord is proved by sales experience in 
thousands of stores throughout the 
country. A strong acceptance and 
many easily demonstrated sales ad- 
vantages make them easy to sell. 


For complete information, write to 
Owen W. Comstock, Sales Manager 
INC., Auburn, N. Y. 








Address Box (24, eare BOOT & SHOE RECORDER 


SALESMEN 


LONG ESTABLISHED HOUSE 
REQUIRES top grade expe- 
rienced men for Volume-selling 
Line of Men's Dress and Work 
Shoes retailing between $4.00 
and $6.00. Drawing account 
will be arranged after sales are 
proven. 
Territories open: 

Virginia, Georgia, Texas, Oklahoma, 
Ilinois, Ohio, Indiana, Kentucky, 
Michigan. 


100 East 42nd Street, New York 17, N. Y. 











CUSTOM POLISHES 
by 


CORONET 


has a few openings for sales- 
men of women’s high grade 
shoes, selling to better stores, 
who desire to handle an extra, 
non-competitive line. Coronet 
Custom Polishes are unsur- 
passed in quality and color 
range and are backed by an 
unusual merchandising pro- 
gram. Interested salesmen 
should write full details, giving 
line now carried and territory 
covered. 


Sales Department 
CORONET POLISHES 
division 
G. BARR & COMPANY 


1130 W. 37th Street 
Chicago 9, Illinois 











SALESMEN 


An excellent opportunity for ex- 
perienced salesmen to become 
affiliated with a well-known 
manufacturer of Juvenile Shoes 
—NMisses' and Children's, Grow- 
ing Girls’, Little Gents’, and 
Boys’ Shoes to retail from $4 
to $6. Carried in stock. 


Territories open: 


Alabama 

Iowa 

Kansas 

. Louisiana 

. Missouri 

6. Eastern Pennsylvania 

7. Texas 

8. Virginia and West Virginia 
9. Wisconsin 


Address Box 105, eare BOOT & SHOE — 
100 East 42nd Street, New York 17, N. 
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SALESMEN 


We are a Leading Distributor and Whole- 
saler of ‘In-Stock’ Play Shoes, Sport 
Oxfords and other fast selling General 
Items in Footwear for Women and Chil- 
dren, to retail at $2.00, $3,00, $4.00 and 
$5.00. Timely Merchandise at Competi- 
tive Prices. Want good salesmen on com- 
mission basis. No objection to salesmen 
carrying our Line with non-competitive 
Lines. 
Following territories open: The Vir- 
ginias; The Carolinas, Florida and 
Georgia; Southwestern States; Pennsyl- 
vania; Ohio; Illinois; Wisconsin; Mich- 
igan; Southern Pacific Coast area. 
Address Box 103, care BOOT & SHOE — 
100 East 42nd Street, New York 17, N. Y 














ALESMEN WANTED FOR NATIONAL 
DISTRIBUTOR’S LINE of Men’s and 
Boys’ Shoes, in Texas, Louisiana, Mississippi, 
Alabama, Virginia, West Virginia, Pennsyl- 


42nd "Street, New York 17, N. 





WANTED, FOR STATE OF ALABAMA, 
Salesman with established following for 
complete line of Men’s, Women’s, Children’s 
Shoes and Rubber Footwear. Excellent  op- 

unity with very progressive house. Write 
immediately giving references and experience. 
Address #990, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 








SALESMEN WANTED 


For New York Factory making High-Grade 
Cemented Shoes; Capacity 800 pair per dey. 
Good proposition for right party. 
Replies held strictly confidential. 
Address Bex 974, care BOOT & SHOE 2 
100 East 42nd Street, New York 17, N. 











PENNSYLVANIA MANUFACTURER, ESTABLISHED CON- 
CERN, Looking for reliable Salesmen te cover follow- 
ing territories with POPULAR LINE of INFANTS’ & 
CHILDREN'S PREWELTS, with Stock Department: 
Kentucky, Tennessee, Ohio, Indiana, Illinois, Wiscon- 
sin, Minneseta, lowa, Missouri, Nebraska, Kansas, 
Ne. and Se. Dakota, Colorado, New Mexico, Arizona. 
Give full details with application. 
Address Box 12!, eare BOOT & SHOE ee 
100 East 42nd Street, New York 17, N. Y. 




















CLASSIFIED ADVERTISING RATES 


‘The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box 
number i is desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If 
advertiser’s own name and address is used, count each word (street number is one word) at word rate. Classified adver- 
tising is payable in advance. Send check or money order with your copy. 


vertising except for regular advertisers on contract. 


The rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 


{=> Advertisements for this page must be in our New York Office 15 days preceding publication date “Sj 


No accounts are opened for classified ad- 
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SALESMEN WANTED SIDE LINE SALESMEN WTD. 


MANUFACTURER OF METAL, RHIN 
SALESMAN BOS NE; CUT STEEL SHOE 


a ares Ladies’ 

Now carrying reputable Lines, to handle Na- Shoe — to ca: on terrific 

tionally Known Children’s Prewelts, $3.00 Metal Ocnementa,” RHINESTONE CREA- 

to $4.00, retailers—open territory—St. Louis, TIONS, 751 No. 39th Street, Philadelphia 4, Pa. 

Philadelphia, West Coast. IDE LINE SALES FOR COM 

i f ience. ESMAN A - 

a Ee AO A SNE. OO Ape S PLETE LINES Nationally Advertised 
Address Box 120, care BOOT & SHOE +O 


Children’s Shoes for the States of New York, HOE SALESMAN: 
100 East 42nd Street, New York 17, Pennsylvania, and Ohio. on straight commis- S : - 


sion basis. Address #993, care Boot & Shoe 
rr 100 East 42nd Street, New York 17, 


HELP WANTED 


ANAGER WANTED FOR FAMILY 

SHOE STORE, with opportunity of buy- 
ing into organization operating two stores, or 
buying same for himself. ‘Generous salary 
Location Northern Indiana. For complete de- 
tails. Address #115, care Boot & 
os 100 East 42nd Street, New York 17, 

















ORTHOPEDIC MAN, 

Must be capable of Managing and Building 
up Clientele. New stores. Address $125, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 














SALESMEN WANTED 


For Manufacturer's Outstanding Line of Men's 
Welt Loafers and Woven Loafers. Western, 
Midwestern and Southern territories open. 
Carrying three samples necessary. 


Address Box 112, care BOOT & SHOE oc 
100 East 42nd Street, New York | 








CHICAGO WHOLESALER WANTS 


Sal for n, Western and Mid- 
western States to carry as sideline or full 
time, Fast Line of Casuals, Baby Dollis and 
Sports, to retail at $3.00, $4.00 and $5.00. 


CHETMOR SHOE CO. 
45 South Wells Street, Chicago, lil. 


Costin 

















ANUFACTURER Complete Line Excellent 
British Shoe Polishes seeks exclusive 
Agents, all territories. Address #119, care Boot 





& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. ¥. 
EGIONAL REPRESENTATIVES (2) 


wanted by nationally-known manufacturer 
of Goodyear welts for infants, children, misses, 
senior misses: (1) for territory Texas-Okla- 
homa-Arkansas-New Mexico- Arizona; (1) for 
territory Utah-Colorado-Wyoming-Idaho-Montana. 
Straight commission; five-figure income awaits 
aggressive men. Men selling adjunct lines ac- 
ceptable. State experience, full particulars first 
letter. Applications held strictly confidential. 
Address #117, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





WANTED. Boston -Importer with low price 
Canadian Moccasin Slippers in Stock all year 
round wants salesmen to carry these as a side- 


line. Commission basis. All territoriss open. 
Address, DANIELS SHOE COMPANY. 172 
Lincoln Street, Boston 11, Mass. 





S ALESMEN: Be the First to Show our New 
Exclusive Feature Children’s Shoe to your 
customers and make quick sales. Orders already 
booked indicate merchandising marvel. Only 
one shoe; Quality at_a price to sell in volume. 
Liberal commission. SHOE CRAFT INC., 3425 
West Vliet Street, Milwaukee 8, Wisc. 





RITISH MANUFACTURER of Miners, Ag- 
ricultural and Artisans Footwear, requires 
agents. Address #118, care Boot & Shoe Re- 
a 100 East 42nd Street, New York 17, 





E WILL TURN OVER ALL OUR AC- 

COUNTS in New Jersey to a successful 
salesman r>w covering this territory. PLATELL 
SHOE COMPANY, New York City. 





wee. MANUFACTURER OF POP- 
ULAR PRICED MEN’S DRESS SHOES 
wants Salesman for Oklahoma and Texas. Ad- 
dress #123. care Boot & Shoe ~ el 100 
East 42nd Street, New York 17, N. 





WANT SALESMAN FOR CHICAGO; No 

objection if carrying non-conflicting Line. 
Other choice territories open. Address #132, 
care Boot & Shoe Recorder, 209 South State 
Street, Chicago 4, Illinois. 





NYLON HOSIERY 


facturer of Complete Line of Ladies’ 
Full-Fashioned ieten Hosiery seeks top 
notch men now calling on shoe trade. 
This advertised Brand is competitively 
priced and offers patented features that 
sell on sight. Territorial rights protected. 
We must have complete information 
about your sales record in your reply. 


MAR-CLAY, INC. 
Department S$, 1000 S. 12th Street 
PHILADELPHIA 47, PA. 














IDELINE SALESMEN WITH FOLLOW- 


ING. Few States open. Complete Line Moc- 
casins, Baseball Shoes, Work Shoes, etc. Ad- 
dress #108. care Boot & Shoe Recorder, 100 


East 42nd Street, New York 17, N. Y. 





NUSUAL OPPORTUNITY: Very Profit- 

able sideline for salesmen now calling on 
Shoe Retailers. Write, giving full particulars as 
to territory, etc. Address #127. care Boot & 
Shoe Recorder, 100 East 42nd Street 17, New 
York, N. Y. 





POSITION WANTED 








POSITION WANTED 


lam 35 years on with 17 years’ experi- 
ence; N nown di Priced, 
Family Shoe Chain Desires Salesman's 
position. Permanent. Will go anywhere. 





Address Box 116, care BOOT & SHOE —— 
100 East 42nd Street, New York 17, N. 











LINE WANTED 


LINE WANTED FOR WASHINGTON AND 
OREGON. Men’s Romeo and Leather Slip- 
pers, direct from factory. Have big following 
Address #107, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y 








XPERIENCED SALESMAN SEEKS NEW 

CONNECTION with Established Manufac- 
turer of Ladies’ or Children’s Shoes for North 
and South Carolina, Virginia, Washington, 
Maryland, New Jersey and New York. Address 
#110, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 


ELLING IS MY PROFESSION, SHOES 
MY BUSINESS—Veteran; Married; Un- 
der 45; Energetic, conscientious, loyal; good ap- 
pearance; pleasing personality. Twenty years’ 
experience, retail; several years wholesale, Wo- 
men’s, Men’s, some Children’s; Top New York 
and out of town establishments. Held positions 
as Department Manager, Buyer. Recently own 
business hag leading Department Stores, 
Buying Offices. Wishes to represent established 
concern Metropolitan New York—Travel nearby 
States. Address #133, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York 17, 
ae 


EW ENGLAND STATES: Experienced 

Salesman, large following Chain, Depart- 
ment Stores, Retail Trade, wants Manufac- 
turer’s Line Women’s, Children’s Shoes. Ad- 
dress #130, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 











FOR LEASE 


R LEASE—Space for 
Ladies’ Shoe Department. 
Minnesota, Kansas City, Kansas. 





Medium Priced 
KAY’S, 744 





WANTED TO LEASE 





SALES EXECUTIVE AVAILABLE 


The sponsor of this advertisement is 
well acquainted with the Shoe Trade 
and is desirous of securing represen- 
tation for Eastern territory, if pos- 
sible, of a line of Men’s, Women’s or 
Juvenile Shoes. Is buth Sales Execu- 
tive and Style Creator. Best of refer- 
ences furnished. 


Address Box 109, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











Me: RETAILER (New York Area)! Are you 

interested in alert yuunmg man to act as 
your right hand? Presently employed; thoroughly 
experienced, sales, merchandising, buying. Ad- 
dress #126, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y 





Buy Savings Bonds 


February 15, 1949 








ACKING ROOM FOREMAN, 25 years’ ex- 
perience all kinds high grade shoes, desires 
change. Address #128. care Boot & Shoe Re- 
o_- 100 East 42nd Street, New York 17, 





ANTED TO LEASE SHOE DEPART- 

MENTS. Prefer Southern locations. Ad- 
dress #113, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 


IVE-WIRE WANTS TO LEASE Women’s 
ag» Department in Eastern Pennsylvania, 
ew Jersey, or Delaware. Address #129, care 
—* Shoe Recorder, 100 East 42nd Street, 
New $e 17, N. Y. 








SHOE DEPT. WANTED 


| NTERESTED IN LOCATIONS IN MID- 
DLE WEST AND SOUTH; Must be Large 
Voiume Units; —_ Lines from $6.00 to $12. 95. 





Address: Box #988, care of Boot and Shoe 
— 710 North 12th Blvd. St. Louis 
1, Mo. 








FOR SALE 
city 50 Cases Com: 


bl FACTORY, Re, po 
Located ; Excellent floor 


space. Centrally Lecanalis Fully equipped. Help 
available. Reasonable rent; Bhan inventory to 
take over. Address #992, e Boot & Shoe 
oe 100 East 42nd Street, New York 17, 
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FOR SALE | FOR SALE 


MERCHANTS’ NEEDS 











FOR SALE! 
10 Brand New 


SHOE DISPLAY CASES 


Beautiful, modern display cases, alzo suitable 
for millinery and accessories. Maple frames, 
walnut legs. Size—6 ft. high 3!/2 ft. wide, 2 ft. 
deep. Display space—3'/2 ft. high. Fluorescent 
lighting fixture in center of ceiling. Case 
entered by raising glass front. Ten cases avail- 
abie. Price $265.00 each. Address Store 
Manager, Gimbels—Pittsburgh, Pennsylvania. 




















| ARE BUY, WOMEN’S, CHILDREN’S 


PATENTED 





Mititary 
SHoeE Stanp 


Displays a man’s shoe as he sees it 
on his foot. 


Half Doz. — $5.00 
Full Doz. — $9.00 


M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO. 














FOR SALE SHOE STORE; Established ten years; 
Wonderful location, Queens, Long Island. Na- 
Sectional Wood Shelving for Sale. Sections tionally advertised Lines. $25,000 asking price 
can easily be taken down and moved. Good Address #134, care Boot & Shoe Recorder, 100 
quality. Perfect condition. 40 sections. Value East 42nd Street, New York 17, N. Y. 
$9,000. Sale Price $2,000. Will sell all or 
part. 
SMASHEY'S SHOE ~— FAMILY SHOE STORE. WELL ESTAB. 
BRIDGETON, N. J. LISHED, town of 9,000, Larg: Trading 


Area in Iowa, all nationally advertised Brands, 
very clean inventory of $21,500, plus $3,500. 
for complete array of Fixtures. Volume $7 0,- 
000. Low rental. Address #131, care Boot & 


FOR SALE Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 
Family Shoe Store, Class A location in thriv- 


ing Eastern Connecticut Town of 35,000 
population. Contact: 


The Hersert H. Riess Acency, Realtors WANTED TO PURCHASE 
257 Main Street, Norwich, Conn. 
Telephone: 640 























A=. TYPE _ FOR MEN, WOMEN 
CHILD Close-ou 


or com- 

HOE STORE FOR SALE: One of the | plete >. Sede. will ‘pay top cash prices. 
most beautiful Shoe Stores in America, | STRAHL SHOE CO., Exporters and Import- 
handling finest Lines Women’s, Men’s, Chil. | ¢T8 1230 Fifth Avenue, San Diego, California. 


dren’s Shoes. Best corner location in city; | 
doing fine business; Rent reasonable; Long | 
lease; Located in fastest growing city of 
100,000 in the Country. Finest climate in 
the West. Address #104, care Boot & Shoe 








Recorder, 100 East 42nd Street, New York 17, 


my SELL YOUR JOB LOTS 


FAMILY SHOE STORE, Excellent location 


in Northeast Missouri town; Nationally ad- 
vertised brands; Good lease. Approximately SAM CAMIT TA & SONS 
$12,000 will handle. Address $111, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 95 Reade St., New York 13, N. Y. 


York 17, N. Y. Foremost Shoe Buyers Since 1906 











ACRIFICING X-RAY MACHINE; s-lling prensa ‘ 











THE 
INVISIBLE 


SHOE 
FORM 


x 


For More Aitewaiion Displays 


Made to display the shoe and not the 
form. Forms open heeled pumps perfectly 
and easily in less time. No bulkiness, fits 
either shoe and brand names are not 
concealed. Made from high quality clock 
spring steel. $3.00 per dozen pairs. Cad- 
mium plated $3.95 per dozen pairs. 


F.B.F. DISPLAY CO. 


Route 2, Box 646, Indianapolis 44, Indiana 





vaaline 











separately Shoe Fixtures, Folding Leather 
Chairs, Women’s and Children’s Shoes and 
Rubbers. SIDNEY GROSSMAN, 566 9th 





Avenue, New York City. LO. 3-3823. 

















WANTED TO PURCHASE 








OR SALE (OR LEASE)—FAMILY SHOE 





STORE with Nationally Advertised, well 
established brands. Will sell outright or par- T Pp DOLLAR! 
tially, to suit the capital of the buyer. Number . 
1 Downtown Location; trading area over 50,- FOR YOUR ODDS AND ENDS, CLOSEOUTS 
000; In business over 25 years. For detailed OR COMPLETE STOCKS 
information, Address #114, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York EDDY SHOE COMPANY 
7, Mm. ¥. ALWAYS RELIABLE 

a ila. Pa. 

FOR SALE: FAMILY SHOE STORE, Na- sata tinea a LO 3-9533 eat 

tional Brands, New Jers:y town in Metro- 





CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


93 READE ST. NEW YORK 13, N. Y. 
Telephone WOrth 2-2515 











politan area; _Central Location; Low rental; 
Long Lease; Volume $45,000. Excellent chance 
to double. Address #122,.care Boot & Shoe 











Recorder, 100 East 42nd Stre.t, New York 
wi: ee X- 




















FIXTURES FOR SALE: Complete Men’s 
Oak Wood Shelving with Oak Plywood 
Panels, Display Cases built in. H. URBACH, FAMILY SHOE STORE 
55 Spruce Street, Newark, N. J. Selling Advertised Branded Lines of 
Shoes; Doing Volume of $100,000 or 
USED X-RAY MACHINES—Fully guaran- | more yearly. Information will be held 
teed in = — condition. wa give strictly confidential. 
Many years o troubie-tree service. rite for 
particulars. M. B. ADRIAN & SONS, X-RAY UNIVERSAL CLOTH CO., INC. 
es 2507 S. Howell Avenue, Milwaukee 7, 320 Broadway, New York 7, N. Y. 
lise. \ 








JOBS » CANCELLATIONS - CLOSE OUTS 

AND IRREGULARS FROM FACTORY 

SOURCES ONLY - FOR DETAILS WRITE 
P. O. BOX 805, 
SYRACUSE, N. Y. 
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MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








WINDOW REACHER — A 
Sturdy Construction, will last a life time. 
Overall length five feet. 


SALES SAVER 


















Price $5.50 





Floro Sales Saver Company, Room 700, 503 N. Twelfth Bivd., St. Louis 1, Missouri 


—' 


ind in an instant’s 





Spot new in your 
time. Save sales easily; try on any shoe and replace 


it without disturbing your regular window trim. 











WANTED TO PURCHASE 


WANTED TO PURCHASE 








e 


and Children 
Scrupulous Protection fer 





BARIS BUYS for CASH 


Quality Shoes for Men, Women £ 


New York 7, W. Y. 









Sha- ores 
Short Term Leases Assumed 


Sur Name and Brand since 1932 


ARIS SHOE CO., Inc. 





Tel.: WOrth 2-5180 








GET TOP VALUE 


In Selling Your 
e SURPLUS STOCKS or 
e COMPLETE STORE 


CAMITTA SHOE CO. 


120 NO. 4th ST. PHILADELPHIA 6, PA. 
Phone Lombard 3-2062 














WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
of Quality Shoes for Men Women and 


Children. 
For Cash 
BROITMAN-GAFFIN SHOES, INC. 


147 Duane Street, New York 7, N. Y. 
Telephone BEekman 3-7290 














MY HOBBY 
Buying, Selling Shoes for 35 years 
CASH TOP PRICES 


Discontinued stocks | 


HARRY HESS 
76 Reade Street New York 7, N. Y¥. | | 
Telephone: WOrth 2-8961 














To Make Loafer Types 


In New Location 


ANTWERP, N. Y.—The Adirondack 
Footwear Company which has been suc- 
cessfully operated for the past two 
years at Constable, N. Y., by Drisscoll 
& Coville, a partnership, will remove to 
more extensive plant and office head- 
quarters in Antwerp in the near future, 
it has been announced. 

One of the conditions vital to the 
bringing of this industry, which is en- 
gaged in the manufacture of mocca- 
sins, camping loafer-type and other 
soft shoes, is the subscription by Ant- 
werp citizens to a block of $15,000 of 
the company’s stock. 

As soon as the $15,000 stock subscrip- 
tion is assured, the work of dismantling 
the Constable plant will begin. 


February 15, 1949 


WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 
SHORT LEASES ASSUMED 
YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 
New York City 
Phone BARCLAY 7-7887 














To Handle Desco Sales 
In New England 


BostonN.—The Desco Shoe Corpora- 
tion announces that Nat Madow is now 
in charge of sales in the New England 
area. 

A lifelong resident of Boston and a 
veteran with four years of Navy service 
in the Pacific, Mr. Madow brings much 
practical shoe manufacturing as well as 
selling experience to his job. His family 
has been in the shoe industry in New 
England continuously since 1914. 





Sales Executive Resigns 


MALONE, N. Y.—Jack Macht, for the 
past fourteen years vice-president in 
charge of the New York sales office for 
Consolidated Footwear Corporation of 
Malone, resigned that position, effective 
February 1. He will hereafter devote 
his full time to the affairs of the Tru- 
Stitch Moccasin Corporation, also of 
Malone. 

His assistants, Lou Klinger, Malcolm 
Macht, and Henry Klinger, have also 
tendered their resignations and will be 
associated with Jack Macht and Tru- 
Stitch Moccasin Corporation. 





NEW ADJUSTABLE 


Price = in Pony Cup 


remains in 
desired posi- : 
for Price Tickets 


tion at all 
times. 

This is an ex- 
clusive pat- 
ented feature. 


$5 gross 
$2.75 
half gross 


M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO. 




















MAKE THAT SHOE FIT 


SHOE DOCTOR SHRINKERS 





FIT COMES FIRST. Make shoes 
fit around the ankle. Step gap- 
ping at the sides and slipping in 
the heel (no more heel liners 
necessary). All fullness or wrink- 
les in leather or fabric easily 
shrunk without harm. Assure foot 
comfort for hard-to-fit feet. 





Curved type iren 
Special combination offer $42.50 
(fluids included in above prices) 
Send your order or write for detail information. 
E. C. SMELTZER CO. 


121 E. Sist Street, indianapolis, ind. 











Pou SHOE 
OLDER. 


To properly display arch support branded 
shoes, golf shoes and fiber sole shoes. 
Always remains in the correct upright posi- 
tion. Occupies little space. Almost in- 
visible when in use. Will not fall over. 
Used for Men’s and Women’s shoes. 

$3.50 per dozen $2.00 per ‘2 dozen 


M. D. POLLINGER CO. 
Holland Building St. Louis, Me. 
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Sun Damage Season 
WZ up? _¢ 












DAYS are getting longer—the sun 
is growing stronger! Each lengthen- 
ing ray of ultra-violet is an increased 
threat to your profits. Be a smart 
“early bird’’— join NOW with the 
more than 75,000 merchants who 
protect display goods and fixtures 
with Infra-Chem Transparent Shades! 

This “miracle material” prevents 
needless sun damage...lets you sell 
display merchandise at full profit... 
and actually boosts sales by keeping 
your windows in clear view all day 
long! Easy to install, operate and 
keep clean...long-wearing, econom- 
ical. ..mo awnings or canvas strips 
needed. 

Get ai] the money-saving facts on 
“Sun Protection plus Visibility.” 
Mail coupon or write today. 


SAMPLES 


T4444 BROCHURE 


ESTIMATE 






YES—Rush me new brochure, generous 
Infra-Chem test samples, and estimate 
data. All without charge. 





Witt Position 
STORE WANE 
ADRRESS TS-231 (44) 


RANSPARENT SHADE CO. 
501 N. Figueroa St., Dept. 162-B 


, Los Angeles 12, California 











Will Style Fabrics for 
Shoe Industry 


Wuarton, N. J.—A. Del Sylvester | 


has been appointed vice-president of L. 
E. Carpenter & Co., Inc., Wharton, and 





A. DEL SYLVESTER 


| will be in charge of the heavy goods 


fabrics division, which will include the 
styling and creation of new fabrics for 
the shoe trade. 

Over a period of 38 years, A. Del 


| 


| 





Sylvester was connected with Zapon- 


Keratol, and in more recent years, was 
in complete charge of styling their lines 
of coated fabrics. Mr. Sylvester will 
continue, as in the past, to cooperate 
with manufacturers and their design- 
ers. 





West Coast Firm to 
Handle Roger Kent Line 
St. Louts—The Roger Kent Com- 


| pany of St. Louis announces the ap- 


pointment of Valley Decorating Com- 


| pany, Fresno, Calif., as an authorized 


jobber representative covering the ter- 
ritory between Los Angeles and San 
Francisco. 

The Valley Decorating Company will 
have samples on display, including the 
new products that have been added to 
the Roger Kent line for 1949, and will 
travel salesmen to service accounts in 
that area on all plastic window and 
interior store fixture requirements. 





Vernon Rash on Staff 
Of Brauer Bros. 


St. Lovis—Roy Sundling, vice-presi- 


| dent and sales-manager of Brauer Bros. 
| Shoe Co., has announced the appoint- 
| ment of Vernon Rash to cover the 
| Northeastern territory, including New 
| York state, the New England states and 


Eastern Pennsylvania. 
Mr. Rash, for many years associated 


| with Rosenthal-Doucette Shoe Co. and 


more recently a sales representative of 


| Foot Delight and Blue Grass casuals, 


will make his headquarters in the New 
York offices of Brauer Bros. in the Mar- 
bridge Building. 





MERCHANTS’ NEEDS 








* ADULT MODEL $15.00 
* JUNIOR MODEL $15.00 


Efficieney 
Of Fit 


YOURS WITH THE NEW 


Z PEVICE 
With the Brannock Adult and 
Junior Model Devices, the shoe fitter 
can get immediate ‘Heel-to-Ball’’ — 
“Heel-to-Toe”—"Width-at-Ball” direct 
measurements. This means speedy, 
accurate fitting; more sales per fitter; 
more perfect fitting; fewer misfits 


with their subsequent costly and 


Ll exch 





ry 
1? 


*Available at special cooperative price 
if ordered through certain shoe manu- 
facturers—for this list and full details 
write to 


THE BRANNOCK DEVICE 


“COMPANY 
Syracuse 4, New York 

















—here's how to get 


More Business! 


HE Vincent Edwards Idea Clipping 

Service has over 2,000 satisfied users. 

Each order filled according to what 
you want; wholesalers usually request best 
retail ads; manufacturers usually want ads 
of competitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep in touch with what’s 
going on. 

Use coupon below to learn more about 
this valuable service and the special short 


VINCENT EDWARDS & CO. 


World's Largest Advertising Service 
rganization 


342 Madison Ave., New York City 


Please tell me more about your news- 
paper ad clipping service and special short 
term trial offer. 


6 fie a a En ar rte oe A eat ce ee 





Company 
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Gimbels of Pittsburgh .......... 168 
one Peetwear Carte. 2... co.cc. eo cesee 49 
Goodwear Bhoe Co. ...... 2... 144 
REE SEE SN gs nt 5.5 wo ole ow, as 163 
Goodyear Tire & Rubber Co.. . -46, 47 
Greenebaum, J., Tanning Co......... 1 
Green Shoe Mfg. Co......... Back Cover 
Grinnell Shoe Co. ea 
Gro-Cord Rubber Co. ...........- 34, 35 
oS ee 40 
Fiale, Alfred, Rubber Co..........0..% 22 
Health Spot Shoe Co... .........00- 12 
yreruet oe Bir. Co... ...iscc..s 133 
oS OS ae a ra ae 142 
re 169 
a ag Boot i‘ Ges Go... c....5 129 
Uy SE ees eee 91 
Hubschman, E., & — _— Saco 18 
Huiskamp aR Soe as Se 89 
Mo eos ek she es 5 es coca 19 
Hisero Shoe Co. ...o. «<6. deci. coos 50 
PE NER os Se is coo ewes oe new 139 
ER isn oe. Wiens an ele 43, 113 
Johnson Products, Inc. ............ 153 
Justin, H. J., RES ek tic Cowes Sw ase iss wa 165 
Juvenile Shoe — of "America. eG 111 
eg CA CRs 5 sine x c0s ics 5 


Kiwi Polish Co. Piy. oe 
Kleinerts, I. B., Rubber Co.... 

Kreider, A. S., Co., The.... 
Kreider, A. S., Shoe Co.... 





Kreider’s Sons, W. L...... 
po ee ey eee 
eee. J... Wa Se. 
Lawrence, A Leather Co... 134 
Lazy Bones ie ay 111 
Lederer Industries 154 
pe ee Oe: ee 3 
Bee MOMEO, FMS. .. ccc. se srcve-ce 144 
Lissak & Company ...... eine 155 
Longini Shoe Mfg. Co....... eke eh 90 
pS ee eee 
CO a eee 142 
Ce ee ae ee ee 
Metropolitan Shoe Co. ............6.6 20 
Miller, O. A., Treeing “Mach. Co..... 24 
Mond! Mfg. eee ott es a od 156 
Moulton, Barticy, EEE a 60 
Mrs. Day’ s Ideal Baby Shoe Co.... 126 
Miyers. 22., & BOGS. .... 60:65 66 2 a0 4 41 
New England Shoe Co.......... 31 
Northwestern Institute of Foot Sur- 
OE ES ANAS Ear ne eer ee 164 
Northwestern Leather Co. ........ 98, 99 
Nunn Bush Shoe Co........... 3rd Cover 


February 15, 1949 











Mr. Shoe 


Admaker.. 


Youve a lot to say +o the Trade / 


Get yourself right down there on the 
retail level and give a hand to the 
man on the fitting-stool. He’s in a 
tough spot — facing a keenly com- 
petitive situation which has many 
perplexing problems. He’s asking 
questions like mad... 


What's gonna happen tomorrow? 
How can I explain these prices? 
Which styles are moving fastest? 
Has your product new features 
worth talking about? Can’t you 
give me a lift — with in-stock de- 
partments, promotion helps, mer- 
chandising ideas? Can’t you help 
me sell? 


100 EAST 42nd STREET, 


You’ve had to answer questions like 
these before. Study any issue of the 
Recorder, and you'll see why retailers 
are hanging on to it like a life-pre- 
server in these troubled times. But 
they need specific information from 
you — your products, your policies, 
your plans. Give them what they 
need now — down-to-earth copy in 
your Recorder advertising. 
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How is YOUR company doing 
in this “EVERYBODY-BENEFITS” plan? 








EMPLOYEES BUYING 
U. S. SAVINGS BONDS 
VIA PAYROLL PLAN 


100% 
(‘way up here in 
75% many companies!) 
60% 4 —your goal 
25% 








AVERAGE INVESTMENT IN 
U. S. SAVINGS BONDS 
PER WORKER PER MONTH 


$30 — 


$20 — (average 
$15 — 


$10 — 














Compare your employee participation 
with others who have Payroll Savings 


If the figures for your company fall below those shown 
above, you're missing your share of benefits of the Pay- 
roll Savings Plan! These benefits are described below. 
Nation-wide experience proves that when top manage- 
ment puts the “OK” on the Plan, its benefits rise sharply. 


BENEFITS TO EMPLOYEES: Every $3 invested in Savings 
Bonds pay $4 at maturity. Workers gain a 33%% return 
on their money—enabling them in the future to buy 
more of the things they will want—plus the peace of 
mind that goes with regular saving. 


BENEFITS TO EMPLOYERS: The feeling of security that goes 
with participation in Payroll Savings makes workers 
more contented. Worrying less, they work better. Among 
the more than 20,000 large companies with Payroll Sav- 
ings, records show that—following installation of the 


Plan—production increased, absenteeism and accidents \w 


decreased! 


BENEFITS TO THE NATION: The Payroll Savings Plan is a 
powerful deterrent to inflationary forces. Every Savings 
Bond dollar built up in the Treasury withdraws a dollar 


The Treasury Department acknowledges with appreciation the publication of this message 


BOOT AND SHOE RECORDER 


This is an official U. S. Treasury advertisement prepared under the auspices of the Treasury Department and the Advertising Council. 
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from the swollen spending stream. The Plan thus con- 
tributes to national security—which affects your security! 


WHAT CAN YOU DO? If your company has the Payroll 
Savings Plan, make sure it’s being adequately promoted 
—backed by your top executives—to bring your company 
its full measure of benefits. If you haven't yet installed 
the Plan, why pass up its benefits any longer? All the 
help you need is available from your State Director, 
Savings Bonds Division, U. S. Treasury Department. 
He is listed in your telephone book. Call him now! 


AX aN 


RN BEES + 








Do You Realize...? 
Over $75,000,000,000 worth of Savings Bonds have been 


bought since 1941. e 
More than % of this volume — over $50,000,000,000 — is still 
held by the purchasers. © 


During 3 months of 1948, 1,500 additional large firms in- 
y stalled the Payroll Savings Plan. 
6 
Via this plan, 7,500,000 workers are each investing 
on the average of $20 per month of their pay— 
more than $150,000,000 per month—in Bonds. 


f 
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NLY A SHORT STEP TO 


NUNN-BUSH SATISFACTION 


You pay only a little more for Nunn-Bush 
shoes... but what a difference in satisfaction 
that little more buys! It is necessary to experi- 
ence Ankle-Fashioning before you can know 
the advantages Nunn-Bush shoes offer in 
greater-comfort and added miles of smartness. 
Discover for yourself what Nunn-Bush has 
accomplished by striving earnestly to build 
the world’s most satisfying 

shoes for men! 





Style434...CORDOVALast— Style 448... CLYDE Last 
Two-Tone Tan Combination. — Woven Brown Russia 
Ventilated — Rubber Heel. Calf — Rubber Heel. 


Style 290... BRISTOL Last Style 437..SWAGGER Last 
— Genuine White Buck and — Brown Russia Calf and 
Brown Calf — Flexible Pro. Cool Nylon Mesh — 
cess — Rubber Heel. Rubber Heel. 


See Your Local Nunn-Bush Merchant 
NUNN-BUSH SHOE CO « Manufaciurers « MILWAUKEE 1, WIS. 





the Lady with the Critical Look 


Meet the new Mrs. America. From being an easy-to-sell young woman, she’s suddenly become highly 
selective — not to say “critical”. She is no longer thankful for what she can get but wants the Jest for 


her money — for her children! The success of your business depends on your recognition of that fact! 


STRIDE RITE’S national advertising is 
based on Mrs. America’s return to 
normal buying habits. In addition to 
stressing the vital need for frequent 
shoe size check-ups, our advertising 
leaves no doubt in her mind that 
STRIDE RITES are the best buy! “The 
best buy” not only from the stand- 
points of workmanship and material — 
but for the outstandingly fine service 
offered by STRIDE RITE Dealers! 


That’s your business cue, Mr. Dealer. 
Be more than ever faithful about record 
and reminder cards. Key your local ad- 
vertising to the foot protection theme. 
Remind your customers that a child’s 


foot growth does not wait on seasonal 


buying habits. Mrs. America wants 


value plus service... build confidence 
and business by giving her your service 
— and STRIDE RITE value! 


Green Shoe Mfg. Co., Boston, Mass. 











